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Assets And Surplus 
Of Home Show Gains 
In First Half Year 


Assets Total $327, 007,775 and 
Surplus to Policyholders Amounts 
to $126,537,472 


NET PREMIUMS $80,939,883 
President Smith Says Loss Ratio 


Shows Small Increase ; Underwrit- 


ing Profit of $8,676,316 
The Home 








Insurance Co. of New 
York has issued an interim financial 
statement to stockholders, showing as- 
sets of $327,007,775, on June 30, com- 
pared with $318,145,129 on December 
31, 1949. Surplus to policyholders on 
Tune 30 was $126,537,472 compared with 
$121,367,387 at the close of last year. 
Net premiums written by the Home dur- 
ing the first six months of this year, 
President Harold V. Smith - states, 
amounted to $80,939,883. Earned pre- 
miums were $78,048,741, and net profit 
from underwriting $8,676,316. 

Reserve for unearned premiums on 
June 30 was $149,019,973, compared with 
$146,128,831 at the close of 1949. The 
reserve for losses was $30,816,955, 
against $30,890,845. Cash assets equal 
$31,011,589 against $35,561,204, and 
United States Government bond _hold- 
ings are valued at $119,429,763, against 
$110,418,558. 


President Smith on Earnings 


Reviewing operations for the first six 
months of this year President Smith 
says in his statement to stockholders: 

“The Home’s volume of business, con- 
sistently exceeding that of any Ameri- 
can property insurance company, repre- 
sents service and protection to small 
householders and merchants as well as 
to large industrial and commercial or- 
ganizations that need fire, marine and 
other property insurance. 

“Earnings from our investments im- 
proved as compared with the corres- 
ponding period of last year. On the 
other hand, earnings from underwriting 
declined somewhat. due chiefly to un- 
usual losses. Beginning in January with 
a severe windstorm in upper New York 
State and surrounding territory, extraor- 
dinary hail losses in Oklahoma in April 
and a very damaging windstorm sweep- 
Ing across six mid-western states from 
Kansas to Canada in May, resulted 
alone in 46,255 claims. The explosion 
and fire in South Amboy on May 19 
also caused an unusual amount of loss 
resulting from the 1,163 claims received. 


(Continued on Page 32) 
SS 


ING: ccscacsieestarpnmnesaciuel Page 24 
Brokers & Agents...................... " @ 
Marine REIS pet rea " 34 
Casualty & ee " & 


——— 

















THE 
- LONDON & 
/ LANCASHIRE 
GROUP 


Dependability 
+ 





Strength Service 


Departmental Offices at 
Chicago and San Francisco 


Hartford New York 








Salanibinaiaiaaieataaaiemaeemmedeamee 
eR er en en 























Thinking High 


Leslie Ogden, of our Ralph G, Engelsman Agency in New 
York, speaking at a Penn Mutual Regional Conference, indicated 
that he had been getting exceptionally good results from prese: 
ing to a young man the idea that some day he will own $100,000 
of life insurance. 


Said Mr. Ogden: “This not only raises his sights and produces 
a substantial amount of new business, but it arouses the inter: t 














of that man to the point where he becomes a good center of in- 
fluence as well. Once his sights have been raised he begins to 
think in terms of men he knows who he feels some day will own 
$100,000 of life insurance. This produces many qualified refer- 


ences.” 


We are often told that an underwriter must talk the language 
of the prospect. To do this we must also understand what the 
prospect is thinking. It is natural to suppose that he is thinking 
ambitiously. The underwriter can show him how life insurance 
can make an ambition more than a dream. 


THE PENN MUTUAL LIFE INSURANCE CO. 


MALCOLM ADAM 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 








Policy Restrictions 
In Current Situation 
Told By Ross Moyer 


At John Hancock’s French Lick 
Meeting Company Officer Weighs 
Underwriting Difficulties 


RESTRICTIONS NOT WANTED 








Reasons Why Uniformity Among 
State Departments Is Seen as 
Most Desirable 


By CLarENCE AXMAN 


French Lick, Ind., Sept. 19—At 
Hancock’s General Agency Leaders 
Convention here vice President Ross E. 
Moyer of Hancock, discussed war re- 
striction situation, saying that if states 
are to allow restrictions again it is 
hoped they will be as uniform as pos- 
sible for equitable and economic opera- 
tion of life insurance. Among other 
things he said: “It has been generally 
felt that war hazard was a risk which 
could not reasonably be covered by 
regular life insurance contracts. Those 
insured may, or not, be in armed sery 
ices, even those in those 
exposed to hazards materially differing 
in degrees. It is not possible to obtain 
a homogeneous group where, even if 
experience were available, it would be 
possible to determine what 
be charged with any 
cision. 

Restrictions Are Not Desired 

“With this a basis, probably the only 
proper technical course to pursue would 
be to always exclude the war hazard 
in any life insurance contract issued at 
any time. Such a course would immedi- 
ately raise question whether such re- 
strictions should apply only to those in 
armed services or whether 
strictions sh be made on 
deaths resulting from war. Some Eng- 
lish and European life insurance con- 
tracts had civilian war 
Much might be said for such practice. 


John 


services are 


rate should 


degree of pre- 


some _ re- 


civilian 


restrictions. 


On the other hand any restrictions in 
life insurance contracts have been ob- 
jectionable from many _ standpoints. 


And the business has so developed that 
restrictions have been practically elim- 
inated. Years ago life contracts con- 
tained restrictions against certain travel, 


particularly in foreign countries, war 
restrictions, some occupational restric- 
tions, etc. Today only restriction re- 


maining is that against suicide during 
early years after policy issuance. This 
trend has had many beneficial results. 
When agent has sold life insurance, or 
buyer purchased it, they have known 
they had a contract where proceeds 


(Continued on Page 4) 
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. en LINCOLN was quoted as saying: “Long 
enough to reach from his body to the ground.” 


This question comes to mind whenever somebody 
asks, ‘‘How much Life insurance should I own?” 
There’s an equally sensible and obvious answer to 
this question, too! 


The amount of Life insurance a man should own 
depends entirely upon his individual needs and cir- 
cumstances. It should be enough to enable him to 
achieve his hopes and ambitions, both for those de- 
pendent upon him and for himself. 


The job of determining the exact types and precise 
amounts of insurance which an individual should 
own is often a complex one. It is a task calling for the 
services of Life Insurance Agents, people who make 
their life’s work the tailoring of insurance programs 
to fit each individual’s need. 


The selection of Agents is in itself a painstaking 
process. At Metropolitan, for example, applicants 
for agency work are carefully screened, tested and 
re-tested to determine their suitability for effectively 
serving policyholders. Only the most ambitious, in- 


+ 
? 


telligent persons can qualify, because the job of 
prescribing for individual Life insurance needs calls 
for foresight, tact, patience, and above all, under- 
standing. It is confidential work which requires a 
studied professional approach. 


How well Life Insurance Agents have measured 
up to these requirements is being demonstrated in 
countless communities throughout the country every 
minute of the day. In fact, the 213 billion dollars of 
Life insurance in force in all companies in the United 
States is a testimonial to the confidence which the 


(4 MUTUAL COMPANY) 





public has in the Life Insurance Agent as well as in 
the institution of Life Insurance. Helping other 
people to achieve greater security against the uncer- 
tainties of life has gained great recognition for the 
profession of Life Insurance. 


Your own Life Insurance Agent is always ready 
and anxious to help you continuously to improve 
your Life insurance program. Through close co- 
operation with your Agent, you may be sure your 
Life insurance will be of maximum benefit to the 
future of your family and yourself. 


Insurance Company 


1 Madison Avenue, New York 10,N. Y. 


COPYRIGHT 1950—METROPOLITAN LIFE INSURANCE COMPANY 


This tribute to the Life Insurance Agent appears in September 


issues of “Saturday Evening Post,” “Collier's” and “Time.” 
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National Life of Vermont Leaders at White Sulphur 


By WitL.iaAM L. HADLEY 


It was a far cry from the first con- Martin Hopkins, and now it comes At the Leaders’ Conference held in made 

tact the writer had with the National down to a new management, whose The Greenbrier, Deane C. Davis, the before 
Life Insurance Co. of Vermont, more life interest is life insurance. new president of the National Life, general 
than 40 years ago in Montpelier, Vt., president 
warm ear 
with the chief officers, some of the , i dressed 
its the Le 


in midwinter, to the latest contact had 


directors, a fine cross section of 
general agents, most of the top produc- 
tion units of this more than a century 
old institution at The Greenbrier, White 
Sulphur Springs, W. Va., last week, a warm 
when the Leaders Club Educational . 
Conference for 1950 was held. ¥ ' attended 


Ws ofice 


The conference activities at The 
Greenbrier reflected in no uncertain 
manner the soundness of this splendid 
institution of life insurance, long en- 
shrined in the Green Mountains of Ver- 
mont. What transpired there produced 
a living picture clearly bearing out one 
of its very effective publicity pieces 
“As Solid as the Granite Hills of Ver- 
mont.” The National Life management 
reflected soundness and confidence in 
the company’s production family of gen- 
eral agents and agents. The National 
Life production units reflected sound- 
Ness and confidence in the company 
management. There was a high spirit of 
camaraderie throughout the Leaders 
Club Conference sessions, both busi- 
ness and social. 

Joseph A. De Boer, the National 
Life’s fifth president, was head of the 


ft the board 


Meredith, 


company on the occasion of my first 

Visit to its home city Montpelier, Vt. 

He served from April 8, 1902 to De- 

cember 25, 1915. Joseph A. De Boer 

had wide fame as an executive and 

counselor. Many sought guidance at his 

hands and were not turned away. The 

tradition he had succeeded to as head 

ot the National Life of Vermont was ties, as cn” 

eiriched by his ability. This in turn More on National Life 
Was passed on to his successors, Fred HENRY H. JACKSON DEANE C. DAVIS L. DOUGLAS MEREDITH 

A, Howland, Elbert S. Brigham, Ernest Vice President President Executive Vice President Pages 12 to 20 
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Moyer on War Clauses 


(Continued from Page 1) 


would be payable at death, unless there 
was an early suicide or fraud. 

From company’s standpoint this has 
been a more satisfactory method of op- 
eration. No one wishes to see any re- 
striction inserted in life contract if it 
can possibly be avoided, and still keep 
the fulfillment of contract safe and re- 
sult in equitable distribution of cost as 
between various policyholder groups. 

At the beginning of both world wars 
most insurance contracts were free of 
war restrictions. In each instance it 
was felt war restrictions must neces- 
sarily be a part of contracts issued 
thereafter. Subsequent events proved 
such a course unnecessary. Had these 
restrictions not been inserted there 
would have been a tremendous buying 
of insurance in direct anticipation of 
war service, and loss rate and cost 
would have been prohibitive. In effect 
the insertion of these restrictions was 
notice that war hazard would not be 
covered. Consequently purchase of in- 
surance was generally confined to those 
buying it for protection against regular 
needs, as distinguished from the war 
hazard. While many war death claims 
were paid on insurance contracts issued 
prior to the outbreak of the war, never- 
theless most of this insurance was not 
purchased with war hazard in mind. 
While these deaths raised the cost of 
insurance, nevertheless, they did not im- 
pair life insurance structure’s safety. 


Status and Result Clauses 


“With the current consideration of 
war restrictions there has been a con- 
siderable discussion of difference be- 
tween the so-called ‘status’ and ‘result’ 
restrictions. Restrictions used in World 
War II were generally of the ‘status’ 
type. The ‘status’ clause provided re- 
stricted death benefit regardless of 
cause of death, provided status of indi- 
vidual at time of death was such that 
he was in the armed service during 
war times, and outside of United States 
or Canada. Recently there has been 
agitation for the ‘results’ type of re- 
striction, should it be necessary to use 
them again. The ‘results’ type provides 
for a restricted benefit if death occurs 
as result of war or act of war, or an- 
other phase with slightly different 
meaning. As a result of military service 
while in armed services and outside 
United States and Canada during war 
times. This is somewhat more liberal 
than is the status type, in that some 
deaths outside of this country or Can- 
ada would be covered. depending upon 
cause of death. It also leads to diffi- 
culty in settling claims as investigation 
means at distant points are not always 
available. Thus, these restrictions were 
directed against individuals in armed 
services outside United States and Can- 
ada, and there was little or no perma- 
nent restriction for war deaths amongst 
military personnel at home, or civilian 
population generally. This proved to 
sufficient restriction on our past experi- 
ence, and yet the question is in everv 
one’s mind who has considered it, of 
what the future will bring concerning 
civilians and military personnel at home. 

“In type of restriction to be used 
much depends upon attitude of Insur- 
ance Departments. Commissioners have 
taken a decided stand in favor of keep- 
ing restrictions at a minimum. This is 
desirable so long as it does not affect 


soundness of whole insurance structure. 
There have been some meetings of Com- 
missioners and company officials during 
the summer. It is hoped if restrictions 
are to be used, they can be made as 
nearly uniform as possible among the 
various states. In some instances states 
have specific statutes which make it 
necessary that certain restrictions only 
be used. On the other hand some states 
the type of restriction depends upon 
ruling of the the Insurance Department 
itself. If restrictions are to be used 
again, it is to be hoped there can be 
as much uniformity as possible, for the 
equitable operation of the business. 


Present Outlook 


“As to present outlook, and our prac- 
tices regarding current applications, we 
did feel it necessary to advise you in 
July that individuals in armed services 
would be considered only for higher 
premium forms, and for not more than 
$10,000 of insurance. Since the aviation 
risk is fairly common to this group, we 
have also included our current aviation 
restriction provision which is not par- 
ticularly restrictive except in the case 
of pilots and crew members. 

“In addition immediate question arises 
as to what to do with those in various 
types of reserve forces or in the Na- 
tional Guard. Thus far not many of 
them have been called, and there is still 
considerable question as to how soon 
they may be called, or in what numbers. 
There is also the question of young in- 
dividuals who have no service connec- 
tion whatsoever, nor where there is any 
immediate prospect other than the fact 
that if a large armed force is mobilized, 
they will likely be called. 

“T wish it possible for us to give a 
definite set of instructions that would 
cover all, or the greater part of these 
instances as they arise. Unfortunately 
these questions cannot all be antici- 
pated, and if we were to attempt to 
make up a set of such restrictions it 
would not be very long before it would 
be out of date. Such instructions would 
undoubtedly be unnecessarily restric- 
tive. For these reasons we have tried 
to handle each of these questions as it 
has come up. While I know that there 
have been some disappointments in the 
outcome of some cases, nevertheless we 
have been surprised at the few instances 
where any discussion has actually arisen. 

“We don’t grant life insurance to an 
individual who is contemplating a seri- 
ous surgical operation, nor do we or- 
dinarily cover an individual who con- 
templates going into some hazardous 
occupation or who is about to make a 
rather hazardous journey, unless a 
proper rate can be determined. We 
have been particularly watchful of cases 
where it appears that the only reason 
for the purchase of insurance is because 
the individual thinks he is about to be 
sent into foreign military service, or 
expects soon to be called for military 
service. You will agree that such insur- 
ance is being purchased with the direct 
contemplation of covering a hazard not 
contemplated by our rates, and that if 
many of these cases were to be accepted 
they could be quite expensive. We have 
been keeping track of the amount of 
such business and have been glad to 
note the relatively small volume of it.” 





JOINS PHOENIX MUTUAL 
Phoenix Mutual Life of Hartford has 
appointed James T. Groves, Jr., a Dallas 
representative in the George H. Jennings 
agency. 


John Hancock’s Large Gain; 


President Clark on Trend 
French Lick, Ind., Sept. 20—Paul F. 


Clark, president of John Hancock Mu- 
tual Life, lauded the general agents of 
the company meeting here for the 
notable production record this year. 

“Starting in January with a gain of 
3.7% over January, 1949,” he said “you 
have gradually widened that margin un- 
til at the end of August our gain over 
last year stands at 18.5%.” 

As far as midyear figures are con- 
cerned, the Hancock had a larger per- 
centage of gain of insurance in force 
for the first six months in 1950 than in 
the corresponding period in 1949. In 
1949, the company gained in Ordinary 
insurance in force at the rate of 7.68% 
of the Ordinary insurance in force at 
the beginning of the year. This year, 
1950, the figure has risen to 8.23%. This 
increase was credited to improvement 
in persistency. 

Noting that August Ordinary produc- 
tion showed a 71% gain over August 
of last year, Mr. Clark warned the 
agency leaders that “such an abnormal 
gain can only result from general con- 
ditions in our market, and we must not 
let ourselves be deluded as to the causes. 
By the same token, we must redouble 
our efforts toward all those activities 
upon which a sound, successful career 


as a life underwriter is founded. We 
must leave no stone unturned in our 
efforts to improve our efficiency, for 


therein is our strength and our security.” 


Preferred Risk Liberalized 

French Lick, Ind., Sept. 20—At the 
General Agency Leaders meeting here 
of John Hancock Mutual Life, Presi- 
dent Paul F. Clark announced that after 
October 1 the company will make avail- 
able its Preferred Risk Whole Life 
policy to qualified risks at ages 56 to 65. 


Frank Bobst President of 


Hancock General Agents 
French Lick, Ind., Sept. 19—Frank T. 
Bobst, Boston general agent of John 
Hancock Mutual Life, was elected presi- 
dent of the Hancock’s General Agents 
Association at their annual meeting here. 
Edwin R. Erickson, Buffalo, was 
elected first vice president; Ferrel M. 
Bean, Chicago, second vice president; 
Harry H. Welsh, Jr., Kansas City, trea- 
surer; and Donald W. Hooton, Pitts- 
burgh, secretary. 

Elected to the board of directors were 
general agents Guy L. Foster, Man- 
chester, N. H.; John P. Lynch, St. Paul; 
Starkey Duncan, Nashville; Cecil F. 
Abrams, Decatur, IIl., and M. L. Camps, 
New York, retiring president of the 
association. 


Prof. Oglesby Honored 
At Prudential Dinner 


Earnest Oglesby, faculty member of 
the University of Virginia, was honored 
this week at a dinner given by mem- 
bers of the Prudential actuarial de- 
partment at the Rock Spring Club, 
West Orange, N. J. 

The occasion marked Professor 
Oglesby’s 20th consecutive year as an 
instructor of Prudential actuarial 
students. Mr. Zehman Mosesson, ac- 
tuarial assistant of the company. acted 
as toastmaster of the dinner. Most of 
the 70 guests were present are former 
students of Mr. Oglesby. 











JAMES F. MacGRATH, Jr, 


General Agent 


THE UNITED STATES LIFE 
INSURANCE COMPANY 
In The City of New York 


NOTHING LIKE IT! 
Our CENTENNIAL RIDER, 


providing for income replace. 
ment. Issued up to $50 per 
month per $1,000 base policy, 
Any number of years up to 30* 
from issue date. A great con- 
tract. Ask for details. Also ideal 
for Mortgage Cover. 


%#depending on age at issue. 








84 WILLIAM STREET 
New York 7, N. Y. 


Telephone: HA 2-7865 








Life Company Tax Made 


Retroactive for Two Years 
Washington—House and Senate con- 
ferees on the Revenue Act of 1950 
agreed Tuesday that life insurance 
companies should be taxed retroactively 
for 1948, 1949 and 1950. The result was 
a compromise between the Senate bill 
making the tax retroactive including 
1949 and 1950 and the House bill which 
went back to include 1947. The three 
vears back taxes will cost the life in- 
surance companies about $140,000,000 it 
was estimated. 





Washington, Sept. 20 — At the last 
minute the Senate and House Tax Con- 
ference reversed yesterday’s decision on 
taxing life insurance companies and 
agreed on the Senate bill’s provisions 
applying the tax only to 1949 and 1950. 
Also accepted was the Senate omission 
of House-approved tax on interest ele- 
ment in installment death benefits. 





Franklin Names Blowers 








And Windram in Penna. | 


Franklin Life of Springfield. TM.. has 
announced the appointment of William 
G. Blowers as general agent in Ridg- 
wav, Pa., and George Windram as spe- 
cial renresentative in Pittsburch. Both 
men will be associated with the Frank- 
lin Pittsburgh division under the direc- 
tion of Mitchell T. Melham, regiona 
sales director. 

Mr. Blowers entered the life insur- 
ance business in 1941 with Metropolitan 
Life. 

Mr. Windram first entered the life 
insurance field with The Prudential in 
1941. After four vears with that com- 
nanv he hecame associated with West- 
inghouse Electric Corp. 
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Postal Life, New York 
Introduces New Policy 


ADAPTABLE TO VARIOUS CASES 
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“Special Whole Life Paid Up 
es” New Policy Is Issued at 
Ages 15 to 65 Inclusive 















Simultaneous with the holding of the 
first convention for their fieldmen | at 
the Sagamore Hotel, Lake George, New 
York, on September 30 through Octo- 
ber 3, the Postal Life of New York 
introduces a new policy. 





RIDER, Known as the “Special Whole Life 
| Paid Up at 85,” the new policy, with its 

eplace- basic minimum of $5,000, provides 
5 double, triple and quadruple protection 
0 par when combined with convertible term 
. | riders. For the young man of 30, for 
policy, instance—married, with a couple of chil- 
dren, with modest income but in need 

fo 30% of adequate protection, this new Postal 
policy affords $20,000 of life insurance 

+ con. at less than $20 a month, or it makes 
0 ideal fve to twenty thousand available to 


e who are “sub-standard.” 
OTe Postal “Special Whole Life Paid 
Up at 85,” is issued at ages 15 to 65 
inclusive, contains all standard policy 
provisions, automatic premium loan and 
supplemental benefits such as disability 
waiver of premium, family income up 
to 2% of its face value or term riders 
for 10, 15 or 20 years may be added. 

Because of its ready adaptability to 
various cases, brokers and surplus writ- 
ers—as well as Postal’s own fieldmen— 
are expected to make wide use of this 
new policy, according to Agency Vice 
President, Roy A. Foan. : 

Postal’s new paid-for business dur- 
ing the first eight months of 1950 ex- 











ide 








Years ceeded the volume for the whole year 
: 1949 which in turn represented an in- 
~~ crease of 180% over 1948, thus demon- 
ys: strating the company’s continued prog- 
web ress under full agency operation as op- 
merge posed to the former direct-by-mail 
= ‘bil method of doing business. 
neluding 
II which | Mutual Life, N. Y. Installs 
life in- Three California Managers 
00,000 it Three new California agencies of 
! Mutual Life of New York began oper- 
ations this week as the company in- 
the last stalled Patrick F. Koenigsberger as 
AX Con- manager in Beverly Hills, William H. 
sion on Rowlands as Pasadena manager, and 
es. and Carl W. Rogers as head of the Long 
Ovisions Beach agency. ¢ 
id 1950. Opening of the California units was 
mission part of an expansion in agency opera- 
est ele- | tions announced by the company earlier 
its, this month. By mid-October the com- 
pany will have established six new 
: agencies in California and one each in 
Dayton, Ohio, and Boise, Idaho. Next 
enna. year the company will re-enter Texas 
11. has for life insurance business with agen- 
Villiam cies in San Antonio, Houston, Dallas 
Ridg- and Fort Worth. ; : : 
AS spe- Mutual Life officials, including Roger 
Both Hull, executive vice president, and 
Frank- Stanton G, Hale, vice president and 
direc- manager of agencies, and leading busi- 
gional | "ess men from the new agency terri- 
tories, attended this week’s installation 
insur- | Programs. 
volitan Expansion of the company’s field 
facilities is being made, Mutual Life 
e life | Said, to meet the increased life insur- 
tial in | 2MCe needs of the people and to give 
pone greater on-the-spot service to policy- 
West- olders in those areas. 
= Lincoln National Record 
— An August campaign conducted 


among four agencies of Lincoln Na- 
tional Life produced a total of more 
than $5,000,000 of business during that 
Period. The Washington and Balti- 
. More agencies won over those in Nor- 
folk and Newark. 
_ J.D. Marsh & Associates, the Wash- 
ington agency, established a new all- 
time record by writing $3,146,314. In- 
dividual honors went to James C. i: 
allagh and James W. Rand who wrote 
$508,463 and’ $347,489 respectively. 











Conn. General Life Wins 
Financial World Award 


Connecticut General Life has received 
the Financial World Magazine Merit 
Award for its 1949 financial report. It 
marks the seventh consecutive year the 
company has received the honor. 

Connecticut General was presented 
with the Oscar trophy in 1945 and 1947 
for the best financial report in the life 
insurance industry. The recent merit 
award qualifies the company for the 
trophy which will be awarded next 
month. 


MARKS 25TH ANNIVERSARY 

A. E. D’Emilio, Pittsburgh, recently 
rounded out a quarter of a century as 
manager of the Pittsburgh agency of 
Ohio State Life. Every year since Mr. 
D’Emilio joined Ohio State Life he has 
qualified for membership in the com- 
pany’s leaders’ club. He holds sixth 
place among the company’s personal 
producers for the year. His agency 
ranked fourth among the agencies in 
the volume of insurance produced in 
August and is sixth for the year. 

Serving with Mr. D’Emilio is his son, 
A. Edward D’Emilio, associate mana- 
ger. 


Agcy. Management Member 


Jefferson Standard Life, Greensboro, 
North Carolina has been elected to 
membership in the Agency Maangement 
Association, it was announced by John 
Marshall Holcombe, Jr., managing di- 
rector. 

Not new to the Association, the Jef- 
ferson Standard was one of the original 
thirteen members when the Association 
was founded as the Sales Research Bu- 
reau in 1922, but discontinued its mem- 
bership in 1941. Recent voting of the 
Association’s board of directors resulted 
in its reelection to membership. 
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HAT’S ONE OF OUR specialties in 
Occidental—helping to make big cases 
out of little ones and thus building 
premium income. In a time when the 
trend is to lower premiums, that’s 
important. 


It’s done with supplemental benefits 
added to the original policy. 


Add Family Income, Income Protec- 
tion, Mortgage Protection, Income 
Disability and Accident & Sickness 
benefits to your client’s policy on any 
plan, and what have you got? 


For him, the kind of one-package 
program that meets his insurance 
needs. For you, the kind of premium 
that meets your income needs. 















INSURANCE COMPANY of CALIFORNIA 
V. H. JENKINS, Senior Vice President 


“WE PAY AGENTS LIFETIME RENEWALS...THEY LAST AS LONG AS YOU DO” 
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’ ~_ UNDERWRITER ern, 
Burton J]. Bookstaver Agency Holds Official Opening — 
a hid Personnel Director Needed : 





David Workman 


Left to right—Burton J. Bookstaver, William H. Harrison, Norman T. Carson, 


Frederick D. Russell, Herman Feingold. 


The Burton J. Bookstaver Agency, 
Security Mutual Life, 500 Fifth Avenue, 
New York, recently held a reception and 
cocktail party marking the agency’s 
official opening. Approximately 250 
friends and guests were in attendance 
at the agency’s new and modernly 
equipped offices. The home office dele- 
gation attending was headed by Se- 
curity Mutual President Frederick D. 
Russell and included Norman T. Carson, 
superintendent of agencies and William 





Teare’s August Paid-for of 
$2,280,708 Broke All Records 


H. Malcolm Teare, general agent of 
Continental Assurance at 500 Fifth 
Avenue, New York, had the biggest 
production month in his career in Au- 
gust. In that month the Teare Agency 
issued and paid for $2,280,708 of or- 
dinary insurance well as between 
three and four million dollars in group 
business and a sizable volume of pen- 
sion and A. & H. production. 

One of the unusual features of this 
outstanding paid-for record is that less 
than $100,000 of it was term insurance. 
Furthermore, the home office figures 
show that Teare’s August business is 
the largest monthly paid-for of Ordi- 
nary produced to date by any agency 
in Continental Assurance history. 

The Teare Agency, specializing in 
brokerage business, is now slightly 
over three years old. It ranked as the 
No. 1 agency in the Continental Assur- 
ance ranks for 1948 and 1949. 


as 





_ . 
S. T. Dingman’s New Post 
According to an announcement by 
Vice President Robert P. Kelsey of the 
John Hancock, Stanley T. Dingman, 
has been appointed associate director 
of the bureau of publications. Besides 
continuing to serve as editor of the 
Hancock News Weekly and the Home 
Office News, Mr. Dingman will act as 
production manager of all periodicals 
issued by the bureau and will assist 
Director James A. Peirce in adminis- 
trative details. 





Woodward, Ryan, 
Sharp & Davis 


Consulting Actuarles 
41 PARK ROW, NEW YORK 
Telephone BArclay 7-4443 











H. Harrison, chief underwriter. Also on 
hand were other Security Mutual gen- 
eral agents from the New York area 
and field representatives of the com- 
pany. 

Burton J. Bookstaver is the son of 
Jos. D. Bookstaver, who operated one 
of The Travelers largest general agen- 
cies from 1907 until his death in 1936. 
He started in the insurance business in 
the agency his father had originally 
established in 1938. After his return 
from service in the Army he became 
associated with Security Mutual, and 
has been a large personal producer. 

Associated with Mr. Bookstaver are 
Herman Feingold, brokerage manager, 
Mrs. Helen Roehr, statistician and Mrs. 
Loretta Beran, cashier. 

















Life insurance company in New York with 300 em- Ht 
ployees has a fine opportunity for a man qualified to 
head its home office personnel department. If inter- ; : 
| ested, write to Box 1965, The Eastern Underwriter, 
41 Maiden Lane, New York 7, New York. 














BEGIN ADVERTISING PROGRAM 





Life & Casualty Co., Nashville, Using 
Newspapers and Radio to Cover 
Southeastern States 
The Life & Casualty Co. of Nashville, 
Tennessee, is beginning an extensive 
newspaper and radio advertising program 

to cover the southeastern states. 

First newspaper schedules, released 
early in September by the L. W. Roush 
Co. agency of Louisville and Nashville, 
call for dominating space for 10 months 
in Nashville, Miami, Paducah, Ky., and 
Albany, Ga. dailies. Other cities will be 
added as the campaign progresses. 

For the radio part of the drive, the 
Life & Casualty Co. will use morning 
news broadcasts five times a week on 
WLAC, Nashville, and three times a 
week over WSB, Atlanta, and WWL, 
New Orleans, and also the weekly Dick 
Haymes show, Friday nights on WLAC. 

Four types of insurance protection 
are being stressed in the Life & Casu- 
alty promotion—ordinary life, education, 
retirement income and mortgage re- 
demption. : 

Dandridge W. Caldwell, vice president 
of the L. W. Roush Co. in charge of 
the Nashville office, is the account ex- 
ecutive. 

















LOOKING AHEAD TO TWO BIG CONVENTIONS 


No one who has read the advance program for the 61st annual 
meeting of the National Association of Life Underwriters, set for Sep- 
tember 25-29 at Hotel Statler, Washington, D. C., cannot help but be 
impressed by the opportunity which it will afford for life insurance men 


to be brought up-to-date on the latest developments in our business. 


Likewise, for those of us fortunate to have qualified for attendance 
at the Million Dollar Round Table convention, scheduled to convene 
September 29 at Haddon Hall, Atlantic City, a five-day program repre- 


senting a galaxy of life insurance talent is in store. 


You will be thrilled by the NALU general convention sessions and 
by its National Sales Seminar, and if you can’t attend these sessions 
read about them in your favorite trade journal, 








As for the MDRT convention we of the Northwestern Mutual Life 
are proud to have on the program our own vice president, Robert E. 
Dineen, former Superintendent of Insurance of New York. He will be 
the closing speaker of an all-star meeting which will attract over 400 


of the country’s largest producers of life insurance. 


WILLIS F. McMARTIN, General Agent 
AND ASSOCIATES 


THE NORTHWESTERN MUTUAL LIFE INSURANCE CO. 
285 MADISON AVE., NEW YORK 17 
ORegon 9-5110 








HEAR SAMUEL L. ZIEGEN 





Outlines Human Relations of Account. . 
ing at Annual Meeting of 


2 





Virginia Society 


Samuel L. Ziegen, general agent jp 
New York for Provident Mutual Lie 
addressed the recent annual meeting of 
the Virginia Society of Public Account. 
ants in Richmond. His subject was 
“Human Relations in Accounting.” Mr. 
Ziegen divided his talk into parts: 
1, How accountants can apply the prin- 
ciples of salesmanship in their every- 
day relationship with their clients, 2 
How accountants can cooperate more 
effectively with other professions, name- 
ly, lawyers, trust officers and life un- 
derwriters. 

In part two of his talk, Mr. Ziegen 
gave a history of the development of 
the CLU movement and also of the 
LUTE, 


After his talk many of those | 


attending said that they did not know | 
of these developments in the life insur- § 


ance business. 


“This is just another | 


illustration,” Mr. Ziegen said, “of the | 


fact that 
public for 


take the 
should con- 


we are prone to 
granted. We 


Stantly remind the public of our work,” | 


he remarked, “as there is certainly 
plenty of room left for advising them 
about these movements.” Mr. Ziegen 
also said that it was a mistake to be- 
lieve that others who should know 
about some of the activities within the 
life insurance business, do know about 
them. 


, : j 
Mr. Ziegen’s talk was very well re- 


ceived and most of those attending felt 
that they have been lax in employing the 
principles that he outlined. 


TEXAS LIFE CONVENTION 
Meeting in Dallas, Oct. 20 Will Fea- 


ture Testimonial Luncheon Honor: 

ing S. J. Hay 

Arthur F. Ashford, president of the 
Texas Life Convention, has announced 
that the annual meeting will be held 
Friday, October 20 at the Baker Ho- 
tel, Dallas. The convention is an organ- 
ization of life insurance companies home 
offices located in Texas. 

The meeting will feature a testimonial 
luncheon in honor of S. J. Hay, presi- 
dent of the American Life Convention. 
Mr. Hay is president of the Great Na- 
tional Life, Dallas. 

Mr. Ashford, president of the Western 





REE RET 


Reserve Life, Austin, will serve as toast- | 


master at the luncheon. The program 
will include short talks by Robert L. 
Hoge, executive vice president, Ameri- 
can Life Convention, J. Ralph Wood, 
president, Southwestern Life, Dallas, W. 
C. McCord, president, Southland Lite, 
and Texas vice president American Lilé 
Convention, and Cecil Woods, nominee 
for the next president of the Conven- 
tion. 


—— 


HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
OMAHA 
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MONARCH GENERAL AGENTS 





Frank I. Busbee Heads Washington, 
D. C. Agency; Howard A. Cox 
Appointed in Omaha 
Monarch Life, Springfield, Mass., has 
appointed two new general agents, ac- 
cording to an announcement by Ros- 
well C. Laud, vice president and director 
of agencies. They are Frank I. Bushee, 
to the companys Washington, D. C. 
agency and Howard A. Cox, to Omaha. 
Both have recently taken up their posts 
after a stay in Springfield, going through 
the company’s training courses in sales 

and management work. | - 

Mr. Busbee brings to his new position 
an administrative and insurance sales 
background. He is a graduate of North 
Carolina State University. Active in 
civic and business affairs, he is a mem- 
her of the Washington Board of Trade, 
serving on the insurance, employment, 
and new business committees, and is 
also a member of the National Associa- 
Life Underwriters. He has 
served for some time on the board 
of officers of the Wilson Boulevard 
Christian Church in Arlington, Virginia, 
and presently is an Elder of the church. 

Identified with Monarch’s Des Moines 
agency for several years, Mr. Cox has 
been in the insurance industry for thir- 
teen years in sales and supervisory ca- 
pacities. Since his connection with 
Monarch, he has never failed to earn 
membership in either of the companys 
honor groups, the Leaders’ or the Pres- 
ident’s Club. 


tion of 





Additional Duties for 
Mutual Benefit Agency Men 


Additional responsibilities have been 
given to four members of the agency 
department of Mutual Benefit Life, 
Newark, according to an announce- 
ment by Vice President in Charge of 
Agencies Richard E. Pille. 

Gordon Hull has been designated 
sales services manager and Edward K. 
Leuzarder has been appointed office 
services manager. Robert H. Stevens 
has been named assistant to Director 
of Agency Supervision Charles G. 
Heitzeberg, CLU. James P. Carr has 
been designated assistant to the sales 
services manager. 

Mr. Hull will have general super- 
vision of all sales services to the agen- 
cy field force, in addition to continuing 
as editor of the Pelican, the company's 
monthly field magazine. Mr. I-euzarder 
will supervise all processing of agents’ 
contract forms, production and man- 
power figures, and will also be office 
manager of the department’s clerical 
staff. 

Mr. Stevens will assist Mr. Heitze- 
berg in all phases of his activities, and 
will visit company agencies throughout 
the United States to help with their 
problems. Mr. Stevens was called to 
the home office early in 1949 from the 
Washington, D. C., agency to work in 
the agent training program. 

In addition to assisting Mr. Hull on 
all sales services work, Mr. Carr will 
have general supervision of all direct 
mail and brokerage promotion. 





Lee Nashem Agency Reports 
Record Production for Aug. 


The Lee Nashem Agency of Mutual 
Benefit Life, 110 East 42nd Street, New 
York, reports a larger paid for produc- 
tion for August than for any month since 
the agency was organized, ten years 
ago 


Two representatives of the agency 
have reached the retirement age, Dean 

Kelsey and Anthony Ferrer, but 
plan to continue in personal produc- 
tion. New associates of the agency are 
Alexander Grant, Al Greenhouse and 
Bill St. Paul, who have just completed 
the basic training course in the agency. 
A. L. Schonfeld was the leader for 
the month in submitted and paid for 
usiness, 


PRUDENTIAL ANNIVERSARIES 

Two Pasadena district agents for The 
Prudential, Harry H. Elliott and Elra P. 
Paulus, each completed a quarter of 
a century with the company. 

Mr. Elliott, whose entire 25 years in 
the life insurance field has been in 
Pasadena, is a native of Delaware. 

Born in Paulding, Ohio, Mr. Paulus 
attended Sidney, Ind., public schools. 
He joined Prudential in Fort Wayne, 
Ind., as a district agent in 1925. He 
transferred to San Bernardino in 1930 
and moved to Pasadena in 1936. 


Penn Mutual Record 


When the figures for the August 
production of Penn Mutual Life were 
all in they were found ‘to be record- 
breakers—a total of $36,504,000, the 
largest monthly paid figure in the com- 
pany’s 103 years, and a 90% plus over 
August, 1949. 

Leading was The Forrest J. Curry 
Agency of San Francisco, with $3,629,- 
283. This was found to be the largest 
one-month figure for any Penn Mutual 
agency in the past 20 years. 


LOMA Annual Conference 


The 27th annual conference of Life 
Office Management Association will be 
held at the Royal York Hotel in Tor- 


onto, Canada, on September 25, 26, 
and 27. About 600 are expected to 
attend. 





CONTINENTAL LIFE AT DALLAS 
Continental Life of Fort Worth has 

established a branch office at Dallas, 

with Don Morse as branch manager. 











There are times when a man’s got 
a right to act a bit light-headed. 
And one such occasion is when he 
knows his insurance is fully paid 
up, and his family’s future is secure. 


There's nothing like the peace 
of mind that can be brought about 
through a Limited Payment Life 
Policy. To know that only a limited 
number of premium payments is 
required, and that these premiums 
will be paid while your income 
and ability to earn is at its peak, 


gives a sense of security that can- 
not be measured in actual dollars. 


Union Central offers many forms 
of these “paid-up” policies, adapt- 
able to your particular age and 
circumstances. They range from 
Single Premium Life to Life Paid- 
Up at 70, including 10, 15, 20, 25 
or 30 year plans. 


Remember, even though you 
make no more payments after the 
Limited Payment Life Policy has 
become paid-up, the policy values 
continue to grow each year. You 
also get all the dividends earned 


“Bill, you're acting silly as a groom!” 


during your lifetime. Limited 
Payment Life makes your future 
secure today! 


— o = = 


The Union Central agent has a 
plan to meet every life insurance 
need. He has contracts ranging 
Non-Convertible Term, the 
lowest premium policy of all, to 
Single Premium Endowment, the 
highest. Through these modern, 
liberal policies, he can provide the 
finest possible life insurance cover- 
age for applicants from birth to 


from 


age 65, inclusive. 


The Union Central Life Insurance Company 
CINCINNATI, OHIO 
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Equitable’s Railroad 
Equipment Plan Grows 


TIMING PROVED EXCELLENT 





Six Months Results Shows Freight Car, 
Locomotive Lease Plan Amounts 


to $132,000,000 





months of the operation 
plan for railroad equip- 
ment launched by Equitable Society of 
New York has resulted in contracts for 
freight cars and Diesel locomotives for 
the railroads amounting to more than 
$132,000,000, it was announced this week 
by President Thomas I. Parkinson, 


The first six 
of the leasing 


whose original proposal to advance 
funds for the purchase of railroad 
equipment for the railroads created 


something of a sensation in financial 


districts. The timing of the novel plan 
proved most favorable for today there 
is an urgent demand for additional 


equipment. 

The current shortage of freight cars 
and the mounting freight loads due to 
the war in Korea have considerably en- 
larged Equitable’s purchase-lease car 
and Diesel investment plans, Mr. Park- 
inson disclosed. As compared with the 
old types of railroad equipment financ- 
ing, such as equipment trust certificates 
and conditional sales agreements, the 
Equitable plan has special advantages 
for all parties concerned, he said. 

How the Plan Operates 

By eliminating the 20% cash down 
payment traditionally required, Mr. 
Parkinson pointed out, the railroads will 
be financially able to move toward 
Chairman Johnson of the Interstate 
Commerce Commission’s recommended 
goal of 405,000 new freight cars by 1952. 
That huge fleet, at a rounded figure of 
$5,000 per car, ordinarily would require 
a total expenditure of $2,025,000,000. 
The 20% down payment under equip- 
ment trust financing would amount to 
$405,000,000, a burdensome financial ex- 
penditure for American railroads which 
still must finance new passenger car re- 
quirements, make cash outlays for right- 
of-way and structure expenditures and 
add to their Diesel locomotive fleet. 

It costs a railroad substantially less 
in net cash outlay to lease a freight car 
under the Equitable plan than to finance 
it by equipment trust certificates or con- 
ditional sales contracts, Mr. Parkinson 
said. Using a $5,280 box car as a typi- 
cal example, the railroad’s cash outlay 
would be $1,800 less than under equip- 
ment trust financing during the first 15 
years of the lease. During the first 20 
years it would be $1,700 less and during 
the first 25 years it would be over 
$1,600 less. On freight car interchange 
among railroads, the $1.75 per diem 
charge is actually higher than Equi- 
table’s daily rental. For example, on a 
box car costing $5,280 many railroads 
would pay the Equitable the following 
per diem rentals, under a 15-year lease: 
first three years, $1.55; second three 
years, $1.50; third three years, $1.25; 
fourth three years, 95 cents; and the 
fifth three years, 50 cents. 

After the original 15-year period has 
expired, the railroad has the option to 
run Equitable leased freight cars an 
additional ten years at the very nominal 
rate of 20 cents per diem. That means 
that a railroad lessee under the Equi- 
table plan will have a substantial profit 
out of the $1.75 per day interchange 
charge paid by the road holding its 
equipment. 

“For the first time in American rail- 
road history,” Mr. Parkinson declared, 
“the roads are able to modernize their 
equipment on a long-term basis without 
making their rehabilitation plans sub- 
ject to the ‘hills and valleys’ of year-to- 
year earnings. It will also eliminate the 
‘pauper’ years from which both car and 
locomotive manufacturing companies 
have suffered so disastrously in the past. 
Finally, the life insurance policyholder, 
essentially a long-term investor, has a 
sound investment yielding a minimum 
return of 3%. 

The present contracts include 19,150 


Brooklyn Managers to Meet 


The first regular meeting for the 1950- 
51 administrative year of the Brooklyn 
Life Managers Association will be held 
at the Towers Hotel, Brooklyn, Septem- 
ber 28, at which time the newly elected 
officers of the association will assume 
their official duties. They are: Mar- 
shall MacLeod, CLU, manager, The 
Prudential, president; E. R. Wilkinson, 
manager, the Travelers, vice president; 
Herman Reinis, general agent, Manhat- 
tan Life, secretary-treasurer. Last year 
Mr. MacLeod served as vice president 
and Mr. Wilkinson as secretary-treas- 
urer. Mr. MacLeod succeeds Carl Haas, 
general agent, Continental Assurance. 





Prudential Field Changes 


A realignment of territory in eastern 
Massachusetts, affecting its Boston and 
Lowell agencies, has been announced 
by The Prudential. 

Because of its proximity to the Bos- 
ton agency, the lower half of Essex 
county, which includes such centers as 
Lynn, Swampscott, Salem and Marble- 
head in the Boston Bay area, will be 
handled through Manager Laurence E. 
Olson’s Boston organization. 

The Lowel Agency, under the man- 
agement of William Cohen, will con- 
centrate on the upper half of the coun- 
ty and in addition has been assigned 
the entire state of New Hampshire. 
Plans for Agency development at Low- 
ell include the recruiting of represen- 
tatives as well as the servicing of 
brokerage accounts in the added area. 
They also contemplate the opening of 
a detached office at Manchester, N. H., 
in the near future. 





freight cars costing over $102,000,000 and 
207 Diesel locomotives costing about 
$30,000,000. In addition, negotiations 
started this week with four railroads for 
equipment costing approximately $15,- 


’ 





LOUIS R. STEIN 


Qualifying for the Million Dollar 
Round Table his first year in the busi- 
ness, Louis R. Stein of the Newark 
agency of Home Life of New York of 
which Lester Horton is manager, is a 
life member of MDRT and will attend 
the meeting of that organization in 
Atlantic City next week. He led the 
Home Life in 1946 and has been con- 
sistently among its top producers. Since 
entering the business in September, 
1945, he has qualified each year in 
eight to ten months. 





A 


of incomparable quality. 


nesota Mutual's. 


obligation. 









a 
Ever since Alexander Dumas wrote his famous novel, the 
motto of the Three Musketeers has stood for teamwork 


In the Minnesota Mutual, every person in the Home 
Office and in the Field is "one for all and all for one." 
Every Minnesota Mutualite has an inherent pride in his 
company. It is this mutual spirit of cooperation that 
has helped build the excellent reputation that is Min- 


If you are interested in a career with 
Minnesota Mutual as a life insurance 
salesman, write for information. 


The MINNESOTA MUTUAL LIFE INUSRANCE CO. 
SAINT PAUL, MINNESOTA 


All for one... 


and 


One for all 








No 


Organized 1880 
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Supervisory Opportunity in 
N. Y. City Agency 


A progressive life and A. & H, 
agency in downtown New York 
has an opening for a go-getter 
with a good production record, 
He will become a supervisor in 
our office on a combination sal- 
ary and over-writing basis and 
will have an excellent opportunity 
for advancement. Send qualifi- 
cations in confidence to Box 
1970, The Eastern Underwriter, 
41 Maiden Lane, New York 7, 
N. Y. 











LAA Panel of Judges 


The personnel of the panel of judges 
which is to review the members’ ex- 
hibits for the annual meeting of the 
Life Insurance Advertisers Association 
has been announced by H. M. Kennedy, 
The Prudential, general chairman for 
the meeting, which will be held October 
23-October 25 at the Claridge Hotel, 
Atlantic City, N. J. 

Nine specialized viewpoints are rep- 
resented by the panel, which was re- 
cruited by A. L. E. Crouter, New York 
Life, chairman of the exhibit commit- 
tee. The judges include outstanding 
practitioners in public relations, adver- 
tising, and the graphic arts, as well as 
agents, general agents, and representa- 
tives of the public. 

The members of the panel and the 
fields they cover are as follows: 

Public Relations—Holgar J. Johnson, 
president, Institute of Life Insurance; 
a Rudge, president, Fred Rudge, 
nc, 

Art—Martin W. Carrick, art director, 
Ketterlinus Lithographic Manufacturing 
Co.; Lester Rossin, Lester Rossin 
Associates. 

Copy—Howard W. Newton, Howard 
W. Newton Agency; A. E. Sproul, Jr, 
president, Noyes and Sproul, Inc. 

Layouts—Jerome S. Kates, layout 
specialist, Loren B. Stone, vice presi- 
dent, Compton Advertising Agency. 

Typography—O. Alfred Dickman, ad- 
vertising production manager, New 
York Herald Tribune; Eugene M. 
Ettenberg, manager, The Gallery Press. 

Direct Mail—Henry Hoke, editor, 
The Reporter of Direct Mail Advertis- 
ing; Horace Nahm, president, 
Hooven Letters, Inc. 

Bringing the agent’s viewpoint to the 
panel are John T. Scott, Bethea Agen- 
cy, Penn Mutual Life, and Harold W. 
Baird, Johannsen Agency Northwest- 
ern Mutual Life. General Agents are 
represented by Joseph W. Fox, Berk- 
shire Life, and George P. Shoemaker, 
Provident Mutual Life. 

One of the two representatives of 
the public on the panel is Dr. Laurance 
F. Shaffer, head of the department of 
Guidance, Teachers College, Columbia 
University. The name of the other 
member is to be announced later. 


New Plan for Children 


American United Life, Indianapolis, 
at its recent Field Club meeting on 
Mackinac Island, Michigan, announce 
a new plan of insurance for children— 
the “Junior Shielder.” The new policy, 
like its popular counterpart, — the 
“Shielder,” is a life paid-up at 70 with 
modified premiums for two years and 
dividends beginning at the end of the 
second year. 

The “Junior Shielder,” however, 
grows with the child. Until the insured 
attains age 16, the amount of insurance 
is one-fifth the ultimate amount. At 
age 16 the amount increases to one 
half the ultimate amount, and the ulti- 
mate amount then becomes. effective 
from age 21 on. 
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LISA Plan Discussed 
At Calif. Ass’n Meeting 


NO DEFINITE ACTION TAKEN 





E. I. Mattison, Originator of Plan, 
Speaks on Origin and Adoption; 
Ass’n Body to Meet Again 





Los Angeles—Bank of America’s Life 
Insurance Savings Account Plan was 
the chief topic for discussion at a recent 
meeting of the Officers and Executive 
Committee of the California State Life 
Underwriters at which E. I. Mattison, 
executive vice president of the Bank of 
originator of the LISA 


America and 


Plan was a guest. 

At the meeting, which was a closed 
one, the association body considered the 
provisions and implications of LISA, 
but took no definite action. They will 
meet again when a course of procedure 
will be adopted. 

Mr. Mattison spoke on the origin and 
adoption of the plan, and definitely 
stated the Bank of America was op- 
posed to Savings Bank Life Insurance 
as it now operates in the East. He said 
the Bank had no plans to extend LISA 
further. The certificate furnished de- 
positors under LISA contains the war 
clause. 

Members of the executive committee 
attending the meeting were President 
Richard J. Shipley, general agent, 
Northwestern Mutual Life. San Fran- 
cisco; Vice President Frederick A. 
Schnell, CLU, general agency Penn Mu- 
tual, Los Angeles; Secretary R. Edwin 
Wood, CLU, associate manager, Phoe- 


nix Mutual, San Francisco; Treasurer 
Alpheus J. Gillette, general agency, 
Connecticut Mutual, San Diego; John 


V. Hines, executive secretary, State As- 
sociation, Oakland; Russell L. Hoghe, 
CLU, general agent, Equitable Life of 
Iowa and past president, State Associa- 
tion, Los Angeles; Kellogg Van Winkle, 
CLU, manager, Equitable Society, and 
chairman of the legislative committee 
of the State Association, and Joseph 
Charleville, managing director, Life 
Managers Association of Los Angeles. 

LISA was taken up by Mattison sev- 
eral months before its announcement 
with both Corporation Commissioner 
Edward Dougherty and Insurance Com- 
missioner Wallace K. Downey and the 
former held that, under the corporation 
code it came under the classification of 
investments and therefore was legal un- 
der that code. Mr. Downey held that 
because it came under that classification 
the Insurance Department had no juris- 
diction, and also that there was nothing 
in the Insurance Code that prevented 
one person from insuring the life of 
another, paying the entire premium and 
presenting the insured with the policy. 

Taylor Automobile Co., about six 
weeks preceding the LISA announce- 
ment stated it would give each per- 
son purchasing an automobile from it 
a disability policy. This was taken up 
with the Insurance Department and it 
was held legal on the same ground of 
nothing in the code to make it illegal. 


Elect Wm. L. Day Director 


William L. Day, executive vice presi- 
dent and director, The Pennsylvania 
Company for Banking and_ Trusts, 
Philadelphia, has been elected to the 
board of the Fidelity Mutual Life to 
fill a vacancy with term expiring Janu- 
ary 1, 1952. 

_Following his graduation from the 
University of Pennsylvania as an en- 
gineer, Mr. Day was associated with 
Day and Zimmermann. He entered the 
field of banking and investment in 1936 
with Morgan, Stanley & Co. in New 
York. From 1941-48 he was a partner 
of Drexel & Co., Philadelphia. He be- 
came vice president of “The Pennsyl- 
vania Co.” in 1949 and its executive vice 
President in 1950, 


Manhattan Life Opens 
New Group Department 


Manhattan Life has opened a Group 
department and is ready -to write 
“Employer-Employe” or “Common Em- 
ployer” Group insurance, according to 
an announcement sent to the com- 
pany’s field force. The company is pro- 
ceeding with plans to issue labor union 
insurance in the near future and expects 
to enter the field of creditor insurance. 

The new Group department will 
operate under the general supervision 
of Herbert L. Feay, who recently 
joined Manhattan Life as actuary, and 
under the direct supervision of John 
Murray, who will be manager. Mr. 
Murray has been in the actuarial de- 
partment of the home office. 

The announcement stated that the 
company’s activity in the group field 
will be continually expanded until it 
is in a position to offer all other kinds 
of Group insurance. 

The Group life policies which Man- 
hattan Life is now offering include 
total and permanent disability coverage 
which is substantially equivalent to the 
waiver of premium benefit granted in 
all its standard issues of individual 
policies. 


Northwestern Regional Group 


Concludes Colorado Seminar 


Regional group managers and field 
group representatives of Northwestern 
National Life concluded a_ three-day 
seminar at the Broadmoor, Colorado 
Springs, last week. The seminar had 
“Making the Most of the Present Mar- 
ket” as its theme. 

The meeting was launched by Walter 
Bjorn, second vice president and direc- 
tor of Group sales. All the official 
business sessions got underway follow- 
ing a short talk by R. G. Stagg, presi- 
dent. 

Guest speaker was Milt Monasch of 
San Francisco, Group consultant, who 
reviewed collective bargaining and com- 
pulsory health developments. 

The seminar was climaxed with the 
presentation of awards by Mr. Bjorn 
to NwNL’s top group producers of 
1948 and 1949. George Cole, Houston, 
won the award for the largest volume 
of new Group business and Harlan 
Wheeler, Minneapolis, won the award 
for the largest number of new cases. 
The 1949 winners were Bert Shaugh- 
nessy, San Francisco, winner of the 
Golden Arrow Award and Mr. Wheel- 
er, who repeated with a Beaver. 





BANKERS 
LIFE 
AGENCY 


“Ah, let me wear it, boss... 








you'd be surprised at the 


inquiries I get!” 


Bankerslifemen Know How 
to Get Inquiries 


Although no Bankers/ifeman of record has ever used a 
sandwich board, you'll find that these career underwriters do 
have highly successful methods for getting inquiries. 


From the moment they join an agency, they begin a 
training program that drills them on field-tested methods 
for getting inquiries. Besides learning how to use the Com- 
pany’s excellent direct mail procedures and other valuabie 
prospecting techniques, they learn how to follow through. 
They soon excel in performing the conversion of an inquiry 
into a qualified prospect and finally into a pleased policy- 


owner. 


Because a Bankers/ifeman knows how to prospect intelli- 
gently and how to handle prospects properly, he is the kind 
of life underwriter whom you like to know as a friend, 


fellow worker, or competitor. 


Bankers 1ife CoMPANY 


DES 


MOINES 











GENERAL AGENT’S ASSISTANT 


Young woman with three years’ life insur- 
ance experience in New York City desires 
responsible position with future as assistant 
to general agent. Has handled agency office 
routine including auditing of policies, illus- 
trations and programming. Loyal, accurate, 
efficient. College graduate. References. Sal- 
ary desired—$60-$65. Address Box 1967, The 
Eastern Underwriter, 41 Maiden Lane, New 
York 7, N. Y. 























Home Life Makes Shilling 
Manager Los Angeles Agcy. 





Pach Bros. 
JOHN J. SHILLING 


Home Life, New York, this week an- 
nounced the opening of a new agency in 
Los Angeles under the management of 
John J. Shilling. 
is the company’s second agency in that 
city and its fourth in California, will 


The new office, which 


facilitate expansion of Home Life’s 
Planned Estates Service on the West 
Coast. 


Mr. Shilling has had experience with 
Home Life as a field underwriter, as- 
sistant manager, and most recently in 
the home office agency department, as 
an agency field assistant. 

Entering the life insurance business 
in the company’s Salt Lake City agency 
in 1946, he was later appointed assistant 
manager and in 1948 he was transferred 
to the home office as an agency field 
assistant. 

Mr. Shilling’s previous experience in- 
cluded a position as assistant super- 
visor of industrial relations for the Co- 
lumbia Steel Co. He was graduated 
from the University of Utah and also 
attended U. S Naval Academy. 


Conn. Mutual Supervisors 
Meet Sept. 25 in Chicago 


Connecticut Mutual agency supervis- 
ors will meet for a two weeks conter- 


ence on September 25 at the Edgewatet 





Beach Hotel, Chicago Fre ck O 
Lyter, superintendent of agencies, w1 
be in charge of the « nt Othe 
home office employes taking part 
Horace R. Smith, assistant superinte! 
ent of agencies, and Rob rt B Proct 
agency assistant. George F > Smit 
vice president in charge of agencie 
will address the nference on 1 
day. = 

Special el pl sis \ _ 
the sele “tion nd training 
’ ‘ ; e é < 7 
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Agency Management 
Study Program Plan 


LONG IN PREPARATION HERE 


Dean Goerlich of N. Y. Insurance Society 
School of Insurance Announces 
Registration for Course 





A life insurance agency management 
study program has been planned by the 
American College of Life Underwriters, 
with the cooperation of the Life Insur- 
ance Agency Management Association 
and educational authorities from col- 
legiate schools of business. Its purpose 
is to assist in the development of top- 
grade managerial talent for the sales 
forces in the life insurance field. 

Arrangements for instruction or study 
are being made in the larger centres to 
prepare candidates for the examinations. 

In New York, the School of Insurance 
of the Insurance Society of New York, 
Inc., Dean Arthur C. Goerlich announces, 
is prepared to give instruction in sub- 
jects included in Part I of the program. 

The courses so given by the School of 
Insurance are’ being sponsored by the 
Life Managers Association of Greater 
New York, in cooperation with the Life 


(Continued on Page 41) 





Penn Mutual Life Names 


Financial Secretary 





HOWARD B. 


NEAL 


Howard B. Neal has been appointed 
financial secretary of Penn Mutual Life, 
according to a recent announcement by 
Malcolm Adam, president. Mr. Neal has 
been with the Penn Mutual since 1927. 
For 17 years he was a member of the 
mortgage department and during the 
past six years has had various respon- 
sibilities in the investment department. 

He is a graduate of Millville, N. J. 
high school, has studied at Rensselaer 
Polytechnic Institute, and has taken 
courses in corporate finance, accounting 
and appraisal work at the University of 
Chicago and at the Wharton School of 
the University of Pennsylvania. 

Mr. Neal is a senior member of both 
the American Institute of Real Estate 
Appraisers and the Society of Residen- 
tial Appraisers. 


: policy. 


Commissioners Set Up 
War Clause as Guide 


FAVOR RESULT TYPE CLAUSE 





Subcommittee of Life Committee Does 
Not Take Position on Need 
for Exclusion Clause 





The subcommittee of the Commission- 
ers’ Life Committee appointed to study 
the use of war clauses in life policies 
has reported following hearings in Chi- 
cago and New York. After reviewing 
the whole situation the report con- 
cludes: 

“This committee is in no position to 
determine the need for the use of war 
clauses at this time. No _ inferences 
should be drawn from this report that 
the committee urges the use of such 
clauses. In view of the differences of 
opinion among companies and Commis- 
sioners, together with the variation of 
state laws, careful consideration is re- 
quired first, as to the need for the use 
of the clause, and, secondly, as to its 
language. However, it is the sense of 
this committee that in the light of all 
the circumstances and experience from 
the use of such clauses in the past, if 
such clauses are to be used, a “result” 
type of clause is favored. Any such 
type of clause if used, should conform 
in substance to the following principles: 
1. Military Exclusion 

Risk of death may be excluded: 

(a) As a result of war or an act of war. 

(i While the insured is in the military, 
naval or air forces of any country. 

(c) If the cause of death occurs while the 
insured is outside the home area. 


(d) Provided such death occurs outside the 
home area or within six months after the 
earlier of the insured’s return to the home 


area or termination of service in such forces. 
2. Non-Combatant Civilian Exclusion 
Risk of death may be excluded: 
(a) as a result of war or an act of war. 
ib) While the insured is in any civilian 
non-combatant unit required to serve with such 
forces. 
(c) If the cause of death occurs while 
insured is outside the home area. 


the 


(d) Provided such death occurs outside the 
home area or within six months after the 
earlier of the insured’s return to the home 


area or the termination of service in such unit. 
3. Civilian Exclusion 

Risk of death may be excluded: 

(a) as a result of war or an act of war, 
within two years from the date of issue of the 
while the insured is not in such forces 
or units. 

(b) If the cause of 
insured is outside the 

(c) Provided such death occurs outside the 
home area or within six months after the 
insured’s return to the home area. 

Home area is defined as the 48 states of the 
United States, District of Columbia and _ the 
Dominion of Canada. 

The following clause is submitted as 
an illustration containing three types of 
exclusions in accordance with the prin- 
ciples enunciated above and is herein set 
forth for guidance only. Any of these 
types may be used either separately or 
in combination, as state law permits. 

War Risk Exclusion Provision 
Limitation of Amount Payable Under 

This Policy in the Event of Death as 

Specified Herein: 

It is agreed that notwithstanding any 
contrary provisions, the following are 
risks not assumed under this policy: 


death occurs while the 
home area. 


(1) Death as the result of war or an 
act of war, if the cause of death occurs 
while the insured is outside the home 


area and in the service of the military, 
naval or air forces of any country, pro- 
vided such death occurs outside the 
home area or within six months after 
the earlier of the insured’s return to 
the home area or termination of such 
service, or 





series of advertisements outlining advantages enjoyed 
NUMBER ONE | a field underwriters of the Equitable Life of lowa 


SCREENED FOR 


SUCCESS 


Feta underwriters of the Equitable Life 
of lowa are carefully screened to make sure that 
they have selected a field of endeavor for which 
they possess abilities and aptitudes conducive to 
success. The most scientific selection processes 
available are employed for this purpose in order 
that only those individuals clearly adapted to field 
underwriting will be accepted for training. In this 
way, the chances for successful careers are greatly 
enhanced for those who qualify for contracts with 


the Equitable of lowa. 





OF IOWA 


FOUNDED IN 1867 IN DES MOINES 











(2) Death as the result of war or an death under any one or more of the 
act of war, if the cause of death occurs above-mentioned circumstances shall be 
while the insured is outside the home not less than the greater of (a) the 


gross premiums paid on this policy, less 
dividends received, or (b) the reserve 
computed according to the mortality 
table and interest rate specified in the 
policy, adjusted for indebtedness and 
dividends left on deposit.” 


area and in any civilian non-combatant 
unit required to serve with the military, 
naval or air force of any country, pro- 
vided such death occurs outside the 
home area or within six months after 
the earlier of the insured’s return to 
the home area or termination of such 
service, or 

(3) Death, within two years from the 
date of issue of the policy, as the result 
of war or an act of war, if the cause 
of death occurs while the insured is 
outside the home area and not in the 
military, naval or air forces of any coun- 
try or any civilian non-combatant unit 
serving with such forces, provided such 
death occurs outside the home area or 
within six months after the insured’s 
return to the home area. 

“The amount payable in the event of 





TO TEACH PHOTOGRAPHY 

Alan F. Lydiard, company photog- 
rapher for the John Hancock, has been 
appointed to teach a fall semester 
course in “Commercial and Industrial 
Photography” at the School of Public 
Relations and Communications of Bos- 
ton University. 


MADE DISTRICT MANAGER 
Continental Life of Canada has ap- 
pointed A, A. Constable district mana- 
ger at Grimsby, Ontario. 
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Atlantic Alumni Ass’n 
Management Conference 


TO BE HELD AT RYE, OCT. 27-28 





Feature Panel Discussions by 
Prominent Field Managers and 
Home Office Executives 


will 





The management conference to be 
held by the Atlantic Alumni Associa- 
tion, October 27-28, at the Westchester 
Country Club, Rye, N. Y., will feature 
panel discussions by prominent field 
managers and home office executives. 

“Management in Action” will be the 
theme of the second annual conference, 
which is expected to draw the attend- 
ance of graduates of Agency Manage- 
ment Association’s Schools in Agency 
Management from all parts of the east- 
ern seaboard. 

The two-day conference will be 
opened by George P. Shoemaker CLU. 
president ot the Atlantic Alumni Asso- 
ciation and general agent in New York 
for Provident Mutual. Charles J. Zim- 
merman, CLU, associate managing di- 
rector, Agency Management Associa- 
tion, will address the conference on the 
major challenges facing management to- 
day and some possible solutions. 

. Panel on Recruiting 

“Recruiting Career Men,” the first of 
the panels, will consider recruiting 
agents under today’s unusual conditions. 
With Richard E. Myer, CLU, manager, 
Mutual of New York, New York, as 
moderator will be the following partici- 
pants: E. Craig Sweeten, Jr., assistant 
director, University of Pennsylvania 
Placement Service; Paul A. Norton, su- 
perintendent of agencies, New York 
Life, New York; Edwin R. Erickson, 
general agent, John Hancock, Buffalo; 
Henry M. Faser, general agent, Penn 
Mutual, Boston; Homer D. Parker, di- 
rector of agencies, Industrial depart- 
ment, Commonwealth Life, Louisville. 

Presiding at the Thursday afternoon 
session will be Arthur V. Youngman, 
vice president, Atlantic Alumni and 
general agent in New York for Mutual 
3enefit. Following an informal recep- 
tion Thursday evening will be a dinner, 
with Mr. Shoemaker presiding and fea- 
turing an address by Lowell W. Davis, 
general agent, Provident Mutual, Hart- 
ford, on the validity of experience in 
modern agency development. 

The second panel discussion  sched- 
wed Friday morning will be preceded 
by a talk by Dr. S. Rains Wallace, 
Agency Management Association’s di- 
rector of research. Dr. Wallace will set 
the stage for “All Dressed Up and No 
Place to Go,” a discussion of how 
agency builders develop career men. 
Moderator of the panel will be Frank 
B. Alberts, CLU, general agent, Aetna 
Life, Rochester. Participants will in- 
clude: John D. Marsh, general agent, 
Lincoln National, Washington; Robert 
B. Pitcher, general agent, John Han- 
cock, Boston; William A. Arnold, gen- 
eral agent, Penn Mutual, Harrisburg; 
Salvatore Scrudato, manager, Metropoli- 
tan, Irvington, N. J. 

Friday morning’s session will be pre- 
sided over by Herbert W. Florer, CLU, 
secretary-treasurer, Atlantic Alumni and 
general agent, Aetna Life, Boston. 

Concluding the conference, Mr. Shoe- 
maker will conduct a business session 
Friday afternoon which will be followed 
bya summary of the meeting to be pre- 
sented by Stanton G. Hale, vice presi- 
dent and manager of agencies, Mutual 
Life of New York, 

Also scheduled during the Westches- 
ter meeting is an election of officers 
fo head the Atlantic Almuni organiza- 
tion for the next year. Active since 
1939, the association is open to member- 
ship to all graduates of Schools in 
Agency Management who are located 
M states along the Atlantic coast. 


_C. H. FORSEY ADVANCED 
Canada Life has appointed Clayton H. 
orsey as manager of its Toronto West 
branch, He has been assistant manager 
of the Simcoe branch. 





LONG ISLAND ASS’N MEETS 

David B. Fluegelman, CLU, North- 
western Mutual, was the principal 
speaker at the opening luncheon meet- 
ing of the Long Island Branch of the 
Life Underwriters Association of the 
City of New York, held last Friday in 
the Hempstead Elks Club, Hempstead, 
Long Island. He spoke on “My 
Philosophy of Selling.” President of 
the Long Island Branch is James B. 
Kennedy, Jr. 


Commonwealth Tops Record 

The Ordinary department of Common- 
wealth Life broke all previous company 
production records last month by writ- 
ing a total of $5,351,294. More than 
85% of the fieldmen exceeded their 
quotas. 

The leading individual producers for 
the month were: Henry Abraham, J. F. 
Haskins, Sr., and W. B. Booth. The 
leading agency was the Home Office 
Agency of Louisville, Kentucky. 


D. of C. Underwriters Meet 


Victor Sadd, manager of the Wash- 
ington Field Office of the Social Secur- 
ity Administration, spoke last week on 
new Social Security Legislation before 
400 life underwriters of the District of 
Columbia area. Elwood Baker, chair- 
man of the Educational Committee of 
the District of Columbia Life Under- 
writers Association, was in charge of 
the program. 


GERIATRICS: HELPING OLDER PEOPLE ENJOY LIFE LONGER 


NORMAL LARGE INTESTINE 


One of the most 
common intestinal dis- 
orders incurred by per- 
sons in the geriatrics 
age bracket is divertic- 
ulosis. Small outpouch- 
ings develop in the 
intestinal wall, usually 
in the sigmoid portion. Cacun 
These cause no discom- 
fort unless they become 
infected. The condition 
hud-vorellb ae lfole [aes t-1o ll ob 7 
proctoscopic or X-ray 
examination and can 
usually be corrected by 


diet or surgery. 
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~--Ascending colon 


Sigmoid colon 


endl 


Openings into 
diverticula 


Li 


ENLARGED DETAIL OF SIGMOID COLON 
SHOWING DIVERTICULOSIS 





Semi-schematic drawings by Jean E. Hirsch 


Longer life for people past 40 


Many Americans over forty ex- 
perience some form of chronic bowel 
disorder. Such ailments develop in 
the intestinal area pictured above. 


Among the most common colonic 
conditions are “‘irritable colon” and 
hemorrhoids. Another is diverticulitis, 
an ailment which, while occurring 
less frequently, is also troublesome in 
later years. 

The great majority of bowel dis- 
orders are functional—that is, no 
actual disease is present. In only a 
few instances—estimated at one to 
two per cent—are organic lesions 
present. However, neglect of such 
cases could result in overlooking a 
cancer of the colon. It is therefore 
wise to have any irregularity investi- 
gated because, in the early stages, 
symptoms of organic bowel ailments 
are much the same as those resulting 
from functional disorders. Bleeding 
may be a symptom of any of several 


diseases and is a signal which de- 
mands immediate investigation. 

Your physician, through procto- 
scopic examination, barium enema 
X-ray, or by other methods at his 
disposal, can promptly detect any- 
thing that may be wrong and recom- 
mend proper treatment. If investiga- 
tion shows that lesions are present, 
virtually all of these can be corrected 
when discovered early. For in this, 
as in other fields of medicine, geriat- 
rics—the science of helping older 
people enjoy life longer—is steadily 
brightening the prospect for more 
healthy, productive years of living 
for us all. 

While advances in medicine now 


promise to add many years of physi- 
cally comfortable living, your full 
enjoyment of those years calls for 
financial solvency. This is best at- 
tained through a sound program of 
life insurance. Your NWNL agent, 
paid not primarily for how much 
insurance he sells you but for what 
you keep in force, has a strong incen- 
tive to provide you with the in- 
surance you need and can afford. 
He can help you plan wisely for a 
financially comfortable future 
through life insurance. 

FREE PAMPHLET: “Keep Your 
Colon Healthy’ describes common forms 
of bowel disorders and how these affect 
your health. Sent free on request. 


NORTHWESTERN Wational LIFE 


INSURANCE 
Minneapolis 





COMPANY 


Minnesota 


This is a reproduction of N* NL’s latest national magazine advertisement) 
I , : 
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NATIONAL LIFE OF VERMONT AT WHITE SULPHUR SPRINGS 





More Than 300 Attend Conference 


The National Life of Vermont, with 
a century of service to the American 
home behind it and with more than a 
billion dollars of insurance now in force, 
is fully prepared to meet the challenge 
of the critical years just ahead. This 
theme was reiterated by President 
Deane C. Davis at the 1950 Leaders 
Club centennial conference held at The 
Greenbrier, White Sulphur Springs, 
W. Va., September 10-14. 

President Davis keynoted the spirit 
of the conference in his declaration that 
“no company presents a more favorable 
financial picture than does the National,” 
and that the company is girding itself 
to improve to an even greater degree 
its competitive position in the life in- 
surance field. 

Mr. Davis told the 300 


persons at 


the conference that with $1,061,012,220 
of life insurance in force, the National 
is now the twenty-second largest life 
insurance company in the country. He 
emphasized its growth by pointing out 
that since its 75th anniversary National’s 
insurance in force has increased 152%. 

President Davis said the educational 
conference was successful by serving as 
a guide post for the years ahead, help- 
ing to give the field force and home 
office staff a sense of direction and an 
objective through the assimilation of 
numerous pointers in the educational 
meetings, by gaining a greater sense of 
the “worthwhileness of our business,” 
and by experiencing to a_ superlative 
degree the “joy” of fraternizing with 
those in the same business. 

(Continued on Page 20) 


Executives Tell Leaders About 
Company Matters and Functions 


A comprehensive report of National 
Life activities was presented at the 
Tuesday morning session by eight of- 
ficers of the company, headed by Presi- 
dent Deane C. Davis. In part, Mr. 
Davis said in quoting his report to the 
board of directors last July 17: 

“It can, I believe, fairly be said that 
the National begins this second century 
of service in a truly enviable position, 
both in fact and in public acceptance. 
With $1,114,791,270 of life insurance in 
force, it is now the 22nd in size of life 
insurance companies in this country. Its 
growth can be readily seen by the fact 
that on its 75th anniversary it had 
$421,565,859 of insurance in force, evi- 
dencing the fact that our insurance in 
force has increased 151.68% in 25 years. 
3y far the greater percentage of growth 
has been during the last ten years. Ten 
years ago life insurance in _ force 
amounted to $561,076,613. These figures 
thus demonstrate that insurance in force 
during the last ten of the aforemen- 


tioned 25 years increased by 89.10%, 
whereas during the first 15 years of 


the aforementioned 25 years insurance 
in force increased only 33.09%. 
National’s Strong Financial Condition 

“More than 100 million of new insur- 
ance has been put on the books each 
year for the last four years. Its lapse 
ratio has been low in comparison with 
other companies, namely, 11.69% as 
compared with the average of 13.7%. 
Its mortality experience has been very 
favorable and during the first part of 
this year and all of last year it had 
what might be referred to as an ex- 
tremely low mortality experience, name- 
ly, 37.28% for 1949 and 36% for the 
first six months of 1950. 

“Tt has $424,165,351 of admitted as- 
sets to protect its liabilities, and even 
after strengthening the reserves far 
beyond the requirements of the law and 
valuing its assets on an extremely con- 
servative basis, it has a surplus of 
$20,117,141 to protect the company, its 
policyholders and beneficiaries against 
unforeseen contingencies. 

“No company presents a more favor- 
able financial picture than does the 
National. During recent years no com- 
pany with a portfolio possessing the 
strength of the National Life has had 
a higher earning rate. Its portfolio is of 
excellent composition. The bonds are 
of very high quality, and the mortgage 
loans afford broad geographic and credit 
diversification in addition to the FHA 
insurance and Veterans Administration 
guaranties. As of June 30, 56.57% of 
the assets of the company were repre- 
sented by U. S. Government bonds, 
FHA insured loans and VA guaranties. 
For more than eight years the company 


has had no bond in its 
default. 

“The assets are most conservatively 
valued. The bonds are carried at amor- 
tized values, with the exception of one 
issue which for the past two years, due 
to a technicality, has been shown in 
the statement at market. The market 
value of preferred stocks has substan- 
tially exceeded the book value, but this 
excess has not been permitted to enter 
into the surplus. Instead of reflecting 


portfolio in 


this in the surplus, a reserve equal to 
the excess of market values over book 
values has been shown in the company’s 
liabilities. 

“The home office, which cost orig- 
inally $1,600,000 and which now _ prob- 
ably would cost between $2,500,000 to 
$3,000,000 to reproduce, is carried in 
the statement at $1. Premiums paid on 
mortgage loans which, in accordance 
with the rules of the National Associa- 
tion of Insurance Commissioners, could 
be written off over a period of several 
years, all have been charged off at the 
time the loans have been purchased. 
Were the home office carried at a higher 
value and were loan premiums amor- 
tized, the surplus would be increased 
accordingly. 

“Moreover, our reserve liabilities are 
conservatively valued —far beyond the 
requirements of the most exacting in- 
surance department—that the additional 
margin of safety supplied by unassigned 
surplus appears to be abundantly ade- 
quate. 

“Tt is fair to say that no company 
today is valuing its assets and its lia- 
bilities more conservatively than is the 
National and that no company over the 
years has more resolutely faced the 
facts in establishing its premium struc- 
ture, its non-forfeiture structure, its 
settlement options guaranties, and its 
conversion benefits, or has made sounder 
over-all provision, through reserves and 
general surplus combined, for probable 
and even for unpredictable  contin- 
gencies. 

“It can fairly be said that our $20,- 
000,000 of surplus might easily have 
been doubled if less conservative basic 
assumptions and reserves had been orig- 
inally adopted and maintained. This is 
simply another way of saying that a 


The President 





DEANE C. DAVIS 


company’s general surplus account may 
be too readily misinterpreted. It is not 
the size of general surplus which jg 
alone significant. In many respects the 
National is in a much happier condition 
with strict reserves and a general sur- 
plus of $20,000,000 than it would be with 
a defensible but far less conservative 
reserve and a general surplus of $40. 
000,000.” g 

Executive Vice President Meredith 

The first speaker, L. Douglas Mere- 
dith, executive vice president and chair- 
man of the committee on finance, de- 
clared that the assets of the company 
are in a good condition, and that both 
assets and liabilities are determined in 
a conservative manner. Speaking of the 
possibilities of ruinous inflation, Mr. 
Meredith said he was not convinced that 
Americans are not wise or sane enough 
to pursue fiscal policies that will blow 
up our economy. 

Declaring that the National Life of 
Vermont is “as solid as its granite 
hills,” he pledged to the Leaders Club 
members that although the company’s 
interest earning rate is favorable “wwe 
will try to make it better,” and “wwe 
will try to give you the best policy on 
the market.” 

Actuary Laird 

Actuary Morton A. Laird described 
several new plans of insurance which 
he said “are in the mill,” including new 
retirement and juvenile policies. 

Superintendent of Agencies Karl G, 
Gumm said his department’s prime ob- 
jective has been to produce quality 
business through a_ well-trained corps 
of career underwriters. He said _ the 
direct mail program is growing very 
rapidly; 50,000 letters sent out this year 
produced 5,000 leads which yielded a 
million and a half dollars of new busi- 
ness. Mr. Gumm said the training pro- 
gram is still growing and that the 
agents training school is being improved, 
He described some of the company’s 
newest sales tools. 

Director of Selection McAulay 

Director of Selection A. H. McAulay 
said the Korean war poses a difficult 
problem and that it could have a tre- 
mendous impact on the nation. He said 
that the first consideration guiding his 
department was the protection of the 
interest of the policyholders but that 
at the same time the company must 
remember its role as a_ responsible 
member of society. “We are trying to 
take a middle ground,” he stated. 

Medical Director Oberlander 

Medical Director A. J. Oberlander, 
M.D., told the Leaders Club members 
that his department has been revising 
its examiner files. “Better results and 
faster service will be derived by having 
examiners who know our rules and how 
we operate,” he said. He cited new ad- 
vances in medical science in combating 
heart disease and cancer, adding that 
these advancements are bound to im- 
prove the mortality rate which, in the 
case of the National Life, has been 
very good. 

Secretary Blackmore 

Secretary Andrew J. Blackmore said 
the policy change division of his de- 
partment has been reorganized to pro- 
vide quicker and better service. He 
outlined a new procedure, inaugurated 
on August 15, for the payment of death 
claims. He explained a number of the 
important functions of his department 
and cited some of the improvements. 

General Counsel Nelson 

General Counsel Walter G. Nelson, 
Jr., said a study of the amended Social 
Security law was being made by mem- 
bers of the legal department and _ that 
material on the new law would soon 
be released from the home office. He 
outlined the services rendered by his 
department to the policyholders, to the 
field force and to the home office staff. 
Good Wishes From Other Companies 

President Davis read telegrams sent 
by the Provident Mutual Life which 
was holding a convention in Quebec, by 

(Continued on Page 19) 
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Fellowship Dinner Feature 


And Sunday’s Social Hour 

The Social Hour, Sunday evening, by 
courtesy of the General Agents Associa- 
tion, was a pleasing introduction to the 
social highlight of the conference, the 
Fellowship dinner with Norman Smyth, 
assistant to the vice president (agency), 
and general conference chairman, as 
toastmaster. Mr. Smyth said that Mrs. 
Deane C. Davis, the first lady of the 
National Life, couldn’t be present_be- 
cause of doctor’s orders. In_ Mrs. 
Davis’ place was her daughter, Marian 
Davis Calcagni, who was introduced to 
the gathering. Other ladies introduced 
were Mrs. Neil C. Croonquist, first lady 
of the Leaders Club; Mrs. Leonard 
Godine, first lady of the General Agents 
Association; Mrs. L. Douglas Meredith, 
Mrs. Andrew Sheils, Mrs. James Fluker 
and Mrs. Karl G. Gumm. 

Mr. Smyth then introduced § Mr. 
Sheils, vice president of the Leaders 
Club, and James Fluker, club secretary. 

President Davis Extols Field Force 

President Davis extended a warm 
welcome to the members of th Leaders 
Club, their wives and guests. He said 
the National Life’s centennial year has 
been celebrated in many small ways but 
that he believed that the Leaders Club 
conference would be “the best of all our 
celebrations.” 

Mr. Davis said he hoped the confer- 


ence might serve as a guide post in 
National Life history, that it would truly 
be an educational conference, that it 
might serve “to help us to know better 
the truly worthwhileness of our busi- 
ness, and that it might further the 
spirit of unity in our company.” 

In speaking of the educational phase 
of the conference, President Davis said 
he knew of no other business where 
ideas were so freely and generously ex- 
changed and in this respect he cited the 
complete willingness of the National 
Life field force to share their best ideas 
in selling. 

“We bow to no other institution in its 
worthwhileness to society,” Mr. Davis 
said, adding: “No other institution is 
built on a firmer foundation.” He ex- 
pressed the hope that the members 
would experience something of the joy 
which goes with meeting and talking 
with those engaged in the same _ busi- 
ness. “Let’s get all the joy we can out 
of this conference,” he urged, and 
quoted one of Dr. Ernest M. Hopkins’ 
favorite sayings, “If you miss the joy 
of it you miss all.” In saying that he 
hoped they could increase even slightly 
the spirit of unity in the National Life, 
Mr. Davis emphasized that “we are all 
dependent on each other,” and added, 
“Cooperation is essential to true unity.” 

President Davis paid highest tribute 
to the company’s 55 general agents, say- 
ing: “I take off my hat in honor, in 
gratitude and in appreciation for the 


fact that the National Life has 55 men 
as general agents—men of vision, men 
of faith, men who have proved their 
loyalty to the company. He closed his 
talk on a note of high optimism for 
the company’s business in the years just 
ahead. A spontaneous ovation greeted 
his closing remarks. 

Dr. Ernest M. Hopkins, chairman of 
the board of directors and former presi- 
dent of the National Life, declared that 
the directors would have an attitude of 
deep appreciation for the actions taken 
at this meeting at The Greenbrier. He 
described eloquently the great service 
rendered to mankind by the institution 
of life insurance. 


L. Douglas Meredith’s Tribute 


L. Douglas Meredith, executive vice 
president and chairman of the commit- 
tee on finance, said the conference was 
unique in three respects—it marked the 
centennial anniversary of the National 
Life, it marked the rededication of the 
company’s field force and home office 


staff to the service of the National 
Life’s policyholders, and it marked a 
pledge of united support to the new 


administration of the company under 
President Deane C. Davis. 


Superintendent of Agencies Karl G. 


Gumm said this conference was the 
largest Leaders Club meeting in the 
company’s history. This group, he 


added, presented to the National 77 mil- 
lion dollars plus of business. He said 


that the business produced in August 
marked a record volume for that month 


and that it was one of the largest 
months in the company’s history. 
Neil C. Croonquist of Minneapolis, 


president of the 1950 Leaders Club, 
made a brief but very well presented 
response. “Our purposes here, he said, 
are to have fun, to learn, and to have 
good fellowship. I hope we have an 
abundance of all three,” he declared. 

President Godine of the General 
Agents Association extended a cordial 
welcome to the members of the Leaders 
Club. He lauded the bond of confi- 
dence, trust and sincerity existing be- 
tween the general agents and the top 
management of the company. He said 
the company was “on the right road” 
to establishing an even greater record 
in the field of life insurance. 

Henry Jackson on Early History 

Some of the early history of the Na- 
tional Life and the state in which it 
was founded described in a par- 
ticularly intriguing talk by Vice Presi- 
dent Henry H. Jackson. He said that 
the Institute of Actuaries was founded 
in 1848, the same year the National Life 
was chartered, and it was through the 
Institute that the life insurance business 
was first placed on a really scientific 


was 


basis. 
“lf the best society is the one where 
men maintain dignity and respect of the 


(Continued on Page 19) 





First row—James B. Irvine, Jr.; largest number of any home office training class to qualify for conference together with director of class and Dr. Hopkins and 
President Davis; Clifford H. Orr; Mrs. Seth W. Sizer. 
Second row—Mr. and Mrs. Abraham Weiser, Mr. and Mrs. Philip F. Hodes, Mr. and Mrs. Joseph W. Gleicher; Mrs. Marion Calcagni, Deane C. Davis; Mr. and 
Mrs. Richard V. Hopple, Mr. and Mrs. Kieran J. Hackett. 

hird row—W. Russ Camp, Mrs. Eugene E. Lashbrook, Mr. and Mrs. 
Kerin, Donald McLean. 
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NATIONAL LIFE 


Karl Gumm Sounds iia 
Sales Ideas From Fieldmen 


The conference held its first business 
session Monday morning with Neil C. 
Croonquist, of the Minneapolis Agency, 


president of both the 1950 Leaders Club 


and the 1950 Agents Executive Council, 
as chairman, and with Superintendent 
of Agencies Karl G. Gumm delivering 


a strong keynote address in which he 
pointed to a danger that may affect the 
daily work of the life insurance man. 

Speaking of the struggle to repel the 
attack of Communism, Mr. Gumm de- 
clared that the gravity and danger of 
recent events “should not lead us into 
a pessimism or disillusionment or anx- 
which leads us to say to ourselves, 
and even to others, ‘all is not lost.’ 
There is the danger that each one of 
us, at one point or another, may be so 
overwhelmed with the world’s present 
troubles that even if we do not ex- 
perience a complete let-down, we may 
at least find These fears affecting our 
daily lives and our daily work. 

“Nothing can be more disastrous to 
the life insurance man than a constant 
and unreasoning anxiety—a preoccupa- 
tion with troubles which by their very 
nature are beyond his personal power to 
correct.” 

Mr. Gumm declared that those un- 
derwriters who are not called directly 
into the present conflict or any future 
conflict “have an opportunity, yes, a 
duty, to provide the security, the safety, 
the peace of mind which is the greatest 
desire and prayer of every man, woman 
and child in America.” 

Leading National Life underwriters 
who addressed the first part of the 
morning meeting were Chester G. Ray- 
mond of Tacoma; Raymond H. Spon- 
berg of Minneapolis; Frank B. Egan of 
Battle Creek, Mich.; John B. Heidel of 
Cedar Rapids, Mich.; and Marshall B. 
Wheeler of Atlanta. 

The talk of Mr. Raymond, a veteran 
underwriter, was liberally spiced with 
humer and wit. He emphasized the 
need for the genuine underwriter to 
look beyond the monetary rewards to 
the higher goal of a life of unselfish 
service and devotion in bringing con- 
tentment and happiness to those who 


lety 


otherwise will be plagued with inse- 
curity and worry. 
Mr. Egan declared that enthusiasm, 


“the big lift that gives you the drive 
to make not one sale but a whole series 
of sales,” has been more helpful to him 
in selling insurance than any other fac- 
tor. He cited a number of factors that 
helped him to generate enthusiasm and 
added that as a morale officer in World 
War II he never found a greater source 
of esprit de corps than a man’s serious 
conviction that he was serving with an 
outstanding unit in the armed forces. In 
the same manner he said he received a 
“big lift” in working for the National 
Life, a company “whose principles and 
business methods are above reproach, 
with a financial record that bears favor- 
comparison with any of the top 
the country.” 


able 
companies ot 


Value of Market Survey 


John Heidel stressed the value to 
career cee riters of making a market 
survey of their territory on a_long- 
range basis. “I believe a lot of life in- 
surance agents try to operate in such a 
way that they will do a good enough 
job for each policyholder that he will be 
impressed to the extent that they will 
want to do business with him in the fu- 


ture,” Mr. Heidel said. “It is a ‘serve’ 
and ‘hope for’ operation. 
“In our agency, we take a more direct 


approach to this idea and after making 
out market survey and deciding who 
will be good potential buyers of life 
insurance in the next five, ten or fifteen 
years we go in and try to sell them 
on the idea of having a life insurance 
man take care of their life insurance 
and related subjects. We tell them that 


Some Thirty-five Year Men 





Henry N. Gaspard H. Arch Moores 


just as they need a family doctor, den- 
tist, lawyer, etc., that they need a life 
insurance man they can call on and 


work with over a period of years.” 
Burton T. Sherwood, CLU, of the home 
office staff presided over the second 
half of the Monday morning session and 
called first on Edward M. Cavaney of 
Manchester, N. H., who declared that 
“the fine art of approach should receive 
paramount consideration,” because it is 
in this phase of selling where the mor- 
tality among salesmen is the highest. 
He said that a friend who is the head 
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Elmer H. Meier Bruce S. Johnson 


of one of the largest sales organizations 
in the country told him that almost 
75% of sales lost go out the window in 
the first three minutes of the interview. 

“IT am more convinced than _ ever,” 
Mr. Cavaney said, “that people buy 
needs and that the need can and should 
be discovered in the approach. Exten- 
sive proposals are fine but successful 
men sell the needs and merely use the 
portfolio and illustrative chart as a lad- 
der upon which they climb to_ build 
prestige while a new and inexperienced 
man is inclined to completely forget 
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WHO’S WHO ON 
OPPOSITE PAGE 


First row: Fred S. Brynn, Frank C. 
Day, Fred S. Fern, R. Clinton Meadows, 
Edwin F. Robb, Jr., Harold Smyth, 


Second row: James T. Fluker, C. P, 
Harris, Neil C. Croonquist, Horace E. 
DeLisser, William H. Bender, Jr., K. J, 
Keve, John M. Cunningham, John T. 
Wolf, F. Elmer Crumly, Walter J, 
Stoessel, Arthur C. Kerin, Edward M, 
Cavaney, John L. Tivney. 


Third row: Harry J. Terwilliger, §, 
Price Ripley, Charles S. Douglas, Drew. 
ery H. Holloway, Eugene E. Lashbrook, 
Deane C. Davis, Harold T. Dillon. 


Fourth row: Lewis C. Hall, Harold : 
Dillon, Leonard V. Godine, Adam f£. 
Littig, Fred J. Reynolds, Edgar T, 
Wells and son, Terry, C. P. Harris, John 
S. White. 


Fifth row: D. O. Slater, Edgar T, 
Wells, Robert A. DeYonker, Murray 
Levison, Bruce Crosthwait, Frank D, 


Holloway, Drewery H. Holloway, Sam | 


R. Heller, R. Alan Philp. 


Sixth row: Charles S. Douglas, Frank 
B. Egan, Harold Smyth, Norman Smyth, 
Donald C. Ballou, Lloyd O. Swanson, 
Harold Smyth, Charles A. Elliott, Theo- 
dore H. Worthington, Clifford H. Orr. 





the fine art of selling and use this very 
same ladder as a leaning post.” 

John R. Smith of St. Albans, Vt, 
emphasized the value of applying psy- 
chology in cold canvass selling. He 
said that if this is practiced by the un- 
derwriters, “it is not necessary to make 
ourselves known or the business we 
represent at the beginning of the meet- 
ing but rather make conversation and 
build up a quick friendship before the 
business introduction. A leading pro- 
ducer in an agricultural region, Mr. 
Smith cited examples of how psychology 
rewarded him in approaching farmers. 

sradford Haseltine, CLU, of Hart- 
ford, spoke on the war clause and vet- 
erans’ benefits. He told the underwrit- 
ers that they can perform a real service 
for veterans and explained that the vet- 
erans’ program should be coordinated 
with a life insurance program. 


Five-Point Programming and Chain 
Selling 


James J. Krakowski of Binghamton, 
N. Y., described how the National Life's 
Five- Point Programming _ procedure 
helped him to produce sales in a brand 
new territory where his previous sys- 
tem proved inadequate. He emphasized 
how the prospects themselves set up 
their own objectives. “I believe this is 
the important point in this sales tech- 
nique,” he added, “because J am not 
telling him what he (the prospect) 
ought to do, but he is telling me not 
only what he wants to do but prac- 
tically what he has got to do if there is 
any way he can do it.” 

Carlo J. Sposito of Portland, Ore, 
told how “chain selling” produced un- 
believable results for him. He said that 
when he became an_ underwriter his 
ambition was to write a minimum of 
lives a year for ten years, “Today after 
593 consecutive weeks of production, 
with 42 months out for war work an 
bond selling, I find that there are over 
eleven hundred policyholders and in this 


(Continued on Page 18) 
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National Life CLU Seminar 
Packed With Sales Ideas 


Francis T. Fenn, Jr., CLU, president 
of the National Life CLU Association, 
presided at the Wednesday morning 
session which featured a CLU seminar, 
with Eugene C. DeVol, CLU, of Phila- 
delphia, as chairman, and Associate 
Counsel David F. Hoxie of the home 
office as attorney for the panel. 

The first speaker, General Agent John 
J. Kellam, CLU, of New Canaan, Conn., 
discussed the “Philosophy and Func- 
tions of a Life Underwriter in Insur- 
ance and Estate Planning,” and cited 
these two principles on which the un- 
derwriter should operate: 

“First, to find out what he himself 
would do in a given situation, and sec- 
ond, to realize that salesmanship is cre- 
ative and objective. We must make our 
prospective client see things as we see 
them; feel them as we feel them; act 
upon them as we would act upon them. 

“Our job is not to talk about life 
insurance but, first, to help people think 
objectively about the future and their 
plans,” Mr. Kelam said. “Help them 
orient themselves. Help them find out 
where they are on the time line. Help 
them find.out where they want to go 
and what they want for their family 
and for themselves. What are their 
business relationships ? What is the out- 
look for the future? What are their 
home and economic values? 

“Once we are able to establish all of 
these facts, we can come up with some 
ideas which will help these people solve 
their problems and realize their life 
objectives. Very frequently, the ideas 
we come up with will involve life insur- 
ance. The solution of the problems will 
sell the insurance and the chances are 
it will-be arranged by the underwriter 
who helps them solve the problem.” 


MacNamee Gives Approach 

General Agent Merrill W. MacNamee, 
CLU, of Chicago effectively presented 
his talk on “Getting the Information,” 
by giving his word-by-word approach to 
a prospect. Part of his opening went 
as follows: 

“Mr. Prospect, every man should be 
interested in the acquisition of, con- 
servation of, and distribution of prop- 
erty. However, unfortunately, most men 
are more concerned with the making 
of a dollar than they are with the in- 
telligent conservation and distribution 
of it. Today, the acquisition of property 
is extremely difficult in comparison with 
what it was years back because of two 
basic problems which we all face. Those 
problems are (1) low yields; (2) high 


at 


taxes, both income as well as estate 
taxes.” 

Then he illustrated the problem of 
low yield and also the tremendous 


shrinkage of estate resulting from taxes 
and expenses. He cited several actual 
cases including the late Henry Ford, 
once known as the nation’s only bil- 
lionaire, who left an estate which today 


“Mr. Prospect, if the spirit of the 
men whose names I have just men- 
tioned, as well as the spirits of many 
other people who have died leaving 
estates in questionable and sometimes 
deplorable conditions, could talk to you, 
they would tell you many things... .” 
Then, by quoting these “spirits,” he 
tells the prospect he should make a 
will and what particular points should 
be included, how the life insurance pro- 
gram should be handled, important 
points to remember about business 
property. 

In speaking on the “Analysis of 
Present Life Insurance,” Sherman Whit- 
mer, CLU, of Bloomington, III, said the 


Relaxing 





PRESIDENT DEANE C. DAVIS 


had dwindled to $5,159,104. Taxes and 
claims against his estate have taken 
$26,292,805 since his death on April 7, 
1947. 

Mr. MacNamee continued by saying, 
“Many of these individuals had they 
taken advantage of the legal loopholes 
through which they might have squeezed 
to avoid, not evade, excessive taxes, 
could have cut down these taxes and 
expenses perceptibly and left their es- 
tates in a far more solvent condition.” 


6 ie A 


Secretary Andrew J. Blackmore 


and Attorney James S. Brock A. 
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Medical Director 
J. Oberlander, M.D. 


Vice President Henry H. 
and Mrs. Jackson 


first objective in looking over a man’s 
present insurance is to see if it is over- 
programmed, to determine “whether 
proceeds have been tied up to the ex- 
tent that the payments are too small 
and spread out too thin to be practical 
under present conditions. With this con- 
dition we often find an_ insufficient 
amount of cash available for clean-up, 
tax and emergency needs. It seems to 
me that having insurance but not hav- 
(Continued on Page 20) 
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Jackson 
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Treasurer Robert M. Tracy 


WHO’S WHO ON 
OPPOSITE PAGE 


First row: Mrs. John M. Cunningham, 
Mrs. Leonard A. McKinnon, Mrs, 
George M. Robinson, Mrs. Charles S. 
Douglas, Mrs. Frank C. Day, Mrs, 
Donald G. Robinson, Mrs. Henry N, 
Gaspard, Mrs. Paul R. McKenney, Mrs, 
Eugene C. DeVol, Mrs. Theodore H. 
Worthington, Mrs. Clifford H. Orr, Mrs, 
William B. Richardson, Mrs. Bruce L, 
Crosthwait, Mrs. Karl G. Gumm, Miss 
Giesen, Mrs. Arthur R. Giesen, Mrs, 
Fred J. Reynolds, Miss Reynolds, Mrs, 
Harold B. Hunt, Mrs. Neil C. Croon- 
quist, Mrs. J. Fillmore Crawford, Mrs. 
Carl V. Hallbeck, Mrs. Lloyd O. Swan. 


son. 


Second row: Mr. and Mrs. Edwin W, 
Kelly, Mr. and Mrs. J. Carroll Feeley, 
Mr. and Mrs. Frank B. Egan, Mr. and 
Mrs. Harold Smyth, Mr. and Mrs. 
Charles A. Elliott, Mr. and Mrs. Rich- 
ard V. Hopple. 


Third row: Mrs. Donald C. Black- 
wood, Mrs. John B. Richardson, Mrs, 
Arthur R. Giesen, Mrs. Seth W. Sizer, 
Miss Edna Cheever, Mrs. Marion Cal- 
cagni, Mrs. Archibald H. McAulay, Mrs, 
L. D. Meredith, Mrs. Neil C. Croonquist, 
Mrs. Joseph J. Aalbregtse, Mrs. Elwin 
M. Reed, Mrs. Richard N. Craig, Mrs. 
C. A. Elliott and son. 


Fourth row: Mr. and Mrs. Herbert 
L. Pick, Mr. and Mrs. Howard C. Shaw, 
Mr. and Mrs. Abraham W. Eisen, Mr. 
and Mrs. Fred J. Reynolds, Mr. and 
Mrs. George S. Hauck, Russell B. Cros- 
thwait, Mrs. Bruce Crosthwaite, Mr. 
and Mrs. Elmer H. Meier. 


Fifth row: Harold B. Hunt, Mrs. 
Merrill W. MacNamee, Mr. and Mrs. 
Philip F. Hodes, Mr. and Mrs. John J. 
Kellam and horse, Dobbin, Edgar T. 
Wells, Mrs. Maurice W. Metzler, Day- 
ton O. Slater, William A. Miller, Mr. 


and Mrs. Bruce Johnson. 


Sixth row: Mr. and Mrs. Harold B. 
Hunt, Sam R. Heller, J. Fillmore Craw- 
ford, Mr. and Mrs. William H. Fogerty, 
Jr., and son, Mr. and Mrs. Leonard V. 
Godine and sons, Mrs. C. S. Douglas, 
Mr. and Mrs. Murray J. Sutkin, Donald 
G. Robinson and Henry N. Gaspard. 





Superintendent of Agencies 
Karl G. Gumm 





RR re 




















September 22, 1950 


UN 
E 


ingham, 
’ Mrs, 
arles §, 
y, Mrs, 
nry N, 
2y, Mis. 
jore H, 
rr, Mrs, 
ruce L, 
» Miss 
n, Mrs, 
1s, Mrs, 
Croon- 
d, Mrs. 


. Swan- 


lwin W, 
Feeley, 
r. and 

Mrs, 

s. Rich- 


Black- 
n, Mrs. 
. Sizer, 
on Cal- 
ay, Mrs. 
onquist, 
. Elwin 


g, Mrs. 


Herbert 
. Shaw, 
en, Mr. 
r. and 
3. Cros- 


e, Mr. 


, Mrs. 
d Mrs. 
John J. 
dgar T. 
r, Day- 
er, Mr. 


rrold B. 
e Craw- 
ogerty, 
nard V. 
Youglas, 
Donald 
ard. 











¢ 





F 


& 


September 22, 1950 











& 
fe 
: 





Left to right—Director of Employe Benefit Plans Burton T. Sherwood, Agency Assistant John G. Karnedy, Associate Counsel David F. Hoxie, General Counsel : 
Walter G. Nelson, Medical Director A. J. Oberlander, M.D.; Director of Selection A. H. McAulay, Executive Vice President L. Douglas Meredith, Actuary Morton 
A. Laird, Chairman of the Board Dr. Ernest M. Hopkins, Assistant to the Vice President Norman Smyth, Assistant Director of Publicity Acheson E. Lucey, | 


Convention Highlights 


A number of members of the Leaders 
Club and their wives were delayed in 
reaching the conference by a flash flood 
Saturday night, September 9, which 
sent the Maury and James rivers over- 
flowing their banks in the Natural 
Bridge-Glasgow-Buena Vista-Lexington 
areas of Virginia. Two persons were 
reported drowned near Lexington and 
a dozen homes were washed from their 
foundations. Roads were ripped up, de- 
laying traffic. 

t- £2 

Veteran members of the Leaders Club 
reported that this year’s conference was 
the best they had attended—both from 
a well-balanced program and from valu- 
able ideas received. 


- e) # 

Reunions by alumni members of home 
office agents. training schools were 
many. One of the foremost of these 


was a breakfast reunion by members 
of the class known as Karl Gumm’s 
Forty-Niners, which was arranged by 
Paul G. Richter of Manchester, N. H., 
class president. Director of Agents 
Training Kirtland J. Keve attended the 
reunion as a member of the class which 
was in session December, 1948. At that 
time Mr. Keve was a field underwriter. 
i 


The Greenbrier conference was espe- 
cially delightful to the members of the 
Harold Smyth Agency of Hartford, 
Conn., in that as winners of a produc- 
tion contest they dined on delectable 
steaks, while the losers, members of 
the S. Carlisle Martin Agency of San 
Francisco, munched gloomly on beans. 

* * * 
outstanding facilities of The 
Greenbrier in the way of swimming, 
golfing, tennis, horseback riding and 
many other sports provided both young 
and old with a complete recreational 
program. 


The 


* x * 


An extremely pleasant social after- 
noon was enjoyed by more than 80 
ladies who attended a tea on September 
11. A beautiful arrangement of gladioli 
decorated the tea table. Mrs. Deane C. 
Davis, who was to have served as chair- 
man of the tea, was unable to attend 
The Greenbrier conference on orders of 
her physician. Mrs. L. Douglas Mere- 
dith and Mrs. Karl G. Gumm were co- 
chairmen, in the absence of Mrs. Davis, 
and they were assisted by Mrs. Norman 
|. Ewen, Mrs. Henry H. Jackson, Mrs. 
Rena T. Kanter, Mrs. Adam E. Littig, 
Mrs. A. H. McAulay and Miss Ellen 
M. Putnam, CLU. 





General Agent S. Carlisle Martin of 
San Francisco had to leave the confer- 


ence shortly after it started because 
his wife had suffered a slight heart 
attack. 


: # 
The pointers he picked up in the art 
of the collegiate kake-walk, while study- 
ing at Syracuse University and later as 
a faculty member at the University of 
Vermont, helped Executive Vice Presi- 
dent L. Douglas Meredith to win a 
chocolate cake in a kake-walking con- 
test put on by the townspeople of White 
Sulphur Springs. 
* * x 
President Deane C. Davis paid high 
tribute to the ability of the seven com- 
pany officers who presented individual 
reports to the conference. He declared 
he was willing “to stack them up against 
any similar staff” in the country. 
a 
Superintendent of Agencies Karl G. 
Gumm announced that four men quali- 
fied in August for the National Life’s 
1951 Leaders Club. They are C. S. 
Douglas of Binghamton, N. Y., E. Price 
Ripley of Roanoke, Va., Neil C. Croon- 
quist of Minneapolis and A. T. Sheils 
of Atlanta, Ga. 
ak re 


Mother-Son Qualifiers 


_ . — 
. = 3 


Austin A. and Mrs. Rena T. Kanter 





The two youngest members of the 
1950 Leaders Club, both of whom were 
at the conference, were Seth Sizer of 
Chattanooga and Austin Kanter of De- 
troit. Both are 22 years old with Mr. 
Sizer being the younger by a_ few 
months. 

* ok x 


For the first time in the history of 


the National Life a mother and son 
qualified for the Leaders Club. This 


distinction went to Mrs. Rena Kanter 
and her son, Austin, of Detroit, both 
of whom were at the conference. Mrs. 
Kanter entered the life insurance busi- 
ness several years ago following the 
death of her husband who for many 
years was a member of the Leaders 
Club. 

A beautiful bronze trophy was pre- 
sented to A. T. Hatch of Manchester, 
N. H., for having the highest produc- 
tion during the past year in a contest 
by members of a home office training 
school. The trophy was presented by 
Wesley B. Allen of Detroit, president 
of the class. The trophy will rotate for 
ten years and then the agent winning 
it the most times will have permanent 
possession of the trophy. 


* * * 


Superintendent of Agents Karl Gumm 
presented plaques to the members of 
the Agents Executive Council, the com- 
pany’s topflight sales organization. 
Bronze plaques were presented to five 
first-time qualifiers—Andrew T. Sheils 
of Atlanta, Ga., Council vice president; 
James D. Fluker of Atlanta, Ga., Coun- 


cil secretary; Abner A. Simonton of 
Atlanta, William H. Fogerty, Jr., of 
Washington, D. C., and Richard N. 


Craig, CLU, of Kansas City. 

Second-time qualifiers who received 
silver plaques were Robert K. Wahl of 
San Francisco, George H. McWhirter, 
CLU, of Atlanta, Ga., and Samuel R. 
Heller of Roanoke, Va. 

Gold finish plaques were awarded to 
these third-time qualifiers—Neil C. 
Croonquist of Minneapolis, Minn., 
Council president; John W. Carrothers 
of San Francisco, Francis T. Fenn, Jr., 
CLU, of Hartford, Conn., Chester G. 
Raymond of Tacoma, Wash., E. Price 
Ripley, CLU, of Roanoke, Va., Thomas 
M. Schriber of New Canaan, Conn., and 
Raymond H. Sponberg of Minneapolis. 


Next Leaders Club Meeting 
Hollywood Beach, March 52 


The next Leaders Club conference 
of National Life of Vermont will be 
held at the Hollywood Beach Hotel, 
Hollywood, Florida in March, 1952. 
Delegates to the convention will qualify 
during an 18 month period. 


Gumm Sounds Keynote 


(Continued from Page 14) 
group there are many working for me | 
as steady customers,” he said. He told 
of how the initial sales of seven policies 
for $13,000 produced a total insurance 
production of $810,500, $425,000 of that 
amount being the insurance for the | 
families involved and $385,500 being f 
additional insurance from family and 
friends, 

Mr. Sposito also told how he ap-| 


poserear oer 


mere 


meieecmaaeael 


.proached his policyholders to sell them | 


on the idea of being their own land- | 
lords. “I have a file that goes clear up 
to 1970 with cards showing which of my 
policyholders will have their homes paid 
for and in what year,” he said. 

“Selling life insurance is the worst 
job in the world,” John T. Wolf of Los 
Angeles told the Leaders Club. 

“Helping a man work out his prob- 
lems and providing the answer to his 
family’s security and his own ultimate 
retirement, on the other hand, is the 
finest job in the world.” 

Mr. Wolf said that “getting rid of a 
prospect is almost of equal value to 
finding one. I have had the experience 
many times of spending a great deal of 
money in time, and actually in cash ir- 
vestments in material and_ secretarial 
help, etc., on a man that I should have 
said goodbye to ten minutes after we 
started to talk. ... An effective way 0! 
increasing your earnings is by getting 
rid of poor prospects as quickly.” He 
told how he used the notices in legal 
newspapers as a good source for pros 
pects. : 

During the morning session Superit- 
tendent of Agencies Karl Gumm prt: 
sented attractive pins to Neil Croor- 
quist of Minneapolis, Minn., and 
Price Ripley of Roanoke, Va., for qual- 
fying for the Leaders Club for five cov- 
secutive years; and to General Agett 
Clyde Welman of Memphis, for twenty 
consecutive years in the Leaders Club 





Hadley’s Story 


(Continued from Page 3) 


What has become a highly enjoyable 
part of life insurance company-agetty 
production conferences is the attend: 
ance of the ladies, wives and daughter 
of the qualified delegates. There wet 
many lovelies at The Greenbrier, som 
of whom are pictured in the accompaty 
ing snapshot montage. 

The writer is grateful for the oppo” 
tunity to be among those present @ 
[ thank all who cooperated in makin 
this picture-story of the Leaders Clu 
possible. Hope you were not trouble: 
too much. 
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NATIONAL LIFE OF VERMONT AT WHITE SULPHUR SPRINGS 





Mrs. Holcombe and John Marshall 


Holcombe, Jr. 





Harold Smyth New President 


General Agents Association 
Harold Smyth of Hartford, Conn., was 
elected president of the National Life 
General Agents Association at the asso- 
ciation’s two-day session prior to the 
Leaders Club conference at White Sul- 
phur Springs. Mr. Smyth succeeds Leon- 
ard V. Godine of Baltimore. 

Other officers elected were: Lloyd O. 
Swanson, Minneapolis, as vice president 


to succeed Mr. Smyth; Charles A. EI- 
litt, Kansas City, as secretary to suc- 
ceed Mr. Swanson; and Harold T. Dillon, 


Atlanta, was elected a member of the ex- 
ecutive committee. 

It was the first meeting of general 
agents with company officials since the 
election of Deane C. Davis as president 
of National Life. The occasion was 
doubly significant because of the latter 
fact and because the company is observ- 
ing its centennial anniversary. 

Speakers at the two-day session in- 
cluded President Davis, Leonard V. Go- 
dine, Baltimore; Edward H. Von Deck, 
Washington, D. C.; J. Edward Deutsch, 
Rochester, N. Y.; Fred S. Brynn, Mont- 
pelier: Harold T. Dillon, Atlanta; and 
Actuary Morton A. Laird of the home 
office. 

Among those present were Dr. John 
M. Thomas of Mendon, Vt., senior mem- 
ber of the company’s board of directors, 
and Lewis B. Williams, another director, 
and chairman of the board of the Na- 
tional City Bank of Cleveland. 


7 e 
Social-Hour-Dinner 
(Continued from Page 13) 
individus al in a cooperative world, then 
life insurance is promoting that dignity 
and that cooperative spirit,” Mr. Jack- 
son said, adding: 

“And you, whose purpose it is through 
a true pioneering spirit to extend the 
benefits of such a cooperative security, 
are thereby working for a good society. 
May your destinies in the performance 
of these duties be incredibly happy and 
may the destiny of the company we all 
Tepresent be incredibly beneficent.” 

Dr. John M. Thomas, dean of the 
board of directors, spoke briefly to the 
Leaders Club predicting that the com- 
Pany was entering a new era by virtue 
of what had been accomplished at The 
Greenbrier, Citing the many connections 


with the banking business held by a 
arge number of the directors, Dr. 
homas said it was only natural that 


the board has always taken a keen in- 
terest in the investment of approxi- 





Features of Closing Day’s Session 


In his final address to the Leaders 
Club Thursday, September 14, President 
Davis said, “We've got to tighten our 
belts a bit. We can’t afford to waste 
any energy.” He added that the coun- 
try as a whole must gird itself to direct 
its productive energy into meeting the 
demands of the critical days ahead. 

Terming the convention a “marvelous 
one,” Mr. Davis said it had achieved 
the four points he had expressed at the 
opening meeting. He said the confer- 
ence, marking the company’s centennial 
year, would serve as a guide post for 
the years ahead; that through the edu- 
cational meetings “we’ve gained a sense 
of direction and knowledge of where 


we want to go”; that the conference 
had served to increase the “sense of 
worthwhileness” of the life insurance 


business; and that the joy of meeting 
and talking with those in the same 
business was experienced in a superla- 
tive manner. 

“Most of your happiness must come 
from your work,” he told the confer- 
ence. “To attain happiness in a job, that 
job must possess two characteristics,” he 
said. It must have a creative element 
and it must have a high degree of use- 
fulness, worthwhileness and service at- 
tached to it. 

In his closing talk, Superintendent of 
Agencies Karl G. Gumm said more than 
ever before the National Life is “geared 
to go places.” He termed the conven- 
tion the greatest ever held by the com- 


pany. 

John M. Holcombe, Jr., managing 
director of the Life Insurance Agency 
Management Association, cited the 
strong points of the National Life in 
comparison with other companies, par- 


ticularly to its record of dropping its 
lapse rate from 15% in 1939 to 9% in 
1949 and to its exceptional gain in in- 
surance in force over the same decade. 
Digging into the causes responsible for 
the National’s record, Mr. Holcombe 
pointed first to the continued and im- 


proved strength of the company and to 


the groundwork of achievements built 
by the company’s officers of the past. 
The second cause, he said, is the 


gradual improvement and expansion of 
what the company has to offer the pub- 
lic. Third, he pointed to the company’s 
national advertising and direct mail 
program and its expanded agents train- 
ing program. As another cause of Na- 
tional Life’s record, Mr. Holcombe said 
that one of the company’s policies in 
agency management is to build career 
agents who sell a high persistency busi- 
ness and who are a distinct credit to 
the life insurance profession. 

Adam _ E. Littig, regional 
tendent of agencies for the National, 
said that “a man’s love for his family 
is the greatest motivating factor in the 
sale of life insurance. Men will rise 
to great heights to protect their wives 
and children, and there should be no 
compromise on the part of the agent 
on this principle. Our homes are the 
greatest institution we have,” Mr. Lit- 
tig said, “and the conscientious and 
well-informed life underwriter has the 
greatest opportunity of anyone that I 
know to underwrite the economic future 
of the American home.” 

George S. Hamilton, National Life 
agent in Baltimore and a Leaders Club 
member for six years, emphasized the 
“indestructibility of our product,” and 
cited the record of the life insurance 
business in weathering depressions and 
world wars. 

“Life insurance would not be as great 
as it is, if it were not marvelously 
flexible,” he said. “It has endured and 
prospered because it has been able to 
change, as times and _ needs. have 
changed. I must realize this. It must 
teach me to be just as flexible in my 
thinking, to adapt my techniques to 
new situations.” 

Richard Holland of the Harold Cabot 
& Co., Boston, National’s advertising 
agency, explained some of the objec- 
tives of a new advertising program. 


superin- 


Dr.Nadler Sees Insurance Outlook Good 


listened to the 
Wednesday morning’s 
Greenbrier which fea- 
tured an exceptionally penetrating talk 
by Dr. Marcus Nadier on “The Outlook 
for Business and Its Effect on Life In- 


A capacity audience 
second part of 
session at The 


surance.” Dr. Nadler, well known pro- 
fessor of finance, Graduate School of 
Business Administration, New York 


University, was introduced by Executive 
Vice President Douglas Meredith. In 
part Dr. Nadler said: 

sased on present economic and social 
trends and assuming no World War 
conflagration, the outlook for the life 
insurance business today is better than 
perhaps ever before in the history of 
the country. The volume of life insur- 
ance written will be very large, the 
problems confronting life investment of- 
ficers will increase. 

“Business activity of the United States 
will be strongly influenced by the re- 
armament program estimated to cost 
during the present fiscal year $30 to $35 


billion, and in later years the rearma- 
ment costs will increase. Moreover, the 
rearmament is not a temporary situ- 





mately a million dollars a week. Until 
recent years very little was known by 
the directors of the problem of under- 
writing. “Hereafter, you will see greater 
interest by the directors in this phase 
of the life insurance business and | 
believe it will be to your benefit,” Dr. 
Thomas said, adding: “We want to see 
you sell the best insurance in the 
world.” 


ation and may continue for an indefinite 
period of time. 

“The rearmament program will gen- 
erate purchasing power in the hands of 
the people. Wages already have risen, 
and a new wage pattern is being estab- 
lished. At the same time the supply 
of civilian commodities, particularly 
durable consumers goods, will decrease. 
Naturally this is bound to have an effect 
on commodity prices unless proper fiscal 
measures are taken by the Congress 
and certain controls are imposed on 
credit as well as on the consumption of 


certain commodities in short supply. 
Already certain restrictions have been 
imposed on installment credits. Others 


will be imposed in the not-distant future. 

“If the proper fiscal measures are 
taken, and particularly if the people in 
general do not hoard, the impact of the 
rearmament program need not cause 
serious dislocations of the civilian econ- 
omy. The productive capacity of the 
country is very great and is still in- 
creasing. The national product of the 
country is today about $270 billion and 
may increase in the not-distant future 
to $300 billion. Under these circum- 
stances rearmament will absorb only a 
relatively small portion of the entire 
national output. 

Insurance Serves High Social Aims 

“Business activity will be good for 
an indefinite period of time. Employ- 
ment will be plentiful, and the national 
income of the country is bound to in- 
crease. The principal task before the 
country today is to avoid inflation. This 





Youngest Qualifiers 


Austin A. Kanter Seth W. Sizer 





Executives’ Talks 


(Continued from Page 12) 


the New England Mutual Life, and by 


the Phoenix Mutual Life, extending 
congratulations and best wishes to the 
National Life on its centennial confer- 


ence and record of accom menentet: 
Members of the Leaders Club received 
many worthwhile ideas on_ various 
phases of their work during a seminar 
in which members of the Agents Execu- 
tive Council participated. Neil C. Croon- 


quist, president of the 1950 Agents Ex- 
ecutive Council, presided with James T. 
Fluker of Atlanta, Ga., secretary of the 


Council, as chairman. 

Taking part in the seminar were An- 
drew T. Sheils of Atlanta, Ga.; Richard 
N. Craig, CLU, of Kansas City; William 
H. Fogerty, Jr., of Washington, D. C.; 
and Abner A. Simonton of Atlanta. 





can be achieved through sound fiscal 
measures and by an increase in savings 
by the people. The insurance companies 
can play a very important role in in- 
creasing the savings of the neople. One 
may say that today selling of insurance 
is not merely a business but a patriotic 


act, because the more the people buy 
insurance, the less is available for cur- 
rent spending and the smaller the dan- 


insurance ents 
lay to sell 


patriotic 


ger of inflation. Life age 
ih make a special effort toc 
insurance are rendering a 


service to the country and to the people 
as a whole. 
“The volume of life insurance will 


increase for the following reasons 





“1. The middle class is ng 
More and more individuals a 
larger money income than 






endeavor to protect those 
to them. They will have tl 
The larger the middle 
greater is the sale of life 1 
2. The savings of the people 
coming more and more inst 
since under present taxation the 
vidual is not to the same extent as be- 
fore in a position to accumulate 
cient funds to protect those near and 
dear to him. Insurance co 
to the individual the 
build up an estate as well as to pr 


lo So. 











his relatives 

“3. Unlike wha 
War 1, 
cost of 


mained 


t happer ed after W 
commodities and the 
War Il re 


World 


means tila many 


prices of 
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Dr. Nadler’s Talk 


(Continued from Page 19) 


individuals who thought that they had 
adequate insurance will realize that ad- 
ditional coverage is needed. 

“4. Money rates will remain perma- 

nently low, and this too means larger 
insurance in order to obtain adequate 
protection. 
“5. Pensions are economically sound 
and socially desirable. More and more 
companies will grant their employes 
pensions and many of them will be 
handled by life insurance companies. 

“6. Group insurance is also increasing 
at a rapid rate, and this too will in- 
crease the volume of business done by 
life insurance companies. 

“There is really no hedge against in- 
flation. The only hedge against inflation 
is to see to it that it does not happen. 
There are about 80 million policyholders 
in the United States. They can exercise 
a great influence on the economic poli- 
cies adopted by the Congress. If these 
policyholders let their representatives in 
Washington know that they are abso- 
lutely against inflation, if they insist 
that sound fiscal and economic policies 
be adopted by the Congress, then such 
measures will be taken and the danger 
of inflation will be eliminated. Today 
the United States is confronted with 
the task of increasing its military 
strength. Such strength based on infla- 
tion offers no assurance of ultimate 
victory. In order to win the cold war, 
in order to maintain our liberties, we 
must be strong not only from the mili- 
tary -but also from the economic point 
of view.” 


CLU Seminar 


(Continued from Page 16) 


ing it available when needed would be 
more exasperating to a widow than not 
having it at all. 

“Living costs have increased so much 


that income set up several years ago 
as sufficient for needs would now fall 
far short. I believe that programming 


can work to the disadvantage of a bene- 
ficiary as well as to her benefit. In 
many cases a lump sum payment with 
right to select an option would be bet- 
ter than some plans as set up. Where 
programming is done it should be re- 
viewed frequently and revised to meet 
changing conditions.” 

Points he checks in old policies in- 
clude W.P., W.P. & I., A.D.B., auto- 
matic premium lien; the beneficiary ar- 
rangement, to see if any children are 
omitted as contingent beneficiaries be- 
cause they were born after the present 
arrangements were set up; dividends, to 
see if dividends left with the company 
might help to buy additional insurance; 
frequency of premium payments, to see 
if payments can be arranged to show 
a saving. 

Welman on Settlements 
Agent Clyde R. Welman, 
CLU, of Memphis spoke on “The Es- 
sential Functions of the Life Under- 
writer.” In discussing settlement agree- 
ments he said in part: 

“It is our belief that settlement agree- 
ments should be as simple as possible, 
and still carry out the intent of the 
insured for his beneficiaries. It is not 
always easy to keep them simple and 
concise. In _ fact, often they are 
somewhat complicated if you follow the 
dictates of the insured or owner. 


(General 


too 


“At this point you probably should 
have the counsel of the insured’s attor- 
ney, who, in many cases is not too 
familiar with life insurance settlement 


and, in some cases, doesn’t 
care to learn much about them. The 
responsibility on the agent, therefore, 
is great. The insured depends on him 
to do the right thing, and, as a rule, 
has great confidence in the agent’s 
ability.” 
Fenn Tells of Coordination 

Francis T. Fenn, Jr., CLU, of Hart- 
ford, in speaking of “Coordination of 
Life Insurance With General Estate,” 


agreements, 


coordinate a 
his general 


declared that “if you do 
man’s life insurance with 
estate, you will be richly rewarded. 
Statistics prove that an underwriter 
who does a thorough job of estate co- 
ordination not only gets larger sales, 
but also repeat sales and power sales 
of similar quality and size.” 

Relative to family estate planning, 
Mr. Fenn said, “In these days of heavy 
taxes and high costs of living it is abso- 
lutely essential that all three genera- 
tions get together in planning for the 
future. Frequently, we find situations 
where the older generation has a sur- 
plus of income or principal and is faced 
with heavy estate and income taxes. The 
middle generation has all it can do to 
pay the cost of living and for sufficient 
insurance to protect the family. The 
younger generation faces a future in 
which it is going to be very difficult 
to maintain the same standard of living 
and protection for their families as they 
enjoy today. 

“In these situations we are frequently 
able to persuade the older generation to 
help solve their tax problems by making 
gifts to the younger generation in form 
of life insurance on the life of the 
middle generation or the younger gen- 
eration themselves. There are many 
ways in which this insurance can be 
set up and in the cases of where it is 
on the life of the midde generation it 
can frequently be kept out of their es- 


tates with tremendous tax advantages. 
When the insurance is on the lives of 
the younger generation a big advantage 
in starting them off at young ages can 
be shown. If these children wait until 
they grow up to buy their insurance, 
they will probably have to pay twice as 
much for it. With the high taxes and 
high cost of living that they are going 
to face in the future, it is essential to 
give them this start.” 
The summary of 
given by Eugene C. 
Philadelphia. 


300 at Conference 


(Continued from Page 12) 


The gathering was the largest of its 
kind in the company’s history and 
marked the major event in a series of 
observances sponsored by the National 
Life on its centennial birthday. Leaders 
Club members, home office staff people 
and guests participated in a_ well- 
arranged program which included in- 
struction in all phases of the business, 
both in the field and in the home office. 

Announcement was made at the end 
of the conference that the next Leaders 
Club meeting will be held in March, 
1952, at Hollywood Beach Hotel, Holly- 
wood, Fla., and that the criterion for 
qualification to attend would be in- 
creased. 

Speakers were optimistic that a para- 


the seminar was 
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Large midwest life insurance company 
with sizable Group business, desires 
the services of an Actuarial Student 
25 to 35 years of age, who has passed 
at least 4 examinations and who plans 
to continue for his Fellowship. Excel. 
lent opportunity for advancement in 
actuarial and administrative work, 
Write Box 1969, The Eastern Under. 
writer, 41 Maiden Lane, New York 7 
N. Y. 





ACTUARIAL STUDENT 
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lyzing inflation can be avoided. Dr 
Marcus Nadler, professor of finance at 
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“perpen 


the Graduate School of Business Ad. | 


ministration, New York University 
called for a two-pronged attack jg 
eliminate the danger of inflation by 


Congressional approval of sound fiscal 
t 


and economic policies and 


by an in- 


crease in savings by the people. “There | 


is no hedge against inflation,” he saiq 


For Bankers at Houston 
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>. TD. WHATLEY 


S. T. Whatley has been appointed 
group representative at Houston, Tex- 
as, for Bankers Life Co., Des Moines. 
He will be associated there with Ross 
Fox, Houston regional group manager. 

For the past five months, Mr. What- 
ley has been a salesman in the Los 
Angeles general agency of Pacific Mu- 
tual Life. 

He first entered the life insurance 
business as a salesman for Aetna Life, 
After about six years of selling in 


Pittsburgh and Chicago for Aetna, he 


entered the field of commercial photog- 
raphy for about eight years. Before 
joining the Pacific Mutual, Mr. Whatley 
had a managerial position with a Los 
Angeles department store. He attended 
the University of Pennsylvania where 
he majored in business administration. 


Manufacturers Life Holds 


Educational Conference 


Production Club qualifiers from west- 
ern Canada and United States attended 
an educational conference of Manufac- 
turers Life sales representatives from 
September recently in Victoria, B. C. 

Speakers were James Sherratt, Van- 
couver; Gordon D. Young, 





W. Griffiths, CLU, agency assistant. 
Manitoba and Head of the Lakes; and 
J. P. Haverty, CLU, agency assistant, 
Calgary. W. T. Thorpe and A. Kinch, 
agency managers, presided as chairman 
at the two principal business sessions. 

The first business meeting featured 4 
quiz panel which answered selling ques 
tions submitted prior to the confer 
ence. Forums on _ business insurance, 
programming, and prospecting were held 
during the second session. 


REPORTS RECORD AUGUST 





August business was the largest in the [ 
the San Antonio 5 


41-year history of 
agency of Union Central Life, B. 
Wiedermann, general agent 
Production for 1950 is 48% ahead of the 
same period last year. 
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ALC Annual Meeting 
Program Announced 


IN CHICAGO OCTOBER 3 TO 6 
Legal, Financial and Agency Section 
Speakers and Chairmen; Admiral 
W. F. Halsey, Jr., on Program 

Included among the speakers who will 
address the general sessions of the For- 
ty-fifth annual meeting of the American 
Life Convention will be Admiral William 
F. Halsey, Jr., Commander of the 
United States Third Fleet in the Pacific 
during World War II and currently 
chairman of the board of the All Amer- 
ica Cables & Radio, Inc., New York 
City; W. Ellery Allyn, President of 
the National Association of Insurance 
Commissioners and Dr, Francis Pendle- 
ton Gaines, president of Washington and 
Lee University, it is announced by 
Cecil Woods, chairman of the program 
committee for the meeting. Mr. Woods 
is president of Volunteer State Life, 
Chattanooga. : 
The Convention’s 1950 annual meeting 
will open Tuesday, October 3, and will 
continue through Friday, October 6, at 
the Edgewater Beach Hotel, Chicago. 
Meetings of the agency section will be 
held on Tuesday, sessions of the legal 
section will be held on Tuesday and 
Wednesday, with the financial section 
convening all day Friday. The general 
sessions of the Convention will be held 
Wednesday and Thursday and the com- 
bination companies section is to have a 
dinner Wednesday evening. 

All General Sessions will be presided 
over by President S. J. Hay, who is 
also president of Great National Life, 
Dallas. President Hay will open the 
first general session with his official 
annual address, always one of the fea- 
tures of the convention program. 


Other Speakers Announced 


Program chairman Woods has also 
announced that other speakers to ad- 
dress the general sessions include Ray- 
mond R. Brown, president, Standard 


Insurance Co., Portland; H. Bruce 
Palmer, vice president, Mutual Benefit 
Life, Newark; Robert L. Hogg, vice 


president and general counsel, American 
Life Convention; W. Frank Prender- 
gast, O.B.E., assistant to the president, 
Imperial Oil Company Limited, Toron- 
to; and the incoming president of the 
National Association of Life Under- 
writers who will be elected at the an- 
nual meeting of the association to be 
held September 25-29. 


Legal Section 


Frank E. Spain, chairman of the legal 
section, has announced the completion 
of the program for the forthcoming 
annual meeting of the legal section which 
will be held all day Tuesday and Wed- 
nesday afternoon, October 3 and Oc- 
tober 4. Mr. Spain is vice president and 
general counsel of Liberty National 
Life, Birmingham, and one of the lead- 
ing members of the bar in the South. 

The session on Tuesday morning, Oc- 
tober 3, will open with an address by 
the chairman. Mr. Spain will also pre- 
side at both the Tuesday and Wednes- 
day sessions. Following Mr. Spain’s 
address, Louis C. Carlton, counsel, Life 
Insurance Company of Virginia, Rich- 
mond, will speak on “The Delivery of 
Life Insurance Policies as It Affects 
the Inception of Risk.” 

Appearing on the Tuesday afternoon 
program will be George L. Gordon, gen- 
eral counsel, Business Men’s Assurance, 
I ansas City, title of whose paper is 
Anti-Discrimination in Underwriting,” 
and Solomon S. Goldman, general coun- 
sel, Pan-American Life, New Orleans, 
who will discuss “Oil Leases in the 
Investment Field.” 

There will be three speakers at the 
Nednesday afternoon session, October 
4. Ralph H. Kastner, associate general 
counsel, American Life Convention, will 
give a “Review of Legislation and Liti- 
gation in 1950.” Concluding the session, 


First-Year Leaders Attend 
Penn Mutual Life Meeting 


Six first-year leaders of Penn Mutual 
Life’s field force made a visit recently 
to Philadelphia for the quarterly meet- 
ing of the President’s Club for New 
Organization. Each of these men in his 
first year had produced more volume 
or lives than any other man in the 
country who began in the same month. 
They are John Dunbar Kennedy, Jr., 
Kansas City; Michael J. Kack, San 
Francisco; Wayne O. Hall, San Fran- 
cisco; Louis Blank, Newark; M. Alvin 
Sessi, Pittsburgh; Walter Irvin Mun- 
day, Jr., Louisville. : 

During their first year in production 
these men averaged $342,896, with Mr. 
Blank the top at $510,000. They aver- 
aged a sale of 71 lives, with Mr. Hall 
at the top with 84 lives. The average 
age is 30, the oldest man being 41 
and the youngest man 23; all but one 
are married. Two of them have chil- 
dren. 





the subject of “Life Insurance in Es- 
tate Planning” will be discussed by John 
J. McGovern, Jr., associate general 
counsel, Mutual Benefit Life, Newark, 
and Irving T. F. Ring, vice president 
and general counsel, State Mutual, Wor- 
cester. 


Agency Section 


“The Field Man and the Future” will 
be the theme of the program for the 
annual meeting of the agency section 
which will be held Tuesday, October 
3. This aspect of the agency section 
program has been announced by J. A. 
McAllister, chairman of the section, and 
vice president and director of agencies 
of Sun Life of Canada. 

At the same time, Chairman McAllis- 
ter made known the names of the 
speakers who will address the Section 
and the titles of their addresses. Fol- 
lowing the chairman’s address, by Mr. 
McAllister, Arno H. Johnson, vice pres- 
ident and director of media and research, 
J. Walter Thompson Company, N. Y., 


will answer the interrogatory “What 
Does the Future Look Like?” “The 
Field Man Looks Ahead” will be the 


topic of the address to be given by 
Charles W. Campbell, CLU, manager, 
The Prudential. Harry J. Stewart, pres- 
ident, West Coast Life, will discuss “The 
Responsibility of Management” and 
Eldon B. Stevenson, Jr., executive vice 
president, National Life and Accident, 
will speak on the theme “The Promise 
of Tomorrow.” 


Financial Section 


Robert B. Patrick, chairman of the 
financial section, has announced the 
complete program for the forthcoming 
annual meeting of that body which will 
be held all day Friday, October 6. Mr. 
Patrick is financial vice president of 
Bankers Life Co., Des Moines. 

The morning session of the section will 
open with an address by the chairman. 
Mr. Patrick will also preside at both 
the morning and afternoon sessions 
of the section. Following Mr. Patrick, 
Frazar B. Wilde, president, Connecti- 
cut General, will discuss “The Pros and 
Cons of Direct Placements”; Oliver M. 
Whipple, financial vice president, Mu- 
tual Life of New York, will speak on 
“The General Investment Situation”; 
and T. S. Burnett, vice president of 
mortgage loan and real estate depart- 
ment, Pacific Mutual, will give a paper 
on the “Outlook for Mortgage Lend- 
ing.” 

There will be three speakers at the 
afternoon session in the section. W. 
Randolph Burgess, chairman of the ex- 
ecutive committee, National City Bank 
of New York, will discuss “Financing 
the New Defense Effort Here and in 
Western Europe”; Walter R. Bimson, 
president, Valley National Bank, 
Phoenix, will give a paper entitled 
“Financing Small Business”; and James 
E. Coyne, deputy governor, Bank of 
Canada, Ottawa, will speak on “Investing 
in Economic Development.” 
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Lauer Agency Co. Leader 

The Matthew J. Lauer Agency, Con- 
tinental American Life, 295 Madison 
Avenue, New York, led all other agen- 
cies of the company in volume of new 
business written for August. The 
amount turned in by the Lauer Agency 
was, with one exception, the largest 
that any of the companys agencies ever 
paid for in a single month. The Lauer 
Agency leads all other agencies for the 
vear to date in both volume and pre- 
miums. 


Made Officers By 


ROBERT H. WOODFORD 


Robert H. Woodford has been ap- 
pointed underwriting manager of the 
Ordinary Division and Lorne S. Stone 
has been made assistant underwriting 
manager of the Ordinary Division by 
State Mutual Life, Worcester, Mass. 

Mr. Woodford, a graduate of Tufts 
College, became associated with State 
Mutual in 1946 as an underwriter and, 
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PAN-AMERICAN SETS RECORD 


August was the best month in the 
history of Pan-American Life in paid- 
for insurance, Kenneth D. Hamer, vice 
president and agency director, an- 
nounced. Figures for the month show 
an increase of better than 100% over 
the same month of last year. It was 
also an increase of more than 25% of the 
largest month previous to August of this 
year. New paid-for insurance for the 
first eight months of 1950 is better than 
27% ahead of same period of last year. 


State Mutual Life 





STONE 


LORNE S&. 


three years later, became a _ senior 
underwriter. He is a member of the 
Institute of Home Office Underwriters. 

Mr. Stone, a graduate of the Business 
Administration School of the Univer- 
sity of Minnesota, is a former senior 
underwriter. He is also a member of 
the Institute of Home Office Under- 
writers. 





Manhattan Life Increases 
On Single Premium Plans 


Increased limits on single premium 
plans have been announced by The 
Manhattan Life Insurance Company. 
The following new limits are now in 
effect: Single Premium Annuity—on 
any one life—$50,000; Single Premium 
Joint and Survivorship Annuities (2 
lives) $100,000; Single Premium Life 
and Endowment Policies (10 years or 
more) $50,000 (amount of single pre- 
mium); Combination Single Premium 
Life and Annuity (110 Plan) $55000 
(amount of single premium); Paid in 
advance to discount future premiums 
$50,000. 

These limits will apply in the aggre- 
gate, as well as to the individual poli- 


Mutual Trust Life’s 1951 
Meeting To Be at Ontario 


Following two successful regional 
meetings this summer, at Saranac, N. 
Y., and at Dells, Wisconsin, Mutual 
Trust Life has announced that the 1951 
meeting would be held in the Lake of 
Bays region at Bigwin Inn, Ontario, 
September 5, 6, and 7. 





cies or contracts, and will include any 
then prepaid premiums and any Sin- 
gle Premium Annuities or policies al- 
ready in force with the company, the 
effect being to limit policyholders to 
$50,000 of such one sum payments 
($55,000 if the 110 Plan is involved). 
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THE LATE ROLLIN M. CLARK 

After a long illness Rollin M. Clark of 
the Continental Casualty and Continen- 
tal Assurance, is dead. His passing de- 
insurance one 


and 


the 
clearest 


prives industry of 


of its greatest-minded 
thinkers. 
Mr. Clark’s 


career began as a fire 


insurance inspector of such risks as 
> 
2 


J) 
factories and plants. By study and se- 
quential changes and without a major 
change in his personality, he reached 
the important and influential position 
he occupied at the time of his death. 

It was as an insurance editor of a 
daily newspaper in Washington, D. C.,, 
which interpreted and chronicled eco- 
nomic happenings that Mr. Clark came 
to the attention of Insurance Commis- 
executives and 
conventions. 


sioners, lawyers meet- 
ing him at They found 
him amiable, intelligent, helpful and re- 
sourceful as well as able. He had pos- 
sessed no newspaper experience when 
he went old United States 
Daily of David Lawrence, but he was a 
born a skillful and 
analyst of events and he also had an 


with the 


newsman, observer 
eye on self-improvement. That led h'm 
to study law at night, then he was ad- 
mitted to the bar. 

When 
folded and later became a weekly, Clark 


the Lawrence daily paper 
to continue in journalism. 
who had 
Clark the 
journalist was George S. Van Schaick, 
New 
administering 


decided not 
One of the 
greatly 


Commissioners 


been impressed by 


Superintendent, who 
the 
mortgage guarantee 


then York 


was liquidation of 
companies. 


news 


many 
As developments of a 
about them was certain, Superintendent 
Van New York 
Department should have a skilled press 
that 


nature 


Schaick thought the 


connection, and 
Clark was appointed Deputy Superin- 
tendent by Van Schaick. His responsi- 
bilities grew and soon he began to pre- 


representative in 


side at Departmental hearings. 

The industry continued to watch his 
progress and the late Herman Behrens, 
who was head of the Continental Casu- 
alty and Continental Assurance, brought 
him the 
department. In Chicago his success was 


to that organization in legal 
marked from the first, his stature con- 
He became chief lieu- 
suc- 


tinuing to grow. 


tenant of Roy Tuchbreiter, who 





ceeded Mr. Behrens as president of the 
Continental Companies. 

In the industry itself Rollin M. Clark 
was highly regarded not only because of 
his sincerity and simplicity, but also his 
judgment highly 
cially as a member of inter-company 


was respected, espe- 


committees. 





INSURANCE, NOT MAINTENANCE, 
AIM OF BROADER POLICIES 


There are strong indications that 
before the current year ends fire com- 
panies belonging to the Eastern Under- 
writers Association and other regional 
organizations throughout the country 
will be 
contents a 


dwellings and 
extended 


advocating for 
new broad-form 
The intention is 


to increase the number of insured haz- 


coverage endorsement. 


ards by adding to the present endorse- 
ment such risks as bursting of steam 
or hot water heating systems, glass 
breakage, water damage, damage from 
ice, rain and snow, vandalism and ma- 
licious mischief, and _ possibly other 
hazards. The principal objective is not 
whether some particular hazard is in- 
that balance 


insurance which may be bought under 


cluded or omitted but on 
one policy is broader than it has been 
heretofore. 

Several insurance companies have 
acted individually this year to extend 
the direction of “all 
risk” coverage. The feeling is general 
within the that home owners 
should be able to purchase broad cov- 


their policies in 
business 


erage without having to acquire a num- 
ber of separate contracts, often leaving 
loop-holes whereby losses have occurred 
which were not covered by any of the 
Until the states 
adopted multiple line laws “all risk” 
contracts could not be written; powers 
of insurance companies were limited in 
most states to Now 
that legal barriers have been removed 
the compaign to broaden fire policies has 
gained strong impetus. 


individual _ policies. 


particular lines. 


In the current development many in- 
surance companies appear to feel that 
compulsory deductible provisions are es- 
sential. If insurance coverage is to 
approach the “all risk” 
few exclusions as possible, and yet not 


goal, with as 


(Continued on Page 34) 





Matar 


JOHN O. COLE 


John O. Cole, who has been active in 
the insurance brokerage business for 
more than 20 years, has joined Despard 
& Co., prominent New York City bro- 
kerage house. He was formerly vice 
president, secretary and a director of 
Stewart, Hencken & Will, also of New 
York. Mr. Cole has been in the insur- 
ance brokerage field since his gradua- 
tion from Amherst College in 1927, and 
is now an officer of both the Insurance 


3rokers Association of New York and 
the National Association of Insurance 
3rokers. 


* * * 


Paul B. Sommers, who retired last 
month as president of the American of 
Newark after serving in that post for 
fifteen years, has been presented with 
a sterling silver thermos and tray by 
the members of the board of directors 
in appreciation of his services to the 
American Insurance Group. In _ addi- 
tion directors of the company passed 
a resolution commending Mr. Sommers 
for his years of faithful service. A copy 
of the resolution, hand engrossed and 
colorfully illuminated and bound in a 
special leather covering, was presented 
to Mr. Sommers as a souvenir of the 
occasion. He is continuing as a member 
of the board and as a special consultant 
to officers of the company. 


* * * 


Dudley F. Giberson, president of the 
Giberson Insurance Agency, Alton, IIl., 
and Mrs. Giberson announce the birth of 
a daughter, Joanne, September 14 at 
Alton Memorial Hospital. The Giber- 
sons are parents of one other daughter 
and three sons. 

* * 

Frank A. Christensen, president of 
the America Fore Group, has been elect- 
ed a member of the board of directors 
ot the Commerce and Industry Associa- 
tion of New York, Inc. He has been 
chairman of the association’s committee 
on insurance and fire prevention since 
1942. 

x ok * 

Dan W. Flickinger, general agent of 
the John Hancock in Indianapolis, has 
been appointed chairman of the Blood 
Donor Recruitment Committee for the 
Indianapolis chapter of the Red Cross. 
He has personally donated 14 pints of 
blood during and since World War II. 

x ok ok 


E. H. Kettler, former president of the 
Farmers Savings Bank at Irwin has 
sold his interest in the bank and has 
opened an insurance agency at Irwin. 














J. C. HIESTAND 


J. C. Hiestand, vice president and sec- 
retary of the Ohio Farmers Insurance 
Company, was elected president of the 
Insurance Federation of Ohio at a spe- 
cial meeting held in Columbus on Sep- 
tember 12. Mr. Hiestand has been with 
the Ohio Farmers for 30 years, join- 
ing in 1920 to organize the automobile 
department. He was also active in or- 
ganization of the Ohio Farmers Indem- 
nity in 1929, 

x ok x 

Charles J. Smith, owner of the 
Charles J. Smith insurance agency in 
Des Moines, la., is the first Des Moines 
insurance man to receive the CPCU 
designation and the second in the state 
to receive the honor. 

i Re * 


Edwyn Portrait 


POWELL B. McHANEY 


Powell B. McHaney, executive vice 
president and general counsel, General 
American Life was elected president ol 
Pi Kappa Alpha, national college fra- 
ternity, at its biennial convention 1 
Cincinnati, Ohio, recently. Affiliated with 
Pi Kappa Alpha during his undergradu- 
ate days at the University of Missour! 
in 1921 Mr. McHaney had served as 
national alumni secretary for the last 
three years. A national strength 0 
100 active chapters was reported at the 
convention. 
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The Dineen-Bohlinger Dinner 
The insurance industry of Greater 
New York has for years been harbor- 
ing a great wit, and until Thursday 
night of last week was in ignorance of 
that fact. He is Colonel Francis R. 
Stoddard, former Commissioner of In- 
surance of this state. This side of 
Colonel Stoddard’s personality was dis- 
closed at the dinner in Hotel Belmont 
Plaza given to Robert E. Dineen, for- 
mer Insurance Superintendent, and to 


his successor, Alfred J. Bohlinger, at 
which Colonel Stoddard was  toast- 
master. 


In addition to the big turnout by 
the personnel of the Department the 
dinner was attended by many represen- 
tatives of companies, lawyers and others 
associated with insurance, including a 
table full of Commissioners of other 
states. One of the Commissioners was 
Colonel W. Ellery Allyn of Connecti- 
cut who had been guest of honor at an 
affair sponsored by Connecticut insur- 
ance associations, occasion being to 
celebrate Colonel Allyn’s election as 
president of National Association of 
Insurance Commissioners. 

Toastmaster Stoddard had not gotten 
far in his introductions before he _ be- 
gan to cut loose with a barrage of 
suave, artistic ribbing of the New York 
Department which was met with gales 
of laughter. Mostly the targets were 
Mr. Dineen and the Deputies he has 
appointed, many of whom were at the 
head table, although two of them—Wal- 
ter Martineau and Tom Morrill, now 
in company pastures—were seated at 
tables on the floor. The targets took 
their needling in good grace, Dineen, 
Bohlinger and Martineau particularly 
demonstrating that they could take it. 
Anyway, they were being greeted dur- 
ing the evening by a shower of eulogy, 
while the testimonial nature of the 
event. the big attendance and esprit of 
the dinner were enough of a compen- 
sating factor to salve any wounded 
feelings—if there were any. 

The faces of Deputy Roy C. McCul- 
lough and former Deputy Tom Morrill, 
alwavs dead-pan at hearings, did not re- 
flect any emotion. 

In his first story Colonel Stoddard 

not only displayed qualities of imagi- 
Nation but hinted at a theme. This is 
the story: 
_ “Bob” Dineen and his Deputies were 
i a rowboat on the ocean when a 
heavy storm came up. No boat could 
survive such a heavy sea. It rolled over 
and no help was at hand. The question 
is: who was saved? The answer is: 
the Insurance business. 

Colonel Stoddard then got busy with 
the Deputies appointed by Dineen, They 
Were young, sincere, intense, quick to 
make decisions, their motives high, he 
said. He told of one hearing where 
companies were sparring for time. To 
the Department the companies at the 
hearing had presented about 30 briefs 
and Other documents which, if carefully 
studied, would normally result in con- 











siderable home work at night. The 
Deputy conducting the hearing made an 
instantaneous decision. 

“Everyone was surprised,” said Cel- 
onel Stoddard, “because the Deputy was 
pretty busy in the operation of conduct- 
ing the hearing itself. He stood high 
in college and his fast-clicking men- 
tality probably enabled him to assimi- 
late the contents of the briefs with a 
glance or two during dull moments of 
the hearing. I hear there was a differ- 
ence of opinion among those present 
whether the Department had decided to 
write its opinion either before the hear- 
ing or directly thereafter.” 

Discussing the former Superintendent, 
Stoddard called him a fighter, a man 
of action who when once he had made 
up his mind to have something accom- 


plished went to the bat and put his 
ideas over. Sometimes he used diplo- 
macy; sometimes he did _ not pull 


punches. 

“Let me give you a description of 
how good ‘Bob’ is in the ring and some 
speedy battles in which he engaged,” 
said Stoddard. “I will describe his ca- 
reer in the Department in language of 
the prize ring. Bob whipped the Fire 
Insurance Exchange in six rounds; he 
whipped the Acquisition Cost Confer- 
ence in four rounds; he whipped the 
multiple location fire rating opponent in 
two rounds; and whipped the Insurance 
Advisory Board in 30 seconds. As far 
as the 1921 fire profit formula was con- 
cerned, he had it on the ropes at which 
time the other Commissioners invaded 
the ring and it was declared ‘no fight.’” 

What Colonel Stoddard had in mind 
in his comment on the Advisory Board 
was the group of former New York 
State Commissioners who had been ap- 
pointed to advise with Dineen on compli- 
cated insurance matters. There was a 
conference or two, after which the ex- 
Commissioners came to the conclusion 
that the Superintendent felt capable of 
making up his own mind, with the as- 
sistance of his staff. 

“No doubt,” mused Colonel Stoddard, 
“he was surrounded by brains; they 
were of his own selection. So the Board 
became a memory.” 

At this point Colonel Stoddard read a 
letter from Mary Donlon, chairman of 
the Workmen’s Compensation Board, 
New York, who had been closely asso- 
ciated with Superintendent Dineen in 
conferences leading up to the passage 
by New York State of the disability 
benefits act, the telegram expressing 
Miss Donlon’s regret that she could not 
attend the dinner. 

Colonel Stoddard’s talk began to take 
on a political twist and he stopped rib- 
bing the Department to take a shot at 
President Truman’s system of Compul- 
sory Health Insurance. 

“In my opinion,” he said, “the HST 
system works out simply like this: A 
person enters a hospital where he finds 
two doors, one marked ‘Medical,’ the 
other, ‘Surgical.’ He passes through one 
of those doors and in another room 


there are two more doors, one marked 
‘Chronic’ and the other ‘Temporary.’ 
Again he goes through one of them 
whereupon he encounters a door marked 
‘Male’ and another, ‘Female.’ Continu- 
ing his journey the next doors to con- 
front him are labeled ‘Republican’ and 
‘Democrat.’ Going through the ‘Republi- 


can’ door he finds himself out in the 
street.” 

Colonel Stoddard admitted that he 
had been a politician himself. “I was 


Republican leader of an Assembly Dis- 
trict which ran from South Washing- 
ton Square to Columbus Circle, from 
Eighth Avenue to Third Avenue,” he 
said. “One day a slim young fellow 
came to see me and said he would like 
to do some work in the organization 
with the hope that he could become a 
district captain. I asked him a lot of 


questions about his background and 
present status. He told me he was 
working in a law office, came from 


Michigan and he didn’t object to ring- 
ing doorbells and helping to get the 
vote out for the GOP (Grand Old 
Party). He did well and I made him 
a captain. Yes, his name was Tom 
Dewey.” 

Later, Stoddard thought the GOP in 
his district had lost the Irish vote 
because of a phony allegation about 
the Republican candidate. Accusation 
was that he was a “left-footer.” That 
meant he was a fellow who changed his 
religious allegiance. It wasn’t long be- 
fore election and Stoddard, the GOP 
leader, had to work fast. It was neces- 
sary to find a popular, hustling young 
Irishman who was a Republican and 
would get busy putting that rumor on 
ice. The young fellow he picked was 
Tom Curran, now Secretary of State 
of New York. It will thus be seen that 
Colonel Stoddard has some important 
political affiliations. It was natural, too, 
that when Dineen and Bohlinger were 
under consideration of Governor Dewey 
regarding their appointments to the In- 
surance Departments someone from 
Dewey’s office—if not the Governor 
himself—gave Stoddard a_ ring and 
asked his opinion. In both instances 
Stoddard told Albany that he regarded 
Dineen and Bohlinger as able men who 
were loyal Republicans, stood well in 
their communities, were hard workers 
and would give their best efforts to any 
post they filled for the state. 

The chief actors in this testimonial 
dinner drama—Bohlinger and Dineen— 
were in their best form. For Superin- 
tendent Bohlinger the dinner repre- 
sented the long-desired opportunity to 
pay public recognition to Dineen whom 
he admires both personally and asa state 
official. However, he succumbed to the 
temptation to poke fun at his former 
chief for trying so hard to keep “bot- 
tled up” the news that he was going to 
join the Northwestern Mutual Life. 
What intrigued him was that at the 
Quebec meeting of the Commissioners, 
just about three days before Bob 
Dineen took over his new job, he in- 
sisted that he didn’t know where he 
was going. On behalf of the people in 
the New York Department Mr. Boh- 
linger presented Mr. Dineen with a 
camera and made one request in so do- 
ing: “When you take pictures of those 
lovely children of yours and of Mrs. 
Dineen we do hope that you will send 
prints of them back to us in the New 
York Department.” 

As the closing speaker Mr. Dineen 
was gracious, smiling and thoroughly 
at home. His response was in distinct 
contrast to the impression many insur- 
ance people had formed of him when, 
as Superintendent he fought vigorously 
to gain a point or defend Departmental 
policies. He said that he would always 
keep in his mind the picture of New 
York as a warm, human city, and in so 
saying Mr. Dineen had uppermost in 
his thoughts the helpful attitude of 
many people when his son, Larry, was 
so sick a few years ago. 

In commenting on Colonel Stoddard’s 
ribbing of himself and his Deputies, 
Mr. Dineen said he hoped that the in- 
surance fraternity would not forget 
that the insurance industry had not 
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been crucified in any manner by the 
anti-trust division of the Department of 
Justice, nor had it suffered any serious 
invasion of its operational activities and 
rights by any Washington encroach- 
ment during the Dineen administration. 
“All of our activities were with the 
preservation of the institution of pri- 
vate insurance in mind and I think we 
succeeded,” he said. 

Mr. Dineen also expressed his appre- 
ciation for the support given during his 
administration by the New York De- 
partment staff. “Upon taking the job of 
Superintendent,” he said, “I decided to 
surround myself with able people, give 
them authority and then let them get 
the results on their own. They meas- 
ured up to that responsibility, too. The 
Superintendent’s job as I saw it was to 
do the planning and to get things done. 
In retrospect I realize that we did some 


things the hard way but at least we 
got the desired results.” 
In closing Mr. Dineen paid his re- 


spects to all who had worked with him 


and the New York Department. He 
mentioned the members of the All- 
Industry Committee, the agents and 


brokers and the press, saying as to the 
latter: “I got pretty good treatment 
from the insurance press and if, at 
times, they were a bit critical I probably 
had it coming to me.” Finally, in tribute 
to Al Bohlinger, he said: 

“He is industrious; he will stay with 
a job until it is done; he is a good 
balance wheel, and he is not a ‘yes 
man.’ ” 

Incidentally, the guests included some 
distinguished out-of-town Commission- 
ers as well as three former New York 
Superintendents besides Colonel Stod- 
dard. The New Yorkers were Jesse S. 
Phillips, retired chairman of the Great 
American Indemnity; George S. Van 
Schaick, formerly vice president of 
New York Life and now an attorney, 
and Louis A. Pink, board chairman ot 
Associated Hospital Service of New 
York. The out-of-towners were Colonel 





W. Ellery Allyn of Connecticut, presi- 
dent of the National Association ot In 
surance Commissioners; David A. Forbes 





of Michigan; pais ae Hart n t 
Massachusetts; Armand \ Harris of 








Minnesota; Sterling Alexander ot 
Iowa; Chris A. Got Deputy Com- 
missioner of New Jersey who has served 
his state for 57 years; E. A. 
Deputy Commi nel k \ I 
represented Commiss lw 
Larson of that state 
Then there were i ( ni n 
ers of € Ss s F \ é 
ie ¢ I svi tl Bob 
Din like¢ play lt Newell R 
._ Minnesota, wl recently 
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Attempts to Revise 
Escott Plan Beaten 


COMPROMISE EFFORTS ENDED 


Experience Rating Section of Multiple 
Location Risk Plan Upheld After 
Study of 175 Accounts 





No compromise proposal is now being 
considered by those who differ with re- 
spect to the merits of the Escott plan 
for rating multiple location fire risks 
nor is any compromise contemplated, 
it is said, after failure of opponents 
of the plan to secure majority support 
for changes within the ranks of a 13- 
company special committee of the New 
York Fire Insurance Rating Organiza- 
tion. The committee has requested that 
it be discharged following adoption last 
week of a resolution that “any rating 
plan acceptable as a substitute for, or 
amendment to, the rating plan of Au- 
gust 31, 1949, presently approved in New 
York, must contain a provision for the 
reflection of individual account experi- 
ence.” 

How Companies Voted 

Voting in favor of the resolution were 
the Aetna Fire, Corroon & Reynolds, 
Crum & Forster, Fireman’s Fund, Great 
American, Home, Northern Assurance. 
The Continental and Royal opposed 
while Hartford and Automobile were 
not present. The Insurance Co. of North 
America submitted a telegram saying it 
would support no rating plan unless it 
contained principles of individual ac- 
count experience rating. The Firemen’s 
of Newark had no vote because its rep- 
resentative acted as chairman. As a 
result of this action it appears that 
agreement between the companies fa- 
voring and opposing the Escott plan 
is impossible. 

The special committee was named in 
July to ascertain whether any compro- 
mise agreement could be reached be- 
tween the majority of companies sup- 
orting the Escott plan and the minority 
group. The committee failed to reach 
agreement at several meetings and on 
September 14 accepted a report of the 
special committee of the Multiple Lo- 
cation Service Office on the subject of a 
compromise rating plan but resolved, as 
stated, that any rating plan must have 
provisions for reflecting individual ac- 
count experience. The compromise plan 
was turned down after the special sub- 
committee found that it did not meet 
the needs of multiple location business. 

Several state Insurance Departments 
have delayed holding hearings on the 
Escott plan while it was stated that 
some compromise agreement might be 
reached. The Escott plan is based on 
a system of rate modifications based on 
experience. Opposed to this plan are 
several companies which feel that an 
average of specific rates for multiple lo- 
cations is preferable. The latter argue 
that experience and expense factors do 
not warrant rate credits for this type of 
business. 

MLSO Presents Report 

A special subcommittee of the Mul- 
tiple Location Service Office presented 
a report to the New York Fire Insur- 
ance Rating Organization company 
committee last week on the results of 
tests applied to 175 accounts selected at 
random and ranging in number of loca- 
tions from 5 to 771. These tests were 
made on a proposed compromise rating 
plan. The tariff premiums are as low as 
$500 and as high as $168,000. They fall 
within classes whose five-year loss ra- 
tios range from 31% to 75% and their 
individual account five-year experience 
varies from zero to 230%. 


In its report the MLSO committee 


and 


analysis 
study it has reached the following con- 
clusions with respect to the proposed 


says that after careful 


compromise plan, which was_ turned 
down by the fire rating body committee 
last week: 

“1, The proposed rating method, by 
producing average rates unaffected by 
individual loss experience, gives no con- 
sideration to the important fact that 
large and desirable multiple location 
lines have for many years been retained 
by member companies only through pro- 
vision for rates recognizing good loss 
experience of the individual account. 

“2. The proposed rating method, by 
producing rates unaffected by individual 
loss experience, omits recognition of 
another important fact—that large mul- 
tiple location accounts with unfavorable 
individual loss experience have for 
many years been rendered acceptable to 
underwriters only by surcharge in rate, 
and that only through this instrumen- 
tality there has been created a mar- 
ket with member companies to fill 
this legitimate need of the insurance- 
buying public. 

Some Rates Too High, Others 
Too Low 


“3. The proposed rating method pro- 
duces rates so high for many accounts 
enjoying favorable individual loss ex- 
perience, as to make it certain that 
many of these good accounts will be 
forced off the member companies’ books 
and into other markets which do give 
rate consideration to their favorable ex- 
perience. 

“4. The proposed rating method pro- 
duces rates unnecessarily low for many 
accounts with poor individual loss ex- 
perience. This effect is noted particu- 
larly in the case of large unprofitable 
accounts. The result in practice would 
be to attract to and fasten upon com- 
panies’ books unprofitable accounts by 
offering to them unwarranted reduc- 
tions in rates. 

“5. Combination of the two foregoing 
effects—driving away profitable lines, at 
the same time holding out strong, un- 
warranted inducements to the unprofit- 
able—would, in this committee’s opin- 
ion, insure that multiple location re- 
porting form business as a whole would 
tend to become unprofitable to the com- 
panies. 

“6. The memorandum of August 15 
declares that the credits obtainable by 
use of the proposed credit table ‘would 
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Carnell Executive V. P. 
North Star Reinsurance 

R. K. DAVIS VICE PRESIDENT 

Carnell Has Been Secretary of Seibels, 


Bruce & Co.; Davis Joined the 
North Star in 1947 





Edward G. Lowry, Jr., chairman of the 
board of the North Star Reinsurance 


Corporation, fire affiliate of General Re- 
insurance Corporation, announces 


ap- 


FRED A. CARNELL 


pointment of Fred A. Carnell as execu- 
tive vice president of North Star. Mr. 
Carnell has been secretary of Seibels, 
Bruce & Company, Columbia, S. C., in 
charge of the reinsurance department, 
since October, 1941, to the present. He 
attended New York University and has 
been active in the reinsurance field since 
1937. 

Mr. Lowry also announced promotion 
of Ray K. Davis from secretary to vice 
president. Mr. Davis joined North Star 
in July, 1947, and was associated with 
the Fidelity & Guaranty from 1929 to 


1947, 





WDC Reestablishment 
Is Favored by Truman 


President Truman stated in Washing- 
ton last week that he favors reestablish- 
ment of the War Damage Corporation 
as a medium for handling war claims if 
such should arise in this country. Such 
claims would be those directly or in- 
directly attributable to war. 
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General Mills Decision | 
Reversed by U. S. Cour 


NO FIRE’ LEGAL LIABILITy 7 


& 








Appeals Court Holds Tenant of Building 3 
Is Not Legally Responsible fo, © | 
Fire Loss of $142,500 


The United States Court of Appeals 7 
Eighth District at St. Louis, on Tues. 7 
day reversed the District Court in Min. © 
neapolis in the General Mills case / 
remanding the proceedings with dire. | 
tions to enter a judgment for the de. | 
fendant at the plaintiff’s cost. It was q | 
two to one decision written by Judge f 
Woodrough and concurred in by Judge Ps 
Riddick. Judge Sanborn strongly dis. f 
sented, contending that the judgment oj | 
the district court for $142,500 should [ 
be sustained. The Minneapolis cour 
had held the General Mills company [ 
liable for fire loss sustained by owners / 
of a building leased by the defendant. 

The 40-page decision written by Judge 
Woodrough thoroughly analyzed the | 
various issues raised and stressed that | 
the owners in buying the property knew | 
the terms of the General Mills lease | 
and the high fire hazards of the prem. 
ises as indicated by the amount of in. | 
surance they carried. 

The Minneapolis District Court held 
the General Mills, as tenant of the 
building, liable for fire loss to the | 
structure on January 15, 1948, allegedly 7 
caused by the negligence of General 
Mills’ employes. General Mills occupied © 
the building under a 1946 lease running 
for 10 years. The lower court entered 
a judgment for the building owners, 


Harry Goldman and_ associates, and 
their insurer, Indiana  Lumbermen’s 
Mutual, which carried $100,000  insur- 


ance on the structure and $15,000 rent 
insurance. The judgment was for $142- 
500, rendered on October 12, 1949. The 





case has attracted wide attention in 
msurance and financial circles because | 
of the fire legal liability questions | 


involved. 


: , ' 
Wm. Penn Fire Reinsurance 


Plans Close to Completion 


The Wm. Penn Fire of Philadelphia 
reported last week to the Pennsylvania 
Department of Justice that it had com- 
pleted plans for reinsurance of its busi- 
ness in excess of $1,200,000. At a hear- 
ing last week at Harrisburg testimony 
was taken on the question whether the 
company can be rehabilitated or whether 
it should be liquidated. A more favor- 
able relation between assets and liabili- 
ties is being reached, counsel for the 
company stated. 

The company has reduced its staff and 
officials are working on as many rein- 
surance arrangements as possible. Gen- 
eral Counsel John A. Skelton of the 
Pennsylvania Insurance Department 
stated that the company has made “very 
substantial progress in its reinsurance 
plan.” It was stated that by today, 
September 22, when another hearing 1s 
scheduled, a completed reinsurance plat 
may be presented. 





Escott Plan Approved in 


Minnesota and Montana 

The Escott plan for rating multiple 
location fire risks on a credit and_sut- 
charge basis has been approved in Min- 
nesota and Montana. The plan now 3S 
available in thirteen states in addition to 
New York. 

In Minnesota Commissioner Armand Ff 
W. Harris holds that. the rules and 
forms for multiple location coverage are 
not unfairly discriminatory under pro- 
visions of the state laws. The appeal 
against the Escott plan was brought by 
companies in the America Fore Group, 
Loyalty Group, Automobile of Hartford, 
and Hartford Fire Group as a minority 
group of members of the Fire Under- 
writers Inspection Bureau. 
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Atlantic Cos. Advocate 
Standard All Risks Form 


BANKERS GET SMILEY’S VIEWS 


Atlantic Vice President Says Entirely 
New Policy Should Be Developed 
to Cover Dwellings 
The Atlantic Companies of New York 
believe that if the whole insurance in- 
dustry would adopt a standard “all risks” 
policy to cover dwellings as a first step 
“toward improvement ot property insur- 
ance,” more premiums would be written, 
the public would be better served and 
the underwriting would be successful. 
These views were expressed by Joseph 
H. Smiley, vice president of the Atlantic 
Mutual and Centennial, when speaking 
before the Savings Bank Insurance 
Forum in New York on September 14. 
Mr. Smiley further believes that an 
“all risks” policy would improve public 
relations to the extent that the average 
home owner would eventually have a 
better opinion of his property insurance. 
He told the bankers that “an entirely 
new policy should be developed by the 
industry. How soon it will come depends 
largely upon the extent to which the 
policyholders, their agents and brokers 
make known their interest in better in- 

surance for dwellings.” 


Outlines Atlantic Endorsement 


In his address, Mr. Smiley described 
the dwelling “all risk” endorsement of 
the Atlantic Companies, approved in 
New York in April, reviewed the think- 
ing which led to formulation of this 
broader coverage and said that “if we 
have, by the introduction of what we 
acknowledge to be an imperfect vehicle 
for providing dwelling ‘all risks’ insur- 
ance, made even a small dent in the 
lethargy of the fire insurance industry 
in responding to the needs of the insur- 
ing public, we are content with our 
contribution.” 

William D. Winter, chairman of the 
board of the Atlantic Companies, has 
long been an advocate of multiple line 
coverage for fire and casualty insurers 
and he served actively on an industry 
committee to further multiple line legis- 


lation now passed in New York and 
nearly every other state. 
Reviewing developments of the At- 


lantic Companies’ action in making their 
“all risks” endorsement available in 
New York after multiple line underwrit- 
ing became legal Mr. Smiley said that 


the Atlantic could not bring out an 
entirely new policy right off as that 
would conflict too much with existing 


practices, particularly relating to mort- 
gagee interests. However, the companies 
feel strongly that a standard “all risks” 
policy should be adopted by the entire 
insurance industry and “straws in the 
wind indicate that there is some think- 


ing along this line.” Continuing, Mr. 
Smiley said in part: 
“As an organization that has often 


publicly stated its position as believing 
in the development of broader coverages 
and in the gradual elimination of com- 
partments in the insurance business, we 
Were impressed by this simple fact: the 
home owner could insure his automobile ; 
his jewelry, furs, and fine arts; his cloth- 
ing; his furniture; and all of his other 
personal property—and his legal liability 
as well—against practically all risks 
without a specific enumeration of the 
risks, and with but a few sensible and 
reasonable exclusions. 


Trying to Remove Inconsistency 

“But he could not similarly insure the 
house which contained most of this per- 
sonal property. Why not? Well, that 
Was a long story that made sense to 
Msurance people, but not to anyone else. 
Also, we suspected that the opinion of 
the average home-owning policyholder 
about his general insurance policies is 
that they are something for which he 
Must pay premiums, half expecting that 
it he has some kind of a loss he will be 
told that it is not covered. 

_ The seeming inconsistency as to the 
kind of insurance available to cover 


what is the commonest insurance risk 
appeared to us to be a good place to 
do something about the situation. 

“Logic alone would have led us to 
write an entirely new policy to cover 
dwellings against a!l risks, but the prac- 
tical aspects of the situation led us to 
a different conclusion. Most dwellings 
are mortgaged and most mortgagees re- 
quire the mortgagor to furnish a stand- 
ard fire insurance policy, usually with 
extended coverage, in an amount not less 
than the amount of the mortgage, with 
a standard mortgagee clause making loss 
payable to them as their interest may 
appear. 

“Tending institutions which make large 
numbers of loans depend upon the stand- 
ard fire policy and the standard clauses 
to protect their interests, to the extent 
that the examination of these policies 
where they cover simple dwellings is 
ordinarily a routine clerical job. If we, 
as a single company, representing but 
a small part of the general insurance 
industry, were to come out with an en- 
tirely new and broad form of policy 
for the insuring of dwellings, to be used 
in lieu of fire insurance, we could hard- 
ly expect mortgagees to accept it blindly, 
nor could we reasonably expect them to 
be willing to go to the trouble of ob- 
taining legal opinion as to the adequacy 
of the policy, even though it might 
actually be much broader than the stand- 
ard fire insurance policy with extended 
coverage. 

“This line of reasoning led us to the 
conclusion that for the present, the only 
practical approach to the broadening of 
insurance on dwellings would be through 
the use of the universally understood 
and accepted standard fire policy as a 
base. It was also apparent that the 
basic forms and endorsements should 
remain unchanged for the same reasons. 
Any broadened form of coverage would, 
therefore, have to be in addition to the 
standard coverage,” said Mr. Smiley. 


Deductible Replaces Exclusions 


“Starting from this premise, we pro- 
ceeded to draft an endorsement which 
was intended to convert a fire policy 
with extended coverage, covering on a 
dwelling; to a policy which would cover 
loss from any cause of a fortuitous 
nature, excluding only those losses which 
were felt to be improper for insurance, 
such as war and depreciation. — 

“This was a difficult undertaking, we 
found. It was easy to broaden the cov- 
erage, but it was difficult to avoid a 
lengthy list of exclusions. We made a 
list of all the possible occurrences we 
could think of which were non-fortuitous 
in nature and which we were unwilling 
to insure. 

“We then put a $100 deductible clause 
into the form, as preferable to the long 
list of exclusions we considered neces- 
sary. It permitted the narrowing of the 
exclusions to a few which are there for 
what seemed to us to be obvious reasons. 
We felt that inasmuch as this coverage 
was new and extremely broad, it would 
be necessary to underwrite our under- 
takings in this direction very carefully 
at first. 

“The average owner-occupied, single- 
family dwelling gets better maintenance 
than tenant-occupied, single or multi- 
family dwelling units, in our judgment, 
and we decided to so limit our ac- 
ceptances for the present. 

“Our filing was made accordingly, at 
a judgment rate of 10 cents per hundred 
dollars of insurance for one year, or 25 
cents for three years, in addition to 
the standard tariff rates for the basic 
fire and extended coverage. A minimum 
premium of $25 for the endorsement was 
provided to limit the eligibility to risks 
involving $10,000 or more insurance. Our 
underwriting rules were set up so that 
our acceptances would be further limited 
to detached, year-round occupied dwell- 
ings. Seasonal dwellings and shore 
properties were not to be eligible. 

“An application form was _ provided, 
on which certain questions were asked 
of the agent or broker as to the age and 
condition of the property under con- 
sideration, and the insurance to volume. 

These are good-faith representations, but 





NAIA Issues Complete Program 
For Chicago Convention Oct. 2-5 


With advance registrations already 
over the 1,000 mark, the National Asso- 
ciation of Insurance Agents has an- 
nounced that all indications point to 
a large meeting at the Stevens Hotel, 
Chicago, October 2-5. A summary of 
the program for the convention, which 
underscores this year’s theme, “Accent 
on You—The Agent,” follows: 

Preceding the main sessions of the 
54th annual convention will be a meet- 
ing of the NAIA executive committee, 
Melvin J. Miller, Fort Worth, Texas, 
chairman, presiding, starting on Friday, 
September 29, with sessions continuing 
through Sunday, October 1. 

Preliminary to the convention, on 
Sunday evening, October 1, the Na- 
tional Board of Fire Underwriters will 
conduct a showing of their two latest 
films, “These Are The Facts,” and “The 
Torch.” All members and guests are 
welcome. 

Territorial Conferences 

The territorial conferences, which all 
agents and guests are urged to attend, 
will be held Monday, October 2, at 
10 am. as follows: Eastern, Edwin S. 
Cowles, Jr., Hartford, Conn., chairman; 
Southern, Donald A. Bolton, Jackson- 
ville, Fla., chairman; Midwest, Arthur 
M. O’Connell, Cincinnati, O., chairman: 
Far West, Ralph D. Callister, Salt Lake 
City, Utah, chairman; and Rocky Moun- 
tain, J. M. Christensen, Laramie, Wyo., 
chairman. : 

The national board of state directors, 
O. Shaw Johnson, NAIA president, pre- 
siding, will be meeting Monday at 
2 p.m. : 

The convention’s opening general ses- 
sion will follow at 3 p.m., with President 
Johnson presiding. The feature address 
will be given by Dr. George S. Benson, 
president, Harding College, Searcy, Ark. 
His talk is entitled, “America and the 
Welfare State.” In addition, Mr. John- 
son will give the report of the admin- 
istration and the President’s Citations 
will be made to members who have 
brought prestige and credit to the 
American Agency System during the 
past year. 

A second meeting of the board of 
state directors is scheduled for Monday 
evening at 8. President Johnson will 
again preside. 

Tuesday, October 3, the educational 
division breakfast conference for local 
and state association secretaries and 
managers will be held at 8 a.m., with L. 
P. McCord, Jacksonville, Fla. NAIA 
educational committee chairman, pre- 
siding. 

Workshop Program 

The NAIA workshop program is 
scheduled to follow at 9:30 a.m. with 
President Johnson presiding as chair- 
man. Featured on the workshop panel 
will be William Glassick, Hollywood, 
Calif., chairman of NAIA agency man- 
agement committee, who will discuss 
“The Agency Cost Survey.” Mr. Glas- 
sick will be assisted by J. Huell Briscoe, 
cost accountant, Chase Conover Co., 
Chicago. 

Following this discussion, Arthur M. 
O’Connell, Cincinnati, chairman of the 
NAIA property insurance committee, 


will cover the subject of “Comprehen- 
sive Householders’ Policy and Simpli- 
fied Policy Forms.” He will be assisted 
by Maurice J. Hartson, New Orleans 
committee member. Also on the work- 
shop panel will be an analysis of “Fire 
Legal Liability,” by Robert M. Babbitt, 
Jr., CPCU, assistant vice president, 
Joyce and Co., Inc., Chicago. 

The third session of the National 
3oard is planned to follow at 2 p.m. 

The traditional convention ‘cocktail 
hour will be held on Tuesday evening 
at 5:30 p.m. with the America Fore 
Group serving as hosts. In addition a 
dance is scheduled for 9 p.m., with the 
Millers National, and the Illinois Fire 
serving as hosts. Square dancing, under 
the guidance of professionals, will be 
featured. Dress is informal. 

Opening the program on Wednesday, 
October 4, will be a sales clinic, sched- 
uled to start at 9:30 am. John H. Car- 
ney, Eau Claire, Wis., executive com- 
mittee member, will preside as_ chair- 
man. Featured at the clinic will be the 
following: 

“Meeting Mutual Competition,” by 
Austin T. Flett, Chicago, insurance pro- 
ducer, assisted by John T. Even, 
sistant manager, Fireman’s Fund Group, 
Chicago; “Dishonesty Insurance —A 
Sales Opportunity,” by Emil L. Lederer, 
Chicago, chairman, NAIA fidelity and 
surety committee, assisted by E. C. An- 
derson, assistant secretary, Surety Asso- 
ciation of America; and “The Sales 
Track,” by Dr. Laurence J. Ackerman, 
dean of the School of Business Admin- 
istration, University of Connecticut. 

Election of Officers Wednesday 

The national board of state directors 
will meet in its fourth session at 9:30 
a.m. on Wednesday and at 2:30 p.m. a 
general membership session for the an- 
nual election of officers will be held. 
Following the election several annual 
NAIA awards will be presented. 

Also at this general session the fea- 
tured speaker, Robert S. Wilson, Akron, 
O., vice president and sales manager of 
the Goodyear Tire & Rubber Co., will 


as- 


present a talk entitled, “The Profes- 
sional Salesmen Will Not Die.” 
The annual convention banquet will 


be staged Wednesday evening at 7 p.m. 
At this time the incoming 1950-1951 offi- 
cers of the association will be installed 
by William: P. Welsh, Pasadena, Calif., 
NAIA past president, and the oath of 
office will be administered by J. Ed- 
ward Day, Director of Insurance, IIli- 
nois. The evening’s entertainment pro- 
gram will be provided through the cour- 
tesy of the Continental Casualty and 
Continental Assurance. 

A fire and accident prevention forum 
is planned for Thursday, October 5, at 
10 a.m. Featured on the forum will be 
a demonstration of classroom fire 
safety studies by school children of 
Chicago staged by the National Educa- 
tion Association and the Chicago Board 
of Education. Also there will be a 
demonstration of driver education 
studies by students of Chicago schools, 
staged by the Association of Casualty 
and Surety Companies. Adjournment 
is scheduled for 12:30 p.m. 





are not warranties in the policies. 

“When the extended coverage endorse- 
ment first came out, many felt that it 
was not practicable because it would only 
be used in the areas that were ex- 
tremely susceptible to windstorm damage 
and would therefore have to carry a 
prohibitive rate. It did not work out 
that way, although it did take a lot of 
pressure in some states to get the 
rating authorities to publish a rate low 
enough to gain general acceptance. 

“In Ohio, where I was at the time, 
the banks were in favor of it, and they 
advised the rating bureau through the 
medium of an organization such as this, 
that they would require it to be attached 


to all fire policies they held as 
mortgagees if a more reasonable, lower 
rate should be made available. Eventual- 
ly, after a great deal of discussion about 
what might ‘happen to the then profitable 
high-rated windstorm insurance, the ex- 
tended coverage rate was lowered and 
the endorsement gradually took ‘ts place 











It is now almost universally used 

most property owners have this pro- 
tection, while before only a few ha 
windstorm insurance. Similarly, we ve 
been told that coverage which includes 
earthquake, water damage and flood can- 
not be successfully underwritten for the 


same reason.” 
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Agency Opportunities and Pitfalls 
Outlined by Witmeyer, Excelsior Pres. 


vital importance of the 
l business of insurance 
Forrest H. Witmeyer, president of the 
Excelsior Insurance Co. of Syracuse, 
N. Y., told members of the Pennsylvania 
Association of Insurance Agents last 
week how they can still further increase 
their usefulness and income. Speaking 
at the annual convention of the state 
body at Bedford Springs Mr. Witmeyer 
stressed also the point that every agent 
in this country is not only a salesman 
but “for all practical purposes also an 
insurance company. 

To support this statement Mr. 
meyer said that every policy an agent 
produces, new or renewal, is the prop- 
erty of the producing agent and not of 
the company writing it, assuming the 
premium has been paid promptly to the 
company. 

“Therefore, in a sense if not in re- 
ality, you as the agent are simply rein- 
suring your business one hundred per- 
cent in the companies that you repre- 
sent, for under you state laws you are 
not permitted to ‘keep’ any of the busi- 
ness that you produc e—unless, of course, 
you organize an insurance company of 
your own which very few, if any, agents 
are financially able to do,’ Mr. Wit- 
meyer continued. 

Agents as Owners of the Business 

“My main reason in pointing this out 
to you is to fake you realize that you 
are far more than merely agents for the 
companies that you represent; that you 
are truly the owners of the business 
that you pass along to them—a fact that 
is all too often forgotten in our business. 
Doesn't it make you feel that this places 
you on a level at least as important as 
that occupied by your companies—and 
pretty much in the same position that 
they, in turn, occupy in relation to their 
reinsurance companies ? 

“Some of you might say, isn’t this a 
rather dangerous thing to point out; 
might it not induce companies to become 
direct writers so as to own the business 
ibsolutely and thereby gradually elimi- 
nate entirely the American Agency Sys- 
em? The answer to this, as I see it, 
is so obvious that it scarcely needs men- 
long as the insurance 


Stressing the 
ocal agent in the 


Wit- 


tioning—for as 


agents of America vontinue to do the 
kind of job that they have been doing 
during the past century and a half, the 
companies, I am sure, will give little 


thought to departing from the agency 
system—even though here and there, 
especially in some of the specialty 
classes, the competition of direct-writers 
is felt. 

“After all, no system that I have heard 
about has yet been devised that provides 
a better incentive to production than the 


existing gency system which has 
weathered the storms of many genera- 
And besides, it is most doubtful 


tions. 
that companies could operate more eco- 
nomical lly on a direct basis than through 
the agency system—provided, of course, 
that acquisition costs under the agency 
system are held within reasonable 
bounds. If they aren’t—and there are 
symptoms to the contrary here and there 
it is something that the agents them- 
Ives s hould be most deeply concerned 
about,” the Excelsior president said. 
Commissions 
“Since the matter of agency commis- 
sions is no longer one that is regulated 
by company group action, it is a sub- 
ject for individual consideration between 
company and agent—just as it is be- 
tween companies reinsuring with each 
other—and a new obligation is imposed 
on agents and companies alike to see 
that commissions do not get out of 
hand; for if they do unbridled competi- 
tion in the matter of commissions could 
not be in the public interest and in the 
long run could only prove a bad bargain 
both for the payers and recipients of 
unwarranted commission rates. 
“Furthermore, it will be an open invi- 


to state or federal 
regulatory authorities to step into the 
picture; for after all, the commission 
comes out of the policyholder’s premium 


tation, in my opinion, 


dollar, and most certainly is a factor, 
even though hidden, in the rate struc- 
ture. It must, therefore, be adequate, 


but not excessive. 

“What are some of the opportunities 
and pitfalls that confront agents, indi- 
vidually and collectively,” Mr. Witmeyer 
asked. 

“In the first place, the insurance agent 
is really the insurance company as far 
as his client is concerned. How many of 
your customers even know the names of 
the companies in which you write their 
insurance? To me this is a tribute to 
agents and companies alike, for it cer- 
tainly demonstrates the confidence that 
the insuring public has in the integrity 
and financial stability of the entire in- 
surance business. 


Good Public Relations 


“This blind faith on the part of your 
customers imposes a terrific responsi- 
bility on you, their agent, for you are the 
front line of public 
entire insurance industry. 





FORREST H. WITMEYER 


panies individually, and_ collectively 
through such organizations as the Na- 
tional Board of Fire Underwriters and 
similar organizations, spend hundreds of 
thousands of dollars each year to create 
and maintain good-will and stimulate 
public confidence; but it is the insurance 


relations for the 
True, 


the com- 



































CLIPPERS WITHOUT 
CREWS ...The California 
Gold Rush of 1849 imposed a 
great burden upon the eastern 
marine insurance companies. 
Many men volunteered as 
crew members just to reach 
the Pacific Coast. Once there, 
they deserted and left in 
search of gold. The abandoned 
\ ships and cargo were left un- 
attended or beached, causing 
expensive repairs and high 
loss settlements which had to 
be adjusted by companies 


3,000 miles away. 





The National Union and Bir- 
mingham Fire InsuranceCom- 
panies maintain branch offices 
in principal cities of the United 
States, facilitating speedy and 
judicious claim service. 


£’ National Union 
and Birmingham 


FIRE INSURANCE COMPANIES 
PITTSBURGH PENNSYLVANIA 
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agent who, day in and day out, makes 
the real and lasting impression on the 
present and_ potential buyers of in- 
surance, 

“There are countless ways in which 
you can do a good public relations job 
that will not only benefit our business 
in general, but will also mean more earn- 
ings in your pocket. As an insurance 
agent you are naturally looked upon as 
one of the leaders in your community, 
Chances are that you are active in civic 
affairs, your chamber of commerce, your 
community chest if you have one, a 
service club, your church, and_ other 
similar activities. All of this stamps you 
as one who is sincerely interested in 
the welfare of your community. But that 
isn’t enough. What are you doing for 
your customer who its depending on you 
to provide the protection that stands 
between him and possible failure or 
serious financial embarrassment? This 
is the job for which he is paying you, 
and you are the one to whom he will 
turn when misfortune strikes,” Mr. Wit- 
meyer stressed. 

‘As claims roll into our office day after 
day there is nothing more disheartening 
than to review the cases of underinsur- 
ance; or what is worse, no insurance at 
all against the hazard that has caused 
the loss. Just the other day I had oc- 
casion to read an adjuster’s report about 

fire loss on a small frame church ina 
country town in Massachusetts. The 
sound value of the church at the time 
of the loss was $22,000, yet only $12,000 
insurance was carried under an 80% 
clause. Result: a sizeable coinsurance 
penalty. 

“There are dwellings and especially 
their contents in every community that 
are not insured at all, or for pitifully in- 
adequate amounts—and I'd hate to guess 
how man- nolicies, even in this day and 
wee, do not carry the extended coverage 
endorsement, rent or rental value in- 
surence, or additional living or extra 
e .pense coverage. 

Under-Insurance Dangerous 

“lm afraid that this condition is an 
indictment against those agents who are 
not doing their job. This is the sort of 
thing that does more to undermine good 


public relations in our business than 
anything else I know—as in the case 
of a friend of mine in Syracuse who 


phoned me excitedly one morning to 
sey that he was being sued for $75,000 
as the result of what he considered 
minor automobile accident, and his agent 
had insured him for only $10,000-$20,000 
liability limits without even telling him 
that he could have much higher limits 
at little additional cost. Wasn't he justi- 
fied at being plenty mad at his agent? 

“T realize that cases of this kind are 
by no means always the fault of the 
agent, for all too often the customer pre- 
fers not to buy the protection that he 
should have. But isn’t it a challenge to 
all of us, especially to the agent, to do 
our utmost to at least prescribe the 
proper coverages, and in adequate 
amounts, to those that we seek to serve 

—the same as a good doctor or lawyer 
ies for his clients? This is especially 
true now that inflation seems to be with 
us again. How many of you are auto- 
matically renewing your fire insurance 
policies for the same amounts that they 
were written for three years ago. 

“Only the other day my own 
who is about to renew my own dwelling 
insurance, reminded me ‘that building 
costs in Syracuse are 27% higher today 
than they were in 1947—and what is true 
in Syracuse is more or less true in every 
community, especially since the new in- 
flationary impetus caused by the situa- 
tion in Korea 

Small Accounts Valuable 

sympathy tor 


agent, 


“T haven’t too much 
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agents who have taken up the cry 
they are losing money on their 
accounts—that they would be bet- 
ter off without them,” Mr. Witmeyer 
eel. 3y their same arguments 
couldn't the proprietors of many retail 
stores easily prove that they lose money 
on every small sale, and yet they wel- 
come every customer, large or small ? 
Isn't the small boy w ho has only a penny 
or two to spend for candy tod: ry the 
subste intial customer of tomorrow : 
Isn’t there some value in hz aving even 
your smé illest customer tell his friends 
that you are his insurance agent, and 
thereby steer new business your way 
“Yes, to my way of thinking, these 
are all good business feeders and wide- 
awake agents are only too glad to have 
them. The fault in most cases lies not 
in the smallness of the account, but in 
not properly handling and developing it. 
“A prominent and successful agent 
stated recently, ‘a progressive agent 
does not sell insurance, he sells service’. 
And how true this is for, by and large, 


those 
that 
small 


policies, forms and rates are fairly 
standard; you can’t taste, smell or feel 
insurance, so it’s the quality of service 


that is the one big distinguishing factor 
in our business. 

“What are some of the that 
every good insurance agent needs? 
First and probably most important, he 
must have a good working knowledge 
of his profession, That is basic. It 
means that aside from merely being 
qualified to obtain a license from the 
state insurance department he must keep 


tools 


abreast with the endless changes that 
are occurring in our business. 
“The good insurance agent finds a 


world of information in the various trade 
papers that he ought to get and read— 
the excellent correspondence courses 
that are available, the concentrated 
courses that are provided by a growing 
number of companies, house organs and 
frequent bulletins from your companies 
and organizations like the National 
Board of Fire Underwriters—to say 
nothing of the refresher courses such as 
the ones held at Penn State, the Univer- 
sity of Connecticut, and at many other 
schools throughout the land. 


Educational Facilities Plentiful 

education is yours for the 
asking, and is vitally essential in our 
business. Gone is the day when the 
successful agent can merely along, 
for a new generation of e ager, enthusi- 
astic, hard-hitting and alert agents has 
entered the scene; and even agency girls 


“Insurance 


coast 


across the land are learning more and 
more about this business. Another good 
source of information is through your 


field man. Use him. He 
“Assuming that you are 


expects you to. 
a real student 


of the business,” continued Mr. Wit- 
meyer, “and have the proper tools to 
work with; that you have an efficient 


office system A ie you are a one-man 
agency or part of a large staff; that 
your collection system causes you no 
Worries; that you have a good public 
relations program in full swing at all 
times—then your only remaining job is 
to service your present customers to the 
best of your ability, and to have a defi- 
nite program to call on as many pros- 
pective customers as possible—and that 
is where real salesmanship comes into 
play. 

“Good salesm: inship is something quite 
intangible even at best, and yet there 
are certain well-defined fundamentals 
that all good salesmen knowingly or un- 
knowingly use. It was the late well- 
known Dr. Frank Crane who gave as 
his ten commandments of selli ing the fol- 
lowing: 1. Be agreeable. Know your 
goods. 3. Don’t argue. 4. Make it plain. 

Tell the truth. 6. Be dependable. 7. 
Recamee names and faces. 8. Don't 
€ egotistical. 9. Think success. 10. Be 
human. There are many more that can 
be added. 


Cooperation With Companies 
“There is one more thing that is ex- 
tremely important in our business, and 
that i is the growing need for an increas- 
ing amount of cooperation among agents 


’ 


among companies and, most important 
of all, between companies and agents. 


It has been my privilege to know many 
of your leaders and to observe the con- 
scientious work done by Frank Moses, 
your secretary-manager, during the past 
twenty years or more. You have achieved 
much, and I hate to think what insur- 
ance conditions would be today in your 
state were it not for the constructive 
efforts and influence of your great or- 
ganization. And what can be said for 
Pennsylvania can be said for practically 


every other state. 

“IT am very happy,” said Mr. Wit- 
meyer, “to see that many of those who, 
several years ago, were frightened by 


legalistic opinions that agents and com- 


panies could no longer counsel with 
each other because of the famous SEUA 
case and Public Law 15 are now crawl- 
ing out of their shell, taking new heart, 
and propounding the idea of company- 
agency conferences and cooperation. The 
need for more of this was never nearer 
at hand, in the face of a constant galaxy 
of new proposals—some of them obvi- 
ously sound and desirable, but some of 
them highly debatable. 
Agency-Company Conferences 

“All too often far-reaching decisions 
have been made in our business without 
seeking first the practical advice of you 
men out on the firing line, and then dis- 


covering that grave mistakes have been 
made. Fortunately, thanks to the voci- 
ferous objections of agency groups, and 
to the sagacity of the real company lead- 
ers, the time is again here when com- 
pany executives and agency representa- 
tives are sitting around the conference 
table—and no one sems too disturbed by 
any thought that a federal investigator 
is lurking in the shadows, ready to 
pounce upon them. Surely, the problems 
of our business are common to compa- 
nies and agents alike, and the more co- 
operation we can have, the better we 
shall serve the real bosses of both—the 
policyholders.” 

















An advertisement similar to this appears in SATURDAY EVENING POST, September 16 
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Henry Clay is known for his eloquence in further- 
ing causes that had an important effect upon the 
development of our nation. The record of insur- 
ance is also eloquent in attesting to the part it 
has played in the development and protection of 


our people’s resources. 


The Great American Group of Insurance Com- 
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Henry Clay Addressing the U. 
Rothermel, engraved by Robert Whitechurch. Also pictured are Daniel Web- 
ster, John Calhoun, and Sam Houston. Key to identities available on request to 
Great American Group of Insurance Companies, Box 155, Wall St. Station, N. Y.7. 
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panies has safeguarded private and commercial 
interests for over seventy-eight years. . . it offers 
world-wide facilities for virtually every form of 
insurance, except life. 


Call one of Great American’s 
or your broker... to learn how simply, and at what 
little cost, you can protect your own interests. 
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S. Senate, 100 Years Ago— Drawing by P. F. 


16,000 local agents. 
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Zwinggi President of 
Pennsylvania Agents 


MORTON WHITE STATE DIRECTOR 


Association Offers Services to Country 
in National Emergecy and as 


Medium in War Damage 





W. J. Zwinggi of Logue Brothers & 
Co, Inc., Pittsburgh, has been elected 
president of the Pennsylvania Associa- 
tion of Insurance Agents. He was 
named to succeed W. Howard Stewart 
of Clearfield at the annual convention 
of the association held last week at the 
Bedford Springs Hotel, Bedford, Pa. 

A resolution was adopted offering the 
services of the individual members to 
the country as may be required in the 
national emergency. Also, the services 
of the members as insurance agents is 
offered to the country again as it was 
during the last war as a medium for 
handling war damage insurance if such 
insurance is again to be offered to the 
public. 

Military Relief 

Another resolution was adopted rec- 
ommending that the members of local 
branches of the state association active- 
ly assist in preserving and conducting 
the business of fellow agents called to 
military service and obliged to leave the 
conduct of their agencies in the hands 
of others. This is the same procedure 
followed during the last war. 

Also by resolution, the association 
paid tribute to Herman D. Wolff, re- 
tiring state national director, as repre- 
sentative in the National Association 
of Insurance Agents for the past eight 
years. He was succeeded by Morton 
V. V. White of Allentown, Pa. 

Following is a complete list of the 
officers and directors elected or reelected 
to serve the fire and casualty agents’ 
for the coming year: 


state association ) 
Officers — President, W. J. Zwinggi 
(Logue Bros. & Co. Inc.), Pitts- 


burgh; vice president, Harold C. Aulen- 
bach (Kurtz & Dowd), Reading; vice 
president, Edwin D. Peake (Peake 
Brothers, Inc.), Philadelphia; treasurer, 
C. M. Thumma, Harrisburg; secretary- 
manager, Frank D. Moses, Harrisburg; 
assistant secretary, James H. Craig, Jr., 
Harrisburg. 

Directors—Harry H. Blackwood (Fed- 
eral Insurance Agency), Beaver Falls; 
Ralph C. Bloomstine, Erie; W. Joseph 
Boland (C. G. Boland Co., Inc.), Scran- 
ton; Lawrence N. Boyd (May & Boyd), 
Lancaster; Howard S. Coe (Coe & Coe), 
Philadelphia; William H. Jackson Daw- 
son (F. E. Dawson & Son Insurance 
Agency), Milton; A. S. Finerman, Har- 
risburg; Wilfred E. Helwig, Indiana; 
L. Val Hood (Henry G. Hood & Sons), 
Washington; R. H. Ladley, Pittsburgh; 
Harry P. Lichtenthaler (Freehold Real 
Estate Co.), Pittsburgh; L. L. Livings- 
ton, Franklin; George F. Loder, Read- 
ing; Garfield A. McDowell (Watt & 
McDowell), Greensburg; George J. 
Margraff (Eliel & Loeb Co. of Penna., 
Inc.), Philadelphia; John R. Martin 
(Morgan - Martin Co.), Altoona; E. W. 
Murphy, Pittsburgh; A. J. Petrini (Pet- 
rini Realty & Insurance Co.), Sharon; 


George T. Rowland (Martin & Row- 
land), Philadelphia; William A. Shaw 
(Wm. J. Kellar Agency), McKees 


Rocks; John L. Snyder, York; Vernon 


AGENTS URGE REVISED POLICY 





New England Advisory Board Requests 
EUA to Adopt Extended Coverage 
on Dwellings 
Chairman Archie Slawsby of the New 
England Advisory Board revealed re- 
cently that insurance companies in that 
area are receiving requests from agent 
leaders for immediate adoption of the 
new broad extended coverage No. 5 for 

dwellings. 
Mr. Slawsby revealed the following 
three resolutions adopted by the advis- 


ory board and sent to the EUA and 
Inland Marine Underwriters Associa- 
tion: 


“Resolved, the Eastern Underwriters 
Association has approved the principle 
of a supplemental contract to be called 
Extended Coverage No. 5; therefore, the 
New England Advisory Board urges a 
speedy introduction of this contract into 
general use for all agents in the EUA 
territory. 

“Because of the threat to our business 
from companies now writing deductible 
fire coverage, the New England Advis- 
ory Board urges the Eastern Under- 
writers Association to reconsider its res- 
olution adopted June 20, 1950, at Bretton 
Woods, which was unfavorable to the 
subject. The advisory board believes 
that such coverage, if limited to a large 
deductible, would not be ‘destructive of 
experience statistics’ and would aid the 
stock companies in retaining much busi- 
ness which is currently being lost (i.e. 
Harvard and Chicago Universities) and 
further result in obtaining additional 
business from risks presently self-in- 
sured or in foreign markets.” 

The resolution of dissatisfaction with 
the new IMUA’s livestock and farm ma- 
chinery floaters reads as follows: 

“Resolved, the new IMUA livestock 
floater, by requiring specification of ani- 
mals covered, is too restrictive and does 
not conform to the habits and customs 
of the proposed assureds. We believe 
the livestock floater is not practical in 
its present form, especially as regards 
the method of determining limitations 
of liability in the event of loss. The 
same objections apply to the machinery 
form,” 





G. Snyder, Sunbury; Lweyn Spicher, 
Johnstown; Ernest L. Steinhauer (Gal- 
land - Steinhauer, Inc.), Wilkes-Barre; 
Everett Stubblehine, Spring City; Law- 
rence D. Willison, Jr., Williamsport; 
Herman D. Wolff (Kressler, Wolff & 
Miller, Inc.), Easton; Arnold H. Woods, 
Allentown. 

State National Director—Morton V. V. 
White (Kester & White, Inc.), Allen- 
town. 


Rollinson President 
Of O’Gorman & Young 


ROGER YOUNG BOARD CHAIRMAN 


Five Young Men Made Assistant Secre- 
taries in Reorganization Line-Up 
of Officers 
The agency of O’Gorman & Young, 
Inc., Newark, one of the oldest in New 
Jersey, has reorganized following the 
death on September 6 of William D. 
O’Gorman, vice president. Under the 








A. John Geraci 
S. HARRISON ROLLINSON, JR. 


new lineup of officers Roger Young, 
president for many years, will become 
chairman of the board. S. Harrison 
Rollinson, Jr., who has been vice presi- 
dent since 1942, has been promoted to 
president. Henry O. Clutson and Joel 
Sundstrom continue in their respective 
posts of vice president and secretary- 
treasurer. The reorganization also in- 
cludes the promotion of Frank L. Mit- 
chell and Irving L. Ryerson to assist- 
ant vice presidents. Previously for some 
years past they have served as assist- 
ant secretaries of O’Gorman & Young. 

Five young men have been advanced 
to assistant secretaries as follows: Nor- 
wood W. Lindblom, Robert H. Young, 
H. Ogden Clutsam, Jr., Willard W. 
Dixon and Ralph H. Perry, Jr. 

A graduate of Princeton, S. Harrison 
Rollinson, Jr., joined O’Gorman & 
Young, Inc. in July, 1931, following 
his graduation from college. For some 
years thereafter he served as_ under- 
study to Frank Montgomery who had 
charge of the agency’s engineering de- 
partment. Therefore, it was a logical 
move that upon the death of Mr. Mont- 
gomery in March, 1942, Mr. Rollinson 
was promoted to vice president in charge 
of the engineering end of the agency. 

Mr. Rollinson’s insurance career was 
interrupted in 1944 when he went into 
the U. S. Navy and served for two 
years as damage control consultant. He 
rose to the rank of lieutenant s.g. His 
entire insurance experience has been 
with O’Gorman & Young, Inc. 











OFFICES LIMITED 


116 JOHN STREET NEW YORK 7,N.Y. 
LONDON - PARIS - TORONTO - VANCOUVER - SYDNEY 







Vib 











Adnd St.° »Y > MUTay Kill 1-46lt 
50 East : 


FIRE +» AUTOMOBILE 
CASUALTY * BURGLARY 
INLAND + JEWELRY 


Hi 
a A | 


YOUR INQUIRIES SOLICITED 








Brokers’ Assn. Acts 
On War Risk Problems 


COMMITTEE OF THREE NAMED 


Governing Committee of National Asso- 
ciation Favors War Covers Through 


WDC as in World War II 


The governing committee of the Na- 
tional Association of Insurance Brokers, 
Inc., last week in New York discussed 
extensively the question of war damage 
and war risk insurance and insurance 
problems raised in connection with na- 
tional defense projects arising out of the 
current emergency defense program, 

A committee consisting of T. W. 
Bailey of Marsh & McLennan, John 
Langhorne of Flynn, Harrison & Con- 
roy,, and Thomas W. Sweeney of H. 
Mosenthal & Son, Inc., was named to 
consider particularly questions arising 
out of a possible reinstatement of the 
comprehensive rating plan used in 
World War II. This committee will 
be aided by a subcommittee in formu- 
lating recommendations of the brokers 
in this respect. 

Last month the association offered its 
services to the various departments of 
the armed services in connection with 
insurance matters in the defense pro- 
gram. The association will cooperate 
with insurance company committees as 
well as with other producer organiza- 
tions in the formulation of recommenda- 
tions to be submitted to interested gov- 
ernment agencies. 

The governing committee also passed 
a resolution favoring establishment of 
war damage insurance through the War 
Damage Corporation under substantially 
the same organization as was used in 
World War II. 

Another matter considered by the 
governing committee was model legisla- 
tion for licensing non-resident brokers 


and agents. The committee authorized 
submission of a model statute to the 
All-Industry subcommittee which has 


been called to discuss the problem of 
agents’ and brokers’ qualification laws 
at a meeting to be held in New York 
today. 


New England Agents to 
Meet at Poland Spring 


The annual summer convention of 
the New England Associations of In- 
surance Agents will be held in 1951 
at the Poland Spring House, Poland 
Spring, Me. from Sunday to Tuesday, 
June 24-26. 





M.S. WEINBERG ESTATE _ 
Marvin S. Weinberg, Buffalo, N. Y. 
insurance broker, left a gross estate of 
$102,359, according to a state tax ap- 
praisal. Mr. Weinberg, who was pres- 
ident of the Frontier Fire & Realty 
Company of Buffalo, died August 28, 
1949, 
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se EORGE WASHINGTON would 

—_— have joined the Royal Navy in his 

1 gov- ree : 

youth if his mother had not objected. She 
ane was not overjoyed when he became a soldier 
7 0 e fe 
War some years later but throughout his military 
ag career she bore herself with courage though 
ed 1 

she once expressed the fear that eventually 

y the the king would “catch George and hang 

-gisla- ~~ 

rokers him. 

— During the last years of her life Mary 

Oo 1€ = ’ . 

1 has Ball Washington’s home was a little house 

gr So in Fredericksburg, Virginia, which George 

aws > . 

York purchased in 1772. Despite her reluctance 
to leave the farm across the Rappahannock 
where she had lived since her husband’s 

; death, at Washington’s urging she moved 

ring to Fredericksburg probably about 1774 

t Pay when war threatened. Nearby lived her 

1951 daughter Betty Lewis, mother of eleven 

olanc . 

aa children. . 

Whenever possible Washington came to 

see his mother but transportation difficulties 

=? and pressing military problems frequently 
te of prevented visits for long periods of time. 

2 Mary passed the anxious days visiting her 

| daughter, driving to her old farm, spending 

aie: hours in prayerful solitude on the rocky 
ledge now known as Meditation Rock. 
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HE LITTLE HOUSE IN 


FREDERICKSBURG 


where a mother watched 


and waited 








Huge open fireplace in the brick-paved kitchen 


Though the house and its visitors aroused 
much local excitement, Mary always kept 
her emotions under control and 
used to curb her daughter with 
the admonition that the sister of 
the commanding general should 
display faith and fortitude. Once 
when Washington’s arrival was 
announced, she said calmly, 
“George is coming to see me. I 
shall need a clean white apron.” 
Sometimes a messenger brought 
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The last farewell 


tidings and the townspeople would hover 
near to hear the news. On one such occasion 
Mary tartly remarked, “Tell the gossips 
George sends me word that Cornwallis has 
surrendered.” 

One day Mary Washington was working 
in her garden when her grandson brought 
a distinguished visitor. It was the Marquis 
de Lafayette who had come especially to 
meet her. Laying down her garden tools, 
she received her illustrious guest with her 
usual poise and regaled him, according to 
legend, with the gingerbread for which she 
was famous. 

Appearing publicly with his mother at 
the Peace Ball to which he escorted her, 
Washington expressed thanks to the people 
of Fredericksburg for their kindness to his 
“reverend mother by whose maternal hand 
(early deprived of a father) I was led from 
childhood.” 

After being elected President, Washing- 
ton visited his mother for the last time and, 
kneeling, is said to have asked her blessing. 
She died five months later in August, 1789. 

Mary Washington’s home is now main- 
tained by the Association for the Preserva- 
tion of Virginia Antiquities in lasting trib- 
ute to a great mother. 


* * * 


The Home, through its agents and brokers, is 
America’s leading insurance protector of Amer- 


ican homes and the homes of American industry. 


* THE HOME 
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Home Office: 59 Maiden Lane, New York 8, N. Y. 
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The Home Indemnity Company, an affiliate, writes 
Casualty Insurance, Fidelity and Surety Bonds 
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Essential Roll of Local Agent in 


Insurance is Stressed by Johnson 


The essential role of the agent in 
insurance transactions was the theme 
of an address September 8 by O. Shaw 
Johnson, president of the National As- 
sociation of Insurance Agents, to the 
North Dakota Association meeting at 
Bismarck. 

Mr. Johnson traced the development 
of the American Agency System from 
1807, when the first agent was appointed 
by an insurance company, to the pres- 
ent day when the agency method of 
providing wide distribution of risk and 
efficient servicing of policyholders’ needs 
become the widely accepted prac- 
tice in this country. 


has 


Calling attention of the members to 
the professional status of an insurance 
agent, the NAIA president said: “Our 
primary job as insurance agents is to 
protect the capital structures of our 
clients. They look to us for advice and 
counsel on insurance problems just as 
they look to their accountants and at- 
torneys for advice and assistance in 
their fields.” 

Continuing his address, Mr. Johnson 
reviewed the achievements of the Na- 
tional Association during the past year 
and urged a strong attendance at the 
national convention at Chicago during 
the first week of October for more de- 
tailed reports of national activities. 

In closing, he again stressed the nec- 
essary function of the agent in the 
insurance business and said: “The man- 
ner in which we meet the needs of the 
public and the demands of our compa- 
nies is the key to the survival of the 
American Agency System.” 


Good Leadership Needed 


Emp yhasizing the vital importance of 
leadership in all segments of the insur- 
ance business, Mr. Johnson also ad- 
dressed the Montana Association at 
Billings on September 12. “I feel cer- 
tain,” said Mr. Johnson, “that out of 
the 28,000 agency members of the Na- 
tional Association of Insurance Agents 
we are constantly finding new sources 


of that very leadership which is so 
necessary for us to achieve.” 
Pointing out the difficult and _ per- 


plexing problems requiring constructive 
leadership today, the head of NAIA 
told the members present that he was 
proud to say that the organization had 
individual members at all levels pre- 
pared to take their rightful place in 
the industry and to demonstrate their 
leadership ability. “Our leadership must 
command the respect and the faith of 
the insuring public, must be honored 
by the supervisory officials and recog- 


nized by the companies,” said Mr. 
Johnson. 
Telling of the indispensable part 


which the insurance agent plays in to- 
complex economy, Mr. Johnson 
reminded the agents that they consti- 
tute an outstanding example of the 
free enterprise system and that it is 
their duty to maintain the confidence 
of the companies and members of the 
insuring public. 


day’s 


Insurance is Agents’ Business 


Utilization by insurance companies of 
agents, independent businessmen in their 
own home towns, where they are famil- 


jar with local conditions and can best 
serve the insurance public, is a tribute 
to the American Agency System, said 
Mr. Johnson before the Washington As- 
sociation at Spokane on September 14. 

Mr. Johnson told the agents that no 
other method of distribution of insur- 
ance could equal the accomplishments 
of the agency system, that they had 


proved their worth to the insuring pub- 
lic by keeping themselves well informed 


ind alert to technical changes, and that 


there was no substitute for the knowl- 
edge and experience they had gained 
over the years in the insurance busi- 





O. SHAW JOHNSON 

ness. Men not thoroughly familiar with 
the principles of insurance have created 
a dangerous situation in some states, 
he pointed out, by setting up within 
their governments political subdivisions 
to handle the writing of insurance cov- 
erages. 

Developing this topic further, the 
NAIA president said: “One of the pri- 
mary examples of government encroach- 
ment is the tendency in many areas to 
create monopolistic or semi- -monopolistic 
state funds for the writing of disability 
insurance. Disability insurance as we 
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know it in our business is not a new 
concept and has been available to the 
buying public for many, many years on 
an insurance basis. As a natural result 
of the history and background of dis- 
ability insurance which has accumulated 
over the years, we feel that the com- 
mercial insurance companies are the 
best suppliers of this type of cover- 
age. Similarly, we feel that whenever 
this type of insurance program is han- 
dled through state authority, it is no 
longer insurance as we know it in our 
business.” 


NAIC Zone 2 Meeting at 
Southern Pines Oct. 26-27 


Rate supervisors of Zone 2 of the 
National Association of Insurance Com- 





missioners will hold a conference at 
Highland Pines, Inn, Southern Pines, 
. C., on October 26. On the following 


day, October 27, the Insurance Commis- 
sioners of Zone 2 will meet at the same 
place. 





Loyalty Advances Three 


In Western Department 


Chicago, Ill., Sept. 20—Arch L. Blick- 
enstaff, state agent in New Mexico, 
and James J. Perkins, manager of the 
Cook County office, have been named 
secretaries in the western department 
of the Loyalty Group of Newark, N. J. 
Lloyd Eppler has been advanced from 
State agent in central and_ southern 
Illinois to succeed Mr. Perkins as Cook 
County manager. All appointments are 
effective October 1. 

Mr. Blickenstaff will assist Lloyd W. 
Brown, second vice president, and Mr. 
Perkins will be as assistant to O. B. 
3rown, second vice president. 

Mr. Blickenstaff began his insurance 
career with a local agency at Hutchin- 
son, Kan., in 1935. He joined Loyalty 
Group as special agent in Kansas in 





e s a member of the local community in which he does busi- 


ness, the agent—in most cases—has grown up with 


people. 


counsel, sound insurance protection, and dependable serv- 


ice. 


change not only lends the agent its long well-seasoned 
experience, but renders excellent cooperation to assist him 


to broaden his prestige, provide the right coverage, and to 


increase his business. 


promptly and equitably. 
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A.D. 1720 


ROYAL EXCHANGE 


¢ 


Representation in Principal Cites of the United States 
and in Most Countries Throughout the World 





His clients therefore, rely upon him for good 


In taking this fact into consideration the Royal Ex- 


Furthermore, 


. The Royal Exchange established in 1720 is one of the oldest 
strongest 
» a well known for its outstanding service. 


Royal Exchange Group 


ASSURANCE 
Edward W. Elwell, United States Manager 


JOHN STREET, NEW YORK 


it meets all claims 


insurance institutions in the world. It is 


PROVIDENT FIRE INSURANCE COMPANY 
THE STATE ASSURANCE COMPANY, LTD. 
CAR AND GENERAL INSURANCE CORP., LTD. 


FIRE 
FIDELITY & 


& CASUALTY INSURANCE 
SURETY BONDS 


1941 and served as Oklahoma state 
agent until 1946 when he took over 
the New Mexico field. He is custodian 
of New Mexico Pond, Blue Goose. 

Mr. Perkins started in insurance with 
the Pioneer Agency at Lebanon, Ind, 
in 1939, He traveled Indiana and Ohio 
before joining Loyalty Group in 1942 
as special agent at Indianapolis. He 
served two years in the Army, returned 
as Indiana special agent and in 1947 
became assistant manager at Indianap- 
olis. He was named assistant Cook 
County manager in April, and manager 
in June. 

Mr. Eppler traveled Michigan and 
Illinois for the Continental before 
joining Loyalty Group in 1937 as Illi- 
nois state agent. He is president of 
the Illinois Fire Prevention Associa- 
tion, past president of the Illinois Field 
Club, custodian of Illinois Pond, Blue 
Goose, and past bullfrog of Springfield 
Puddle. 


Trahey Glens Falls 
Special in New England 


The Falls and Commerce an- 
nounce appointment of Harold FE. Tra- 
hey as special agent for Maine and New 
Hampshire. He succeeds Special Agent 
Richard M. Collin who has returned to 
the home office. 


Glens 


Following his education at the Med- 
ford, Mass., high school, Mr. Trahey 
attended Northeastern University. From 


1929 until 1942 he was employed by the 
New England Rating Association in its 
schedule rating department. After three 
years as a CPO with the U. S. Coast 
Guard, he was employed as a_ rating 
engineer with a general agency in Bos- 
ton. In 1947 he became rating analyst 
in the Maine Insurance Commissionet’s 
office and was working in this capacity 





at the time of his appointment with the 
Glens Falls Companies. 
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Walton President of 
Dickinson Co., Trenton 


HOADLEY VICE PRESIDENT 





Eleanor V. Kelly Reelected Assistant 
Secretary; Walton Succeeds Late 
Roxalene Dickinson 
Edward F. Walton has been elected 
president and treasurer of the insur- 
ance agency firm of the W. M. Dickin- 
son Company of Trenton. He succeeds 
the late Roxalene Orne Dickinson, 
widow of W. Meredith Dickinson and 
president of the company, who died on 

August 18. 

Frederick A. Hoadley was elected 
yice president and T. S. Reed was 
named secretary. Eleanor V. Kelly was 
re-elected assistant secretary. 

Mr. Walton joined the local firm in 
1938 and has been executive vice presi- 
dent and treasurer for several years. 
He was formerly with the Home Insur- 
ance Company of New York and is a 
past president of the New Jersey Asso- 
ciation of Insurance Agents and the 
Mercer County Association of Insur- 
ance Agents. 

Mr. Hoadley joined the W. M. Dick- 
inson Company in 1941 after having 
been with the Fire Insurance Rating 
Organization for 16 years. Mr. Hoad- 
ley is a past president of the Mercer 
County Association of Insurance 
Agents. 

Vincent P. Bradley continues as 
owner and operator of the real estate 
business trading under the name of 
Dickinson Company. 





V. W. SOUDERS ADVANCED 





Elected Secretary of Fire Association 
and Reliance; in Marine Department 
at Philadelphia 
Virgil W. Souders, until recently 
marine manager of the Western depart- 
ment of the Fire Association and Reli- 
ance Insurance Companies, has been 

elected secretary of these companies. 

A graduate of law from Western Re- 
serve University in 1920, Mr. Souders 
joined the Fire Association in 1925 as 
Ohio special agent, going on to the 
Pacific Coast department as assistant 
manager and subsequently to several 
assignments in the then new marine 
operations. Located now at the head 
office in Philadelphia, he will be asso- 
ciated with Vice President Deering in 
the marine department. 

HOUSEAL GOES TO ATLANTA 
_ Walter S. Houseal has been named 
field representative at the Atlanta, Ga., 
office of the Standard of Detroit Group. 
A graduate of the University of Wy- 
oming in 1948, Mr. Houseal was for a 
time with the Northern of New York. 
He entered the Standard of Detroit 
training school in February of this year 
and, on completion of this course, re- 
ceived special training in field duties 
previous to his present appointment. 





EDWARD F. WALTON 





Texas Fire Rate Changes 
Effective About Oct. 1 


Advance notice of probable fire rate 
revisions in 16 classes, which will be- 
come effective about October 1, was 
given to Texas agents by Paul H. 
Brown, Texas Fire Insurance Commis- 
sioner. This unusual procedure is a 
plan to comply with requests made at 
recent regional meetings of the Texas 
Association of Insurance Agents and 
was adopted after extended conferences 
with leading agents and executives. 

The 16 classes involve about 75% of 
the written premium volume of the 
average agent, it is revealed, as they 
include dwellings, farm business, mer- 
cantile buildings and stocks with the 
exception of fireproof and_ sprinklered 
risks, hotels and steam laundries. 


Howard M. Simonson Dies; 
America Fore Examiner 


Funeral services were held September 
15 at Pleasantville, N. Y., for Howard 
M. Simonson, 62, supervising examiner 
of eastern Massachusetts for the fire 
companies of the America Fore Group. 
Mr. Simonson died suddenly September 
12 at Buckhill Falls Inn, Buckhill Falls, 
Pa., where he was on vacation. He had 
been ill for several weeks. 

Mr. Simonson is survived by his 
wife, Florence. He resided at Sussex 
Hall, Dobbs Ferry, N. Y. A native of 
Brooklyn, he started with the America 
Fore Group in 1906 and during his 
years with the organization, was con- 
tinuously associated with underwriting 
work. 

In 1924 Mr. Simonson was made ex- 
aminer for Connecticut and Rhode Is- 
land. 


FIRE STATISTICS COURSE 





Will Be Repeated This Fall by In- 
surance Society of New York; 
Joseph Raywid Is Lecturer 
A course of lectures on fire insurance 
statistics will be repeated this fall by 
the Insurance Society of New York, 
Inc. Joseph Raywid will again be the 
lecturer. The course is intended pri- 
marily for supervisory personnel. Fun- 
damental problems are dealt with, such 
as organization of a statistical depart- 
ment, selection of equipment, selection 
and training of personnel, preparation 
of codes, arrangement of punch cards, 

etc. 

The lectures cover in a practical way 
such everyday problems of a statistical 
department as agency registration and 
accounting, brokerage accounting, rein- 
surance (treaty and facultatives), install- 
ment premiums, premium reserves, class- 
ification experience, loss accounting 
and statistics, annual statements and 
other statutory requirements. Oppor- 
tunity will be given for discussion of 
specific problems presented by members 
of the class. 

The first of the fifteen lectures com- 
prisin, the course will be given on 
Tuesday, September 26, from 5:30 to 
7:30 p.m. Toward the end of the lec- 
tures it is probable that two will be 
held in one week so that the work will 
be completed by the end of 1950. 

Application for admission to the lec- 
tures may be made to A. Leslie Leon- 
ard, at the society’s office, 107 William 
Street; telephone Digby 4-0410. 

Approximately forty were accepted for 
these lectures last year. The group in- 
cluded a company secretary, a comp- 
troller, twelve supervisors and many de- 
partment heads. One of the class mem- 
bers was 63 years old, but the average 
age was 35. Similarly, the students 
averaged 12 years in the insurance busi- 
ness, but one man, 50 years old, had 
been in the business 30 years. Twenty 
had attended college, and eight of them 
held college degrees. 





Christianson 25 Years 
With National Group 


Lawrence Christianson, state agent 
for the National Hartford Group at 
Baltimore, completed twenty-five years 
of service with the group on Septem- 
ber 11. A native of Hartford, he served 
in the Southern department and then 
was an examiner at the home office un- 
til 1937 when he became special agent 
in eastern Pennsylvania. In 1943 he 
went to the central Pennsylvania field at 
Harrisburg and in 1946 was transferred 
to Baltimore as state agent for Mary- 
land and the District of Columbia. 





THOMAS MORRIS DIES 
Thomas Morris, who conducted an in- 
surance business in Waterford, N. Y., 
for many years, died at his home Sep- 
tember 2. He was a former president 
of the Waterford Board of Education. 
His wife and a son survive. 
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Home Statement 


(Continued from Page 1) 


Fire losses in general, too, which last 


vear appeared to be declining were 
rein on the increase. 
“While the ratio of losses to pre- 


miums earned in the first six months of 
195C was 46.6% as compared with 43.7% 
im the first half of 1949, the ratio of 
underwriting expenses to net premiums 
written was maintained practically the 
seme, 40.7% this vear as compared with 
40.3% last vear. Thus, the total operat- 
inp ratio for the period this year was 
: as compared with 84.0% in the 
corresponding period last year. The sur- 
plus as regards policyholders increased 


Ya 
O/ O° 


Murphy and Albiez Are 
Honored by Blue Goose 


Paul M. Fell of Philadelphia, newly 
elected most loyal grand gander of 
Blue Goose, International, announces 
appointment of past Most Loyal Gan- 
ders of New York City Pond William 
T. Murphy and George P. Albiez as 
deputy most loyal grand gander at large 
and deputy most loyal grand gander 
for the metropolitan area, respectively. 

Messrs. Murphy and Albiez have both 
been active in insurance circles in New 
York and New Jersev for many years. 
Mr. Murphy is general adjuster for the 
General Adjustment Bureau, Inc., and 
Mr. Albiez, manager for the Pearl- 
American Group in New Jersey. Along 








MULTIPLE LINE COMMITTEE 
Industry Committee Named Pursuant to 
Plan to Create Standard Definitions; 
Plan to Operate Soon 

Pennsylvania Commissioner Artemas 
C. Leslie, as chairman of the committee 
for the Definition and Interpretation of 
Underwriting Powers of the National 
Association of Insurance Commissioners, 
and J. Victor Herd, as chairman of the 
industry committee on classification of 
fire, marine and casualty insurance, an- 
nounces appointment of an _ industry 
committee (pursuant to the plan to 
create standard definitions) by Commis- 
sioner W. Ellery Allyn, president of the 
NAIC. Operations under the plan will 
commence shortly. 

Announcement of appointment of the 
committee is the first step taken to 
consummate the plan and bring it into 
actual operation. The plan offers a 
voluntary basis for achieving reasonable 
uniformity under multiple line laws in 
reporting for tax, statistical, reserve and 
other purposes. The committee named 
now is as follows: 

Ernest B. Brown, H. T. 
Geoffrey Christian, J. Roth Crabbe, 
Ivan Escott, L. J. Haefner, C. J. Haugh, 
T. Victor Herd, W. Ross McCain, F. J. 
Marryott, J. F. Matthai, E. J. Perrin, 


Chester, 





Spence Joins Springfield 
As Special in Virginia 


The Springfield Group of Fire Insyr- 
ance Companies, Springfield, Mass., an- 
nounces that Jack G. Spence has joined 
them as special agent in Virginia, 

A native of Virginia, he was edy. 
cated in the public schools of Suffolk 
and attended North Carolina State 
College as well as Lewisburg College 
in North Carolina. For several years 
he was associated with the Virginia 
Insurance Rating Bureau and later 
joined the Virginia General Agency of 
Suffolk as special agent. : 

Mr. Spence is temporarily 
with State Agent Stuart K. Frayser, 
118 North Eighth Street, Richmond. 
Later he will maintain headquarters jy 
Roanoke. 


located 





Jr, Chase M. Smith, H. P. Stellwagen 
and Wm. D. Winter. 

The committee has signified its inten- 
tion of having an early organization 
meeting at which it shall elect its chair- 
man. To defray expense the committee 
would have the authority to assess com- 
panies subscribing to the services af- 
forded by the plan based on their net 
premiums. 





more than $5,000,000. In addition the with Robert F. Stump he was a dele- 

total admitted assets of your company gate to the Blue Goose grand _ nest 

increased $8,862,646. meeting at French Lick Springs, Ind., 
“A table of operating results for the last month. 

six months ended June 30, 1950, follows: 

Net profit from sale or redemption of securities...............0.c eee ee $ 364,717 

Net income from dividends and interest............ccccsccevcesecsvcece 4,698 923 

Net BrORt SOM: URIBE WERIBS cia scc 50058 vas im bee WEES S ss prises oe eoRED 8,676,316 

Net income before provision for Federal Income Taxes................. $13,739,956 

Provision for Federal Income Taxes...........eeec cc cee cece ee ceseeceaes 3,945,621 

Ta i i chara eek RRS EBISU GNM SNe A eine ae ewe aae ae Sie $ 9,794 335 
“What effects the war in Korea and 

other international developments may 

have on American industry, American 

living conditions and the American 

property insurance business we do not 


know. But the Home and its represen- 
tatives will be prepared, as in the past, 
to do their part in providing sound and 
dependable insurance protection to the 
American public.” 





Johnson Tells Agents They 
Must Solve New Problems 


Portiand, Ore., Sept. 21—In the years 
immediately before us, the insurance 
industry must find the solution to a 
multitude of problems which have 
grown out of changes in our way of 
thinking and out of economic condi- 
tions under which the insurance agents 
of this country do business, O. Shaw 
Tohnson, president of the National 
Association of Insurance Agents, told 
members of the Oregon Association of 
Insurance Agents assembled in con- 
vention yesterday at the Multnomah 
Hotel here. 

Touching on the subjects of fire legal 
liability, multiple location rating, com- 
prehensive householders coverage, sim- 
plification of insurance contracts and 
the growing trend toward the use of 
deductibles, the NAIA president gave 
his audience much food for thought to 
take home with them from the con- 
vention. 

After briefly referring to disability 
benefits laws, Mr. Johnson cautioned 
the agents to be ever on the alert for 
further activities of those “so-called 
liberal thinkers” who advance the the- 
ory that the state can do a more effec- 
tive job in an unfamiliar field than the 
insurance industry itself with its many 
years of experience. 

In forecasting the immediate future 
of the insurance business, Mr. Johnson 
reviewed the current activities of the 
National Association, mentioning pro- 
jects on agency management, a one- 
write policy form, agency cost analysis, 
education, and many cthers, and cordi- 
ally invited those present to attend the 
convention in Chicago the first week in 
October for a more comprehensive 
picture of their National Association at 
work. 

At the close of his talk Mr. Johnson 
emphasized the necessity of advanced 
thinking and strong and _ intelligent 
leadership at both state and national 
levels to effectively meet the problems 
ahead in the insurance business. 


BOSTON IN MONTREAL 
[he Boston Insurance Co. has ap- 
pointed John Gagnon Ltd. of Montreal 
aS metropolitan agents. The Boston 
never before has operated in Quebec. 





25 


Each time you sell a policy you pass 
or fail as an insurance man. This is the time to keep 
your wits about you and give your prospect the “right” 
insurance for him. 


But, how can you give a man the proper insurance if 
there’s even a doubt in your mind about how to 


answer this question— 


ls 





RUCTION 66. 


rroriestiosé AB Gaon 








by the team?” 


“I’m a building contractor completely equipped 
with mechanized vehicles. However, bad weather 
bogs down my equipment and because I have a 
deadline to beat in completing my contract I rent, 
without notifying my insurance carrier, a number 
of teams of horses to move materials. During the 
operation the harness breaks, the animals bolt, run 
wild and seriously injure a woman passing by. 
Would my Comprehensive General Liability policy 
protect me from claims brought for damages caused 











Stop wondering! The answer to the quoted question 


is contained in the Group’s current issue of “True or 
False.” Your copy is available on request to our Ad- 


vertising Department. 
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Public opinion can be molded as well 
by the spoken word as by any other 
medium, Robert J. Vanderbeck, assist- 
ant secretary of the Eastern Under- 
writers Association, told the Pennsyl- 
yania agents at the annual meeting of 
their state association at Bedford 
Springs last week. Today, he said, busi- 
ness and educational institutions are de- 
voting much time to effective public 
speaking as one of the best means of 
communicating all types of ideas and 
facts. In fact, such courses are often 
required for executive personnel. 

Relating how the fire insurance busi- 
ness through the various fieid clubs has 
developed public speaking programs, 
augmented by visual aids in the form of 
sound films Mr. Vanderbeck said in 
part: 


Excellent Story to Tell 


business, we are 
fortunate in one respect. We have a 
history that is equaled by few other 
businesses, and we have countless inter- 
esting topics to discuss with the public. 
t behooves each of us to do his share 
in this task. 

“A few years back the public relations 
committee of the Eastern Underwriters 
Association, working in cooperé ition with 
he public relations committee of the 
National Board of Fire Underwriters, 
developed a public relations program 
which included working very closely with 
the field clubs of the company fieldmen 
in our territory. 

‘The program was developed on a 
national scale and one of the most im- 
portant phases was ‘public information 
by the spoken word.’ Each field club 
was encouraged to organize a speakers’ 
service and seek opportunities to speak 
before such groups as schools, civic and 
service Organizations, women’s clubs, 
trade groups, etc. In some cases, ini- 
tially it was necessary to actively solicit 
engagements, but later it was found that 
the groups were more than glad to be 
able to get speakers. 

“Growth of this speakers’ service in a 
relatively short few years exceeded ex- 
pectations. Considerable credit is due 
the field clubs for their commendable 
performance in telling the public about 
our business. 


Over 300 Talks in EUA Field 


‘In the insurance 


_“A review of speaking engagements 
in the twelve states comprising our ter- 
titory last year shows that over 300 
talks were made, with over fifty being 
made during Fire Prevention Week 
alone,” Mr. Vanderbeck continued. 
“Continued growth of this important 
cage relations eflort developed the fact 
that still more speakers and up-to-date 
and improved methods are going to be 
needed. 

“The first of this year, a new five- 
lesson field training course for effective 
speaking was developed. Representatives 
'rom the field clubs who were to be 
structors came to New York and re- 
telved a one-day review and demonstra- 
tion. These instructors report that 174 
feldmen have completed the course and 
some field clubs are continuing the 
course, 

“To assist the fieldmen the National 


Board has enlarged a_ kit containing 
‘peech outlines and up-to-date data 
about our business. This kit has been 


distributed to ev ery fieldman in our ter- 
titory, and I understand the National 
Board is making a similar kit available 
for the use of agents. 

“In addition, our public relations com- 
mittee authorized the purchase of 16mm 
sound projection equipment for each 
field club that needed it. The National 
ard assisted by contributing sound 





Effective Speakers’ Service Is Called 
Vital to Public Relations Program 





ROBERT J. VANDERBECK 


films for field clubs’ permanent film li- 
braries. 
Film Libraries 

“Today eighteen field clubs in our ter- 
ritory have permanent film libraries. 
This includes all four Pennsylvania field 
clubs. Fifteen field clubs have sound 
projection ccniomnial: which includes 
three of the Pennsylvania field clubs. 
This equipment is available for show- 
ings any place in the state and arrange- 
ments for it can be made through any 
field club member. 

“The value and wide 
visual aids to the speakers’ service is 
clearly shown in last year’s reports of 
engagements. Over 350 showings were 
made with approximately 14 of them 
shown during Fire Prevention Week. 
The demand for this phase of the speak- 
ers’ service is constantly increasing, and 
to meet it new and improved films are 
being produced that are suitable to all 
types of groups. 

“The National Board is advancing into 
broader fields, radio and television are 
being exploited. New radio and tele- 
vision spot announcements, interviews, 
recordings, etc., are now available and 
all are recognized as an important part 
of informing the public by the spoken 
word. 

“The speakers’ service is a broad sub- 
ject, it has endless possibilities. It is 
an important part of our public relations 
program. Every opportunity to tell the 
public about what we are doing should 
be cheerfully accepted. The fieldmen 
who are doing such an excellent job 
depend on local agents. The coopera- 
tion and teamwork have been excellent, 
however, bigger and better opportunities 
are yet to come and we must all pre- 
pare ourselves to meet them.” 


acceptance of 


Kansas City F. & M. Will 
Add to Home Office Bldg. 


The Kansas City Fire & Marine, 
which in recent years has enlarged its 
operations and personnel, has an- 
nounced signing of a contract for the 
addition of three more floors and a 
finished attic to its home office build- 
ing at 301 West 11th Street, Kansas 
City, Mo. 

Cliff C. Jones, chairman of the board 
of the fire company, says that construc- 
tion will start now. The new floors 
will more than double the size of the 
present building. The additional space 
will allow the company and its affili- 
ate, R. B. Jones and Sons, Inc., to 
consolidate under one roof the seventy 
persons in the accounting divisions 
which now occupy 5500 square feet of 
space elsewhere in the city. In addi- 
tion, the increased area will provide 
more suitable space for departments 
which have been occupying basement 
quarters for the past several years. 

The present building was purchased 
by the Kansas City Fire & Marine in 
1936 from the receivers of a lumber 


company. Built in 1926 by the Long 
Construction Company, which will also 
construct the additional floors, the 


building is considered to be one of the 
most beautiful buildings of its type in 
the middle west. 





Elect Nash President 


Georgia Fieldmen’s Ass’n 

At its annual meeting held last week 
at St. Simons Island, Ga., the Fire 
Insurance Fieldman’s Club of Georgia 


elected Edwin W. Nash, state agent 
for the Loyalty Group, president for 


the coming year. Other officers elected 
are W. G. Stephens, Jr., general agent, 
vice president; L. J. Save, state agent, 
Home Insuranre Company, secretary, 
and Eugene C. Clarke, Jr., executive 
state agent, New Hampshire Group, 
treasurer. 


The club, in session at the King and 


Prince Hotel, heard annual reports 
from retiring president Eugene H. 
Brooks, American Group, and from 


the chairmen of committees. 

Guests attending the meeting were 
W. W. Sampson, manager, South- 
Eastern Underwriters Association; R. 
G. Bachman, general manager, South- 
ern department, General Adjustment 
3ureau, Inc.; C. R. Durden, Southern 
department, National Automobile Un- 
derwriters Association; E. H. Denning- 
ton, manager, Georgia Inspection and 
Rating Bureau, and R. M. McFarland, 
Jr., assistant secretary, South-Eastern 
Underwriters Association. 





KANSAS FIRE LOSSES 
Kansas fire losses of $234,493 for July 
as reported to the State Fire Marshal 


brings the total for the first seven 
months to $3,175,986, an increase of 
nearly 35% over the same period of 
1949. Of the 146 July fires, 137 were city 
losses totaling $181,505, and 14 were 
country losses for a total of $52,988. 
Electricity and smoking were the lead- 


ing causes. 





SARKS-341n 





JEWELRY APPRAISAL SERVICE 


@ Saks-34th jewelry experts will examine and appraise all types of 
jewelry at a nominal cost to the customer. 


@ A certificate will be issued, itemizing the jewelry at the current 
retail value for insurance purposes. 


INSURANCE COMPANIES, BROKERS and their clients find this an 
invaluable service. Appraisal hours 9:30 A. M. to 6 P. M. (Thursday’s 
until 9). Saks-34th—Mezzanine Floor. 


34TH AT BROADWAY, N. Y. | 


e LACKAWANNA 4-7000 








NATIONAL CHANGES IN 
Mulligan Goes to Minnesota as State 
Agent; Stauffer Promoted to State 
Agent in Kentucky 
The National of Hartford Group, has 
announced at Chicago that John J. Mul- 
ligan has been transferred from Ken- 
tucky to Minnesota as state agent suc- 
ceeding the late William Walsh. Earl 
M. Stauffer has been promoted to state 

agent in Kentucky. 

Mr. Mulligan, after attending North- 
western University, began his insurance 
career with the Western Actuarial Bu- 
reau, later serving with the Cook Coun- 
ty Inspection Bureau. In 1942 he en- 
tered the Armed Forces and after his 
discharge returned to the Cook County 
Inspection Bureau and remained with 
them until joining the National of Hart- 
ford Group in January of 1947. He sub- 
sequently was assigned to Michigan at 
special agent and later to Kentucky 
as state agent. 

Mr. Stauffer attended Carnegie Insti- 
tute of Technology before entering the 
Armed Forces in 1942, where he served 
in both the Army Air Force and the 
Navy. After his discharge in 1945 he 
wan employed by the Kentucky Inspec- 
tion Bureau, and in 1949 he entered the 
Bradshaw & Weil general agency at 
their Paducah, Ky., office as_ special 
agent and engineer, remaining with 
them until joining the National of Hart- 
ford Group. 

State Agent Mulligan will be associ- 
ated in Minnesota with State Agent 
Irvin O. Steen, who will continue to 
travel southern Minnesota. The Min- 
nesota headquart ers will remain in the 


WEST 


service office locat ted in the Plymouth 
Building, Minneapolis. 
State Agent St: auffer sole 


will be in 
charge of Kentucky and has his head- 
quarters in the National of Hartford 
Group’s Louisville office located in the 
Starks Building. 


“Check Fire Extinguisher” 
Is Institute Slogan Oct. 11 


American industry has a_ greater 
stake in fire protection than at any 
other time in history, Fire Protection 
Institute, national research and educa- 
tion organization, points out in seeking 
industry participation in the second 
annual “Check Your Fire Extinguisher 
Day,” scheduled for Wednesday, Oc- 
tober 11. 


The date occurs midway through Fire 
Prevention Week (October 8-15) which 
annually commemorates the _ tragic 
three-day Chicago fire that began Octo- 
ber 9, 1871. 

“The demands of a combined civilian 
and defense economy make it impera- 
tive for all industry to re-examine the 
state of its fire defenses,” says Ralph 
W. Bugli, institute secretary. “We can 
no longer afford the luxury of fire 
waste on the home front any more than 
we can afford to waste fire power on 
the fighting front.’ 

During “Check Your Fire Extinguish- 
er Day” last year many industrial 
safety directors conducted special in- 
spections of all types of fire protection 
equipment and in a number of cases 
staged realistic demonstrations with 
various types of extinguishers. 

The institute suggests that a portion 
of Wednesday, October 11, be set aside 
for a complete analysis of fire defenses 
in individual plants, including special 
drills to determine if employes are 
familiar with the several types of 
emergency equipment they might have 
to use in a fire. 





Southall Now Commissioner 


Of Kentucky Department 


Starting September 1, Kentucky went 


under the new state insurance code and 
the Insurance Department went under 
an Insurance Commissioner, instead of a 
Director of Aamo It is now a state 
department, rather mn 2 ivision. 
Spalding Southall, who Dire rector of 
Insurance, is now Insurance Commis- 
sioner. 
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Walter F. Beyer Dies; 
Home Vice President 


LONG EXPERT IN AUTO FIELD 


Funeral Services Will Be Held This 
Afternoon in Westfield, N. J.; 
Entered Insurance in 1912 


Beyer, 


Walter F. vice president and 
secretary of the Home Insurance Co., 
died on September 19 at Harkness 
Pavilion of the Presbyterian Hospital, 
New York City, to which he was _ re- 
cently taken from his home in Lebanon, 





WALTER F. 


BEYER 


N. J. He had suffered a_ prolonged 
heart illness. He formerly resided for 
many years in Westfield, N. J., where 


he was prominent in church affairs. 

Funeral services will be held at 3 p.m. 
today at Gray’s Funeral Home, 320 
East Broad Street, Westfield, N. J., 
and will be conducted by Rev. Dr. Rob- 
ert M. Skinner of the Presbyterian 
Church in Westfield. Interment will be 
in Fairview Cemetery, Westfield. 

Born in St. Paul, Minn., in 1890, Mr. 
Beyer attended local schools and was 
graduated from the University of Min- 
nesota in 1912. In that year he became 
associated with the St. Paul Fire & 
Marine as a special agent, rising to 
assistant manager of the marine and 


automobile departments. He left the 
company in April, 1917, upon entry of 
the United States into World War I, 
to serve as a captain of infantry with 
the AEF. 
Over 30 Years With Home 

His career with the Home began on 
November 1, 1919, as assistant manager 
of the automobile department. He be- 


recognized as one of the country’s 


came 
leading automobile insurance under- 
writers and for many years was in 
charge of that phase of the Home’s 
operati. as. Mr. Beyer became an as- 
sistant secretary of the Home in 1926 
and a secretary in 1931. In 1935 he was 


elected a vice president and secretary, 
positions he filled at his death. 


Mr. Beyer was Es director of the 
Greater New York Safety Council, Inc., 
ind a member of the executive com- 


mittee of the Insurance Section of the 
Board of Trade. 

Mr. Beyer was ordained an elder of 
the Presbyterian Church in Westfield 
in 1927 and was chairman of the finance 
committee of the board of sessions of 
the church. He was superintendent of 
the senior department of the Bible 


class which developed under his guid- 


ance into one of the largest in New 
Jersey. 
Surviving are his wife, Jane; a son, 


Dean W., of Fanwood; two daughters, 
Mrs. R. Bergan Van Doran of Lebanon, 


Atlantic Output Form 
Accepted by New York 


COVERS AUTO AND TIRE MAKERS 





All-Risk Type Policies on Experience 
Rating Similar to Filings 
by Aetna 

Superintendent of Insurance Alfred J. 
Bohlinger, September 19, announced the 
acceptance of manufacturers’ output 
policy filings of the Atlantic Mutual 
and the Centennial. The filings consist 
of policies, endorsements and_ rating 
plans for insuring, with certain excep- 
tions, personal property regardless of 
location during transit or otherwise. 
These reporting form policies are of the 
all-risk type, insuring against all perils 
except those specifically excluded. The 
major exception in the policy excludes 
coverage on personal property while on 
premises used by the insured as a manu- 
facturing plant. 

The filings were made to cover auto- 
mobile manufacturers and tire manufac- 
turers. 

Tlie plans are substantially similar to 
those previously filed directly by the 
Aetna Insurance Group and accepted by 
the New York State Insurance Depart- 
ment in November, 1949. While the 
Aetna filing provides for a single com- 
bined base rate for an industry class, 
the Atlantic Mutual plan provides for a 
base rate to consist of the sum of the 
representative average fire and extended 
coverage rate for the risk, plus an in- 
dustry class loading for the additional 
perils. 

Rate Determination 

Under the Atlantic Mutual plan, the 
representative average fire rate is de- 
termined by a sampling method in ac- 


cordance with a table, which varies in 
degree with the number of locations 
covered. The validity of this method 


is safeguarded by several requirements, 
including a provision that the actual 
fire rate of any location which com- 
prises 10% or more of the total value or 


where values exceed $100,000 must be 
included in the computation. Another 
provision specifies that rates be com- 
puted on locations in order of value, 
starting with the largest, until the sam- 
pling requirements have been met. 
30th the Atlantic Mutual and the 


Aetna filings include the same experi- 
ence rating plans, containing provisions 
for the division of premiums and losses 
between the non-catastrophe and the 
catastrophe categories. 


Home Garden Exhibit of 
Royal-Liverpool Group 





The seventh annual Home Garden 
Exhibit of the Royal-Liverpool Group 
was held September 11 on the main 


floor of the New York office at 150 
William Street. Exhibits included 27 
classes for flowers and 25 for vegetables. 

The more than 200 awards were pre- 
sented to staff winners by H. C. Conick, 
U. S. manager of the group. The staff 


orchestra, under the direction of R. 
Wunderlich, entertained. i 
Judges were J. W. Johnson, horticul- 


tural editor of the New York Herald 
Tribune; R. B. Farnum, executive sec- 
retary of the Horticultural Society of 
New York, and Misses A. Sutcliffe and 
M. A. Beaver of the Brooklyn Botanic 
Garden. 

C. C. Waglow was chairman of the 
Royal-Liverpool garden committee. Vice 
chairmen were Miss E. Morton and 


A. C. Hoffman. 


and Mrs. John D. Howell, 
Commander Howell of Arlington, 
and three grandchildren. 





wife of Lt. 
Va., 


Providence Washington in 
New Metropolitan Quarters 


Under its new set-up as a complete 
metropolitan department for fire, ma- 
rine and allied lines, the Providence 
Washington held “open house” last 
week Thursday in its attractive new 
quarters at 59 William Street. Roy 
E. Carr, general manager in charge of 
the New York office, was on hand with 
his staff to assist officials from the 
home office in Providence, R. I., who 
attended to welcome the numerous 
guests who called to felicitate the com- 
pany. Heading the delegation from 
Providence was President Stephen W. 
Cary, 3rd, with Vice Presidents R. 
Stockton Rush G. B. Salter and Wil- 
liam B. Froelich and Vice President- 
Secretary J. Austin Carroll. 





Pond Meets Oct. 4 


City Pond of Blue Goose 
first meeting of the 1950- 
Wednesday evening. Octo- 
Drug : Chemical Club, 85 
New York City. 


Escott Plan 


(Continued from Page 24) 


N. ;- el 

New York 
will hold its 
51 season on 
ber 4, at the 
John Street, 





not be statistically supportable.’ This is 
significant because the same charge is 
being urged against the credit and sur- 
charge rating plan. Should any state 
insurance regulatory authority become 
convinced by this argument that the 
credit and surcharge plan is umnac- 
ceptable, and, therefore, disapprove that 


plan, it seems reasonable to expect the 
same authority to disapprove the pro- 
posed rating method on the same 


ground, 
No Safeguards 


“7, The proposed rating method of- 
fers no safeguards to prevent competi- 
tive standards. The same 
criticism is being urged against the 
credit and surcharge rating plan. It 
may well be that Insurance Depart- 
ments, if they are moved by this argu- 
ment to disapprove the credit and sur- 
charge rating plan, will of necessity be 
forced to disapprove the proposed rating 
method on the same ground. 

“The memorandum of August 15 pro- 
poses that the maximum percentage of 
total liability at any one location should 
be recognized in rating multiple location 
business. This committee agrees that it 
would be sound rating practice to do 
so. At the same time, however, this 
committee is of the opinion that this 
factor should be considered, not in con- 
junction with the size of premium—as 
the proposed rating method treats it— 
but rather as a feature to be added to 
the presently approved rating plan 
where it might properly govern in some 
degree the experience credit allowable 
under that plan. 

“With respect to the suggestion that 
size of premium be recognized as a fac- 
tor in rating multiple location business, 
the committee believes that this matter 
comes within a general consideration of 
possible expense savings. On this point 
it 1s pertinent to state that a special 
committee of outstanding company ac- 
counting men some time ago formulated 
a program for obtaining factual data 
which could be used to support an ex- 
pense credit in rates for multiple loca- 
tion business. The program has been 
submitted through the MLSO to the 
National Association of Insurance Com- 
missioners for their consideration and 
approval. Of course, no conclusions can 
reasonably be drawn until the under- 
taking has been completed. 


Study of Present Plan 


“This committee wishes to take the 
occasion to emphasize that recommenda- 
tion by the MLSO of the present credit 
and surcharge rating plan has not car- 
ried with it any implication that the 
plan is perfect in every detail. As a part 
of the routine functions of the office, 


evasion of 


the special committee on 
research has under active consider ration 
the factors just enumerated, that jg 
maximum perc entage of total liability a} a 
any one location, and what credits, i 
any, may be substantiated by demon. 
strable savings in expense. 

“Included in the study is considera. 
tion of other factors which might Prop- 
erly have a bearing on rating multiple 
location business. This continuing en. 
deavor is carried on in the interest of 
improving the plan in any practicable 
manner so as to give it the widest Dos- 
sible acceptance. 

“On the subject of surcharging rates 
for unprofitable business, this commit. 


rating plan 


tee invites attention to the well known 
fact’ that some multiple location ac. 
counts, by reason of their long con- 


tinued unfavorable loss experience, must 
be written at rates in excess of tariff 
to enable companies to handle the busi- 
ness at all. This committee questions 
that the provision in some rating laws 
for increasing rates on such accounts 
by specific approval of the Insurance 
Department offers a practical solution 
of the problem. 


“It seems more business-like—as_ it 
certainly is more workable in actual 
practice—to rely upon a_ well-ordered 
rating plan for relief in such cases, 


rather than upon the cumbersome pro- 
cedure and uncertain outcome of appli- 


cation to Insurance Departments. In 
this connection, it is submitted that to 
obtain and use a surcharged rate 


through Insurance Department approval 
pavs respect to the principle of indi- 
vidual experience rating just as surely 
as does accomplishment of the 
result through application of the credit 
and surcharge rating plan. 

“In consideration of the foregoins, 
this committee concludes that the pro- 
posed rating method does not meet the 
needs of multiple location business, and 
therefore, recommends against its adop- 
tion as a substitute for the experience 
rating section of the present credit and 
surcharge rating plan.” 


Editorial 


(Continued from Page 22 


sane 





have rates increased to the point where 
costs could create strong buyer resist- 
ance, then 
tually maintenance, 
essary. 
Current 
of providing 


exclusion of minor, or vit- 


claims becomes nec- 
direction 


thinking is in the 


home owners with the 
broadest possible insurance on dwellings 
and contents without such a proportion- 
ate boost in premium charges as would 
necessary if full coverage were 
granted on all the new Fifty- 
dollar deductibles, company underwriters 
argue, will help relatively 
high costs of settling very minor claims, 
and yet leave to assureds on a broad 
basis the real protection they 
against major loss from any one or mort 


become 


risks. 


to remove 


desire 
of a wide range of hazards. 

General uniformity in this movement 
is held by many to be desirable. 
the pioneering efforts 
companies in leading the way towar( 
better policies are most praiseworthy, 
the business should give heed to the 
danger which might arise if a large num 
ber of new policies, with widely varying 
degrees of protection, were offered t 
the public within a short time. The 
public, and also many thousands of local 
agents, will have to be educated om 
what is provided in the way of insur 
ance protection under the broader forms. 
It will be a difficult task of education 
and some confusion could readily de- 
velop were many different policies pu! 
on the market. 
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National Council Names 
Skelding and Leslie 


NEW ASSISTANT MANAGERS 


Former Has Been Council Actuary Since 
1933; Latter With Royal-Liverpool 
Group Indemnity Companies 


H. F. Richardson, general manager of 
the National Council on Compensation 
Insurance, announces that the governing 
committee of the organization has ap- 
pointed A. Z. Skelding William 
Leslie, Jr., as assistant managers, effec- 
tive October 1. 

Mr. Skelding, who became associated 
with the National Council in 1924, will 
continue to have charge of the actuarial 


and 


and statistical work of the council and 
will be the 
and administrative operations of the Na- 
tional Council’s New York office and its 
several rating bureaus. Mr. Leslie comes 
to the National Council from the Royal- 
Liverpool Group and will be in charge 
of its public relations work, including 
the conduct of rate conferences and 
hearings, relationships with public offi- 
cials, the membership and the _ public 
generally. In addition, he will be re- 
sponsible for the legal and policy forms 
work of the National Council. 


responsible for technical 


Mr. Skelding is a graduate of the 
College of the City of New York. He 
saw active service throughout World 


War I in the United States Navy and 
was discharged with the rank of En- 
sign. After four years in the actuarial 
and statistical departments of the Na- 
tional Council, he was appointed assist- 
ant actuary in 1928 and actuary in 
1933—which position he has held con- 
tinuously until the present time. He 
is a Fellow and a past vice president 
of the Casualty Actuarial Society and 
has served as chairman of its examina 
tion committee. 

Mr. Leslie is currently superintendent 
of the special risks department of the in- 
demnity companies of the Royal-Liver- 
pool Group. He is a graduate of Prince- 
ton University and served as a naval offi- 
cer in World War II with the rank of 
lieutenant. Prior to his appointment 
as superintendent of the special risks de- 
partment, Mr. Leslie was connected 
with the actuarial department of the 
National Bureau of Casualty Under- 
writers and later with the actuarial de- 
partment of the Royal-Liverpool Com- 
panies and represented those companies 
on the actuarial committees of the Na- 
tional Council, National Bureau and the 
Compensation Rating Board of New 
York. He is an associate in the Casu- 
alty Actuarial Society and has lectured 
before classes in the Insurance Society 
of New York. } 

Three Others Promoted 

Also as of October 1, the governing 
committee has approved the advance- 
ment of Secretary Denkscherz to secre- 
tary-comptroller; Assistant Secretary 
McCormack to secretary; and Assistant 
Actuary Uhthoff to associate actuary. 
Messrs. Denkscherz and McCormack 
will Serve under Assistant Manager 
Skelding and Mr. Uhthoff will become 
technical assistant to Assistant Manager 
Leslie. 


FIREMAN’S FUND DIVIDEND 
s. rectors of the Fireman's Fund of 
San Francisco have declared a quarterly 
dividend of 65 cents a share on the 
capital stock, payable October 16 to 
stockholders of record September 29. 


FRANK P. CASEY DIES AT 52 


Head of National Surety’s Court De- 
partment Had Been Identified With 
Surety Industry for 25 Years 
Frank P. Casey, age 52, in charge of 
the court department of National Surety 
Corp., died suddenly from coronary 
thrombosis September 13 at the Hospi- 

tal for Joint Diseases in New York. 
Mr. Casey has been identified with the 
surety industry for the last 25 years. 
His early training began with the Aetna 
Casualty & Surety Co., later with the 
Union Indemnity Co., and he joined the 
National Surety in 1935. He was gradu- 
ated from Holy Cross College and took 
his law degree at Fordham University. 
He was a member of the New York bar. 
Surviving him are his wife, Mrs. An- 
gela G. Casey, a son, Russell and a 
daughter, Mrs. Thomas Carpenter. 


Zurich-American Companies 


Open Grand Rapids Office 

To provide more extensive service 
facilities for the western and northern 
sections of Michigan, the Zurich- 
American Insurance Cos. have estab- 
lished a service office at Grand Rapids. 

The staff of the Grand Rapids office 
includes Howard W. Edgecombe, in 
charge of casualty production; R. Brad- 
ley White, group representative; and 
Eugene Graves, payroll auditor. The 
office is under the supervision of the 
Zurich-American Detroit branch, which 
directs all the companies’ activities in 
the state of Michigan. 


Rollin M. Clark Dies 
In Hospital at Chicago 


WAS WELL-KNOWN EXECUTIVE 





Continental Casualty’s First Vice Presi- 
dent Formerly With N. Y. Insurance 
Dept. and U. S. Commerce Chamber 

Rollin M. Clark, 51, first vice presi- 
dent and a director of the Continental 
Casualty Co., one of the most widely 
known and popular casualty company 
executives in the country, died Septem- 
ber 16 in a Chicago hospital. 

Mr. Clark, who resigned in 1937 as 
first Deputy Superintendent of Insur- 
ance of New York to join Continental 
Casualty as assistant comptroller, was 
made controller 1938 and vice president 
and secretary in 1944. He was also vice 
president, secretary and a director of 
the Continental Assurance Co., a vice 
president and director of the Transporta- 
tion Insurance Co. and a director of the 
National Casualty Co. 

Mr. Clark was born March 15, 1899 
at Camden, N. J. He received a B.S. 
in mechanical engineering from the Uni- 
versity of Pennsylvania and an LL.B. 


from George Washington University. 
He was a member of the Theta Chi, 
Sigma Xi, Tau Beta Pi and Phi Delt: 


Phi fraternities. 
First Insurance Experience 

The first insurance experience of Mr 
Clark was in the inspection department 
of the junior factory mutuals at Phila- 
delphia, where he traveled extensively 
inspecting sprinklered risks and also did 
appraisal work. Next, he joined the 
Conservation Bureau of the Chamber of 
Commerce of the United States in its 
insurance department and was in charge 
of the Inter-Chamber Fire Waste Con- 
test. Mr. Clark became secretary of 
the National Fire Waste Council and as- 
sistant manager of the insurance de- 
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His Friend, Rollin Clark! 
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Consider Ad Man’s Opportunity 


Today 


Boyle Points to Unsaturated Market for Insurance; 


West Dennis, Mass., Sept. 18—At a 
time when the threat of Government 
or state intrusion in the insurance busi- 
ness is uppermost in a number of states 
including Massachusetts, where the vot- 
ers on election day will decide for or 
against a compulsory flat rate for their 
automobile insurance, insurance adver- 
tising managers have their greatest 
opportunity to influence favorable pub- 
lic opinion toward their industry and 
its products—fire and casualty insurance. 

This was the consensus of opinion 
of speakers and members of the Insur- 
ance Advertising Conference who are 
here at the Lighthouse Inn today and 
tomorrow for their 27th annual meet- 
ing. At the opening session today under 
the chairmanship of A. E. Duncan, Jr., 
Fire Association, who is IAC vice 
president and program director, those 
attending were stimulated by the realis- 


tic public relations address given by 
Joseph E. Boyle, vice president, J. Wal- 
ter Thompson Co., one of America’s 


largest advertising agencies. His clarion 
call that the insurance advertising men 
prepare now for a mass selling job so 
as to reach and sell the tremendous un- 
saturated market for insurance tied in 
with views expressed by IAC panel 
leaders in the discussion on “Is the 
Advertising Manager a Sales Manager ?” 
Nearly 100 were in attendance. 
Boyle Talks on Massachusetts Situation 

Keynote of Mr. Boyle’s talk was that 
the Massachusetts flat rate case is a 
striking indication of what can happen 
to the insurance companies anywhere 
in this country in the way of attack 
from the outside. His point was well 
taken that the situation with Massa- 
chusetts voters today is similar to pub- 
lic opinion in the nation four years 
ago—witness the revelations made in 
the survey by Elmer Roper for the 
Association of Casualty & Surety Com- 
panies. 

“This survey,” said Mr. Boyle, “showed 
38% of the people interviewed having 


preference for Government insurance 
and an additional 20% undecided, a 
total of 58% compared with 44% in 


Massachusetts in a recent study. The 
1946 study brought out (1) definite lack 
of knowledge about casualty insurance; 
(2) lack of knowledge of what casualty 
companies sell; (3) lack of confidence 
in casualty company intentions and 
practices, such as in claim settlements. 
“Over-all, the Roper survey indicated 
a tremendous unsaturated market for 
what you have to sell and the indica- 
tion that you are not aggressively do- 
ing a selling job,” the speaker said. 
Presented With Challenge 
Declaring that the advertising and 
public relations men are thus presented 
with both a challenge and an oppor- 
tunity to accomplish a big job in selling 
this unsaturated market, Mr. Boyle 
offered this advice: “Recognize first 
that you have a big insurance public 
relations job with masses of the people 
if you are going to continue profitable 
operations and if you are to avoid 
Government ownership or more strict 
Government controls. After recognition 
of the pioblem, the next step is to do 


Panel Views Ad Man as Sales Manager; 


Cartwright Is Dinner Speaker 


By Wattace L. CLaApp 


some hard thinking and _ long-range 
planning. You should make a conscien- 
tious analysis of trends in insurance 
sales. Then answer these questions: ‘Is 
your product the best that can be de- 
vised to sell this market? Is it what 
the consumer wants and will buy? 
Could more forms of insurance on a 
broader front be sold if your products 
were packaged better?’ 

“Roper’s 1946 study indicated a public 
feeling that your agents do not do an 


aggressive and effective selling job; 
that they overlook several forms of 
insurance. Do they? If so, how can 


this deficiency be improved? Here lies 
your biggest opportunity inasmuch as 
advertising and public relations are cor- 
relative to and companions of the 
agent’s direct selling. The solution, in 
my opinion, lies in mass selling tech- 
niques which you should use to pre- 
condition consumers or prospects to the 
services of your industry; in fact, mass 
selling techniques can even lead con- 
sumers to take the initiative in selling 
your product, rather than to wait for 
the agent’s call.” 

Aiter listing tools which can be used 
to accomplish this mass selling job— 
direct mail, advertising specialties, trade 
and consumer magazine advertising and 
publicity—Mr. Boyle declared: “Use 
the most effective of these techniques to 
sell some of the unsaturated market; 
place emphasis and pressure where nec- 
essary. Your objective is to expand 
premium volume by production of new 
business—not just taking business away 
from your competitors; to do a smart 
job in explaining how the rating sys- 
tem works and to prove to the people 
that you are interested in them and in 
their safety.” 


Carlier Is Lead-Off Panel Speaker 


H. V. Carlier, Northern Assurance, 
who was lead-off speaker in the panel 
discussion, proved that the insurance ad- 
vertising manager is definitely a sales 
manager. He has to sell his advertising 
plans to wielders of his company’s purse 
strings; he must be able to produce 
advertising material with selling punch; 
he must have the know-how to build 
sales helps for agents which, in turn, 
will build good will for his company. 
Thus, he helps the field force to obtain 
a bigger share of the agent’s business, 
Mr. Carlier said. 

The speaker recognized the value of 
national advertising but said that only a 
few companies can afford it. “How- 
ever,” he remarked, “our trade papers 
—and none of us passes up these power- 
ful media—are doing a real job of pre- 
mium income building not only for our 
industry but for each and everyone of 
us.” In closing, he described insurance 
advertising manager as “the carburet- 
ors of the production organizations; in 
other words, we are actually sales pro- 
motion managers.” 

The viewpoint expressed by E. R. 
Hurd, American-Associated Cos., was 
that the insurance ad managers are 
really idea men, gifted with versatility 
to do a good job not only in selling aids 
for agents but in preparation of com- 
pany annual reports and employe house 


organs, etc. He warned against getting 
so absorbed in folder jobs that the 
larger aspects of advertising are over- 
looked. 


Duncan Speaks in Kennedy’s Place 


In turn, A. E. Duncan, speaking in 
place of Hal V. Kennedy, Kansas City 
Fire & Marine, who could not attend, 
said that in keeping up with the current 
trend to separate production from un- 
derwriting, the advertising department 
of his company is now an adjunct to 
its newly set up production department. 
Thus, he said, the ad manager will as- 
sume increased importance. “We are 
now becoming specialists rather than 
jacks of all trades,” said Mr. Duncan. 

Closing the morning program, Ray C. 
Dreher, now an advertising consultant, 
described his pre-testing of sales litera- 
ture effectiveness for 22 insurance 
agents who are his clients. Clark W. 
Smitheman, North America Group, 
chairman of this panel, said his compa- 
nies are redesigning all of their sales 
leaflets, making them uniform in style 
and color. E. E. Sterns, Travelers, 
stressed that company fieldmen seem to 


need the most education as far as 
proper distribution of leaflets is con- 
cerned. 


Pinchhitting for Vice President Dun- 
can, Ralph C. Blatchford, Employers’ 
Group, who is IAC secretary-treasurer, 
introduced the luncheon speaker, Wes- 
ton Smith. executive vice president, 
“Financial World,” whose fine address 
is reviewed elsewhere. Mr. Smith gen- 
erously offered to send to JAC mem- 


bers his company’s “Guide Book to 


Stockholders Relations,” 
Cartwright on Advertising 


After an afternoon of golf and recrea- 
tion, the conference delegates gathered 
this evening for the president’s recep- 
tion and the annual dinner. Theodore 
W. Budlong, National Board of Fire 
Underwriters, as toastmaster, introduced 
Levering Cartwright, managing editor, 
National Underwriter. Mr. Cartwright's 
approach to the subject, “The Place of 
Advertising in the Insurance Business,” 
was to express at length the views of 
G. D. Crain, publisher of “Advertising 
Age,” a friend and neighbor of his. 

In Mr. Crain’s opinion, he said, a vast 
improvement has come about in_ the 
last 20 years in the standing and public 
acceptance of insurance agents and al- 
though a combination of factors is re- 
sponsible for this happy result, insur- 
ance advertising has played an impor- 
stant role. Said Mr. Cartwright: “In the 
accumulation of their individual efforts, 
insurance ad men have helped mightily 
to make the insurance agent one of the 
most welcome callers on the American 
householder and business man today in- 
stead of being regarded as close to a 
back door peddler and one to be, 
dodged.” 

Before closing, the speaker offered 
this suggestion: “Do more in translat- 
ing actual insurance losses into sales of 
new insurance. There is great sales 
power in dramatizing a type of loss that 
shocks others into realization that it 
could happen to them.” 


Hickerson Talks on Headline Testing | 


To Make Advertising More Effective 


West Dennis, Mass., Sept. 19.—The 
hit of this morning’s IAC session was 
J. M. Hickerson, newly elected presi- 
dent of the Albert Frank Guenther Law 
advertising agency, New York, who held 
close attention-in his talk on “How 
Headline Testing Makes All Advertising 
More Effective.” His five years’ ex- 
perience in mail order advertising has 
convinced him that headlines are of 
great importance; that the words “free” 
and “money” are magic in drawing re- 
sponses; that people will read long ads 
under enticing headlines if they have 
the “you” appeal. At the same time, 
Mr. Hickerson has obtained good re- 
sults for clients with small “newspaper 
reading” style ads. 

Mr. Hickerson’s most successful mail 
order ad to date was one featuring “The 
Home Mechanic’s Handbook,” which 
has sold $2,000,000 worth of this book 
at $5.95 per copy. Its title, he explained, 
was selected from the results of a 
direct mail test. The ad ran initially in 
400 lines as a split-run in garden sec- 
tions of New York, Chicago and Phila- 
delphia newspapers. Later it was en- 
larged and tested in a New York news- 
paper with gratifying results. Mr. Hic- 
kerson said that timing favored suc- 
cessful sale of this book as the adver- 


tising started right after the war when 
home repairs were much needed. 


Features Life Insurance Story 


Big results are also coming in from 
newspaper and magazine ads featuring 
Frank Bettger’s life insurance story 
on “How I Raised Myself From Failure 
to Success in Selling.” Nearly 200,00 
copies of it have been sold to date, the | 
speaker said, despite critics’ opimions, | 
the fact that headline and format o 
the ad violate principles of good adver: 
tising. Mr. Hickerson is a great believer | 
in coupon ads which will win action | 
from a larger segment of your market | 
than non-coupon ads.” 

In the absence of Philip J. McAteer, | 
Boston, the other scheduled speaker, 4 
W. Dempsey, vice president of a Bos | 
ton engraving company, gave freely 0 | 
his practical ideas on various types A 
halftones. 4 

Dwight P. Ely, retiring president, ™ | 
his swan song, spoke appreciatively o 
cooperation received while he has beet 
in office. The conference treasury 15" [ 
good shape. Membership is up to 15 
due to the good work of Walter 
Riley. The IAC also has been of rea 
assistance in the past year to the Ne 

(Continued on Page 37) 
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Convention Delegates Enjoy 
Buffet Supper and Films 


A buffet supper and movies held the 
interest. Sunday evening of IAC mem- 
hers and their wives, and a_ total of 85 
had registered by that time for the 27th 
annual meeting which opened Monday, 
Septeniber 18. In an atmosphere of 
wood fellowship Program Chairman Al 
Duncan, Fire Association, and Ralph 
Blatchford, secretary-treasurer, set the 
stage for an enjoyable evening. 
“Before the National Board of Fire 
Underwriters’ movie, “The Torch,” was 
shown, Ted Budlong of its public rela- 
tions department asked the JAC mem- 
hers to view it objectively. He frankly 
told them while it is going over big 
with the public and there are a lot of 
requests for it, “no one who knows 
anything about fire prevention films 
likes it.” To this writer it tells a grip- 
ping story on how carelessness by or- 
dinarily careful people causes unneces- 
sary loss of life and property by fire. 


Through the courtesy of Weston 
Smith, executive vice president of 
“Financial World,” one of the guest 
speakers, the film “Steel Horizons,” 
dramatizing the “freedom of opportu- 
nity,” was shown. 

The latest “March of Time” news 


film release, “As Russia Sees It,” was 
also shown. It held more than usual 
interest as it featured the Korean con- 
flict and Russia’s participation in it. 


Past Presidents Sponsor 
New Members’ Breakfast 


A “new members breakfast,” spon- 
sored by IAC past presidents, was 
Monday morning’s opening feature. Dili- 
gent effort on the part of Walter Riley, 
membership chairman during the past 
year, resulted in 10 new members. They 
were given a hearty welcome. If a prize 
were given to the one traveling the 
longest distance to attend this meeting 
it would go to Roy R. Terry, publisher 
of Northwest Insurance News, Portland, 
Ore, who is one of the new members. 
Another West Coast delegate here is 
E. O. Scharetg, advertising manager ot 
the Fireman’s Fund Group, who with 
his gracious wife, is making many new 
friends among the Eastern ad men. 





Hickerson President of 


Albert Frank-Guenther Law 


Fabian Bachrach 
J. M. HICKERSON 


J. M. Hickerson, a guest speaker at 
Advertising Conference 
week at West Dennis, 
“in the news” by 


this 


Advertising Conference Elects 


ALFRED E. DUNCAN, JR. 
President 


West Dennis, Mass., Sept. 19—A. E. 
Duncan, IJr., sales development manager 
of the Fire Association, Philadelphia, 
was elected president of the Insurance 
Advertising Conference at its annual 
meeting here today. Mr. Duncan, who 
has served during the past year as vice 
president and program director, succeeds 
Dwight P. Ely, production manager of 
Ohio Farmers, who goes on the execu- 
tive committee as an ex-officio mem- 
ber. 

Walter H. Riley, advertising manager 
of American Surety Group, is the newly 
elected vice president of the IAC and 
Edwin E. Sterns, assistant manager, 
publicity department of the Travelers, 
was elected secretary-treasurer. Mr. 
Riley has done a fine job as membership 
chairman during the past year, and Mr. 
Sterns, a long time member of the con- 
ference, is assuming his first official ca- 
pacity in the organization. 

The new executive committee, also 
elected at today’s meeting, consists of 
James F. White, advertising director, 
Maryland Casualty; Norris P. Browne, 
Aetna Insurance Group: Richard Van 
Dusen, associate editor, Glens Falls 
Group, and Mr. Ely. 

The officers also serve on the execu- 
tive committee, making a total of seven 
members. 

President Duncan’s Background 

President Duncan was born in the 
business, so to speak, as his father was 





WALTER H. RILEY 
Vice President 


president of the Franklin Fire of Phila- 
delphia at the time of his death in 1913. 
Mr. Duncan’s first insurance job was as 
a mail clerk in the Philadelphia office 
of the Franklin after it had been ac- 
quired by the Home of New York in 
1916. He was sent out to Indiana as a 
field man in 1920. 

For the next 25 years Mr. Duncan 
traveled the field for the Home. At one 
time he was stationed with Thompson 
Derr & Bros., its general agents for 
Pennsylvania territory. He thus has an 
intimate knowledge of field problems. 

Five years ago, in October, 1945, he 
came into the home office of the Fire 
Association after some special agents’ 
experience to establish the company’s 
new training school. Under his guid- 
ance it has been a successful undertak- 
ing. He also took over the advertising 
and sales promotion work and, since this 
was not considered a full-time job for 
one man, he also is the purchasing agent 
and personne] director of the Fire Asso- 
ciation. Thus, he is serving in a triple 
capacity. 

Riley Started Career in 1908 


Vice President Riley has been with 
the American Surety Co. since 1908. 
Previously he had been with a New 
York advertising agency which handled 
a number of national accounts. Initially 
Mr. Riley handled advertising matters 
and rates for his company but, in 1918, 





EDWIN E. STERNS 


Secretary 


transferred to field work and 
traveled the eastern coast, Ohio, West 
Virginia and a part of Kentucky. His 
field duties were enlarged in 1937 and 
for the next several years he traveled 
the entire country. In this I 


he was 


way he 
became acquainted with a large number 
of agents and acquired an intimate un- 
derstanding of their problems. 

For the past five years he has been 
in charge of all advertising matters for 
the American Surety Group with head- 
quarters at the home office in New 
York. 

Sterns With Travelers Since 1926 


For the past 25 years Edwin E. Sterns, 


newly elected secretary-treasurer of 
IAC, has been giving insurance agents 
the benefit of his advice and counsel 





on direct mail and insurance advertising 
He joined the Travelers’ publicity de- 
partment in Februarv, 1926, and as 1 
istant manager and right hand man 
to C. W. Van Beynum, manager. His 
duties embrace supervision of the com- 
pany’s magazine, newspaper, trade paper 
and radio advertising. 

Prior to joining the Travelers Mr. 
Sterns was advertising mana 
Guardian Life of New Yorl 
years and with the Ameri 
Co. for seven years, f 
advertising manager. 
of Columbia University Sch 
nalism. 








asSi 














M. Hickerson, Inc., of New York, Chi- 
cago and Detroit, with the advertising 
firm of Albert Frank-Guenther Law, 
Inc., New York, effective October 1. Mr. 
Hickerson has been elected president 
and a director of that agency, succeed- 
ing Frank J. Reynolds who has been 
elected vice chairman of the board of 
directors. The merger announcement 
was made by Emmett Corrigan, board 
chairman of Albert Frank-Guenther 
Law, Inc. Several large insurance ac- 
counts are handled by the agency. 

A graduate of the University of Iowa, 
Mr. Hickerson has spent his entire 
business life in the advertising and sales 
field. He started with General Electric 
Co. in its advertising department and 
then transferred to a General Electric 
affiliate in Connecticut as advertising 
and sales promotion manager. This re- 
quired considerable traveling and sales 
work. 

In 1929 he joined the advertising 
agency of Lord & Thomas, New York, 
as account executive and copywriter, 


Talks on Headline Testing 


(Continued from Page 36) 


tional Board of Fire Underwriters. 
Alfred E. Duncan, Jr., the new presi- 
dent, said the big objective of his ad- 
ministration will be to get a better at- 
tendance at annual meetings. He also 
favors preparation by IAC of a bro- 
chure on “Fundamentals of Advertising” 
Mr. Duncan’s first act as president was 
to present to Mr. Elv the IAC certifi- 
cate of appreciation for his fine work 
during the past year. A final work of 
thanks to the Stones of Lighthouse Inn 
for their hospitality closed the meeting. 





and after ten vears with that firm he 
established J. M. Hickerson, Inc. His 
agency has served 29 national accounts 
including five whose only sales tool is 
their direct action advertising. 


Sterns “Father of the Bride” 

Edwin E. assistant manager 
of Travelers’ publicity department, told 
at the West 


Mass., meeting this week that 


Sterns, 


his ad conference friends 
Dennis, 
dozens of people in Hartford 
if he had read the book, “Father of 
Bride” or had seen the movie when 


his daughter’s wedding 








weeks ago. His answer: “I haven't!” 
The former Miss Carolyn Q. Sterns 
is now Mrs. H. William Botelle, and 
she was given in marriage by her 
father. The wedding took place in the 
First Church of Christ Congregational 
in West Hartford, following wl 
young couple left for a Bermuda honey- 
moon. Edwin A. Sterns, brother of the 
bride, who is a marine insurance le 


with the Travelers, was 


The bridegroom is a ch 


writer 
the ushers. 
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Smith Treats Modern Annual Reports 


Originator and Director of Surveys on Subject Sees Need 





for Clear Explanation and Greater Uniformity; Views 
Reports as Powerful Public Relations Force 


“Your Annual Report and Public Re- 
lations” was the title of a talk delivered 
before the annual meeting of the Insur- 
ance Advertising Conference at West 
Dennis, Mass., September 17-19, by 
Weston Smith, executive vice president 
of “Financial World.” Mr. Smith, who 
is originator and director of the annual 
report surveys, Was speaker at the 
luncheon, September 18. 

“There seem to be two 
thought on the subject of advertising 
vs. public relations,” he said: “A few 
advertising men resent what they call 
the boom in public relations fearing that 
expenditures in this direction will cut 
into the budgets of paid advertising 
though the evidence has been to the 
contrary, while others have welcomed 
public relations as a new opportunity 
through which to render better and more 
effective service. 

Were Advertising Executives 

“Some of our leading public relations 
directors and public relations counsel- 
today were advertising executives 
not so many years ago,” he said. “And 
many of the outstanding public relations 
programs of corporations today were 
conceived and organized in the public 
relations departments of the larger ad- 
vertising agencies. 

“Thus there has been an increasing 
evidence of the desire of most advertis- 
ing executives to cooperate with those 
in charge of public relations, and vice 
versa. The wholehearted cooperation 
between these two important functions 
of management is necessary if a corpo- 
ration is to achieve any degree of suc- 
cess in serving the public interest— 
and in earning a fair profit.” 

Mr. Smith said that public relations 
crossed the path of advertising in the 
development of institutional advertising 
which is usually slanted to building the 
prestige of the manufacturer or industry 
without any attempt to sell the product 
or services and World II stimulated 
the widespread use of this “public serv- 
ice” advertising when corporations en- 
gaged entirely in war production had 
nothing to sell but felt it necessary 
to keep their names before the public. 

Declaring that publicity whets the 
appetite of the public for the new 
product or service but paid advertising 
always will be essential to provide the 
convincing evidence that will encourage 
the prospective buyer to close a sale, 
Mr. Smith continued: 

Annual Report Offers Opportunity 

“And don’t overlook the opportunity 
afforded by the corporation’s annual re- 
port to publicize the manufacturer’s 
products and services among the stock- 
holder and policyholders. As the actual 
owners of the company, they are the 
most receptive group for any news con- 
cerning the management’s plans to im- 
prove established lines or to introduce 
new services. Opinion surveys have 
proved that shareholders and policyhold- 
ers can be boosters for their company’s 
services when they are properly in- 
formed and provided with an ample sup- 
ply of facts. One enthusiastic stock- 
holder or policyholder in a community, 
a chamber of commerce, a trade associ- 
ation, a club or church is often respon- 
sible for the ultimate sale of many of 
his company’s lines, that otherwise might 
go to a competitor. You all will agree 
that word-of-mouth recommendations 
from neighbor to neighbor, friend to 
friend, banker to depositor, counsel to 


schools of 


ors 


client, doctor to patient, are still the 
most powerful form of advertising. 
“No matter what direction I take in 


discussing public relations as an indus- 





Jean Raeburn, N. Y. 
WESTON SMITH 


trial function I always end up with the 
annual report. Most of us in the public 
relations field are specialists, rather than 
general practitioners, and as many of 
you know my career in this field has 
been devoted to encouraging the produc- 
tion of better reports. Thus, I would 
like to direct your attention for a few 
minutes to the opportunity afforded by 
modernized annual reports. This is one 
function of management that I have 
lived with for more than ten years, 
and the fact that I have studied some 
almost 25,000 annual reports and read 
mile after mile of footnotes has pro- 
vided me with a variety of information 
on the subject.” 
Issue Understandable Reports 

Mr. Smith stated that the survey of 

more than 5,000 annual reports for 1949 


shows that more corporations and fi- 
nancial institutions have issued un- 
derstandable reports than ever be- 


fore and results of the survey “prove 
the continuation of the undeniable trend 
that more managements are recognizing 
the annual report as a dynamic force 
in constructive public relations. It is 
the ideal medium through which to fos- 
ter a wholesome undersanding of busi- 
ness among shareholders, policyholders, 
employes and the public at large, as well 
as in communities where services are 
offered.” 

However, he expressed regret that the 
improvement in corporation reports is 
only the reflection of the good deeds of 
the few and that more than two-thirds 
of both American and Canadian corpo- 
rations are still backward in their an- 
nual reporting as measured by the sim- 
plest standards of presenting adequate 
financial statistics and understandable 
yearly reviews. 

Mr. Smith explained that in rating 
corporations, “Financial World” places 
the emphasis on facts and figures, giv- 
ing 60 possible points out of 100 for 
editorial comment and financial and op- 
erating statistics, while only 40 points 
are considered for typography, format 


and illustrations. Of the total annual 
reports of insurance companies | sur- 
veyed, 2,500 won the publication’s 


“merit” award in 1949, as compared with 
1,500 in 1945. 

Advantages of Modernized Report 
“Sometimes,” he said “I am asked, 





‘What are the real advantages of a mod- 
ernized annual report?’ For the bene- 
fit of those who would like my answer 
to this question, I would like to make 
this brief statement: A modernized an- 
nual report can be a strong, interesting 
and convincing human document to weld 
together for the general good of the 
corporation all the elements upon which 
it depends. Who are these elements? 
They are the public (including the cus- 
tomers), stockholders (including pros- 
pective investors), employes (often the 
union members) policyholders (in the in- 
surance field), plus agents, dealers and 
retailers, bankers, newspaper editors, 
financial writers, etc. A  well-handled 
annual report, of course, will build con- 
fidence in a corporation’s securities. It 
can be a hedge against the day when 
sarnings decline or dividends are re- 
duced, and may prevent thoughtless 
liquidation of holdings. 

“Thus, it is my suggestion that the 
annual report be strictly a factual doc- 
ument. Facts are the most eloquent 
exponent of the performance of a busi- 
ness. Both the achievements and the 
problems should be disclosed. The lat- 
ter, however, can be interpreted and 
clarified from the standpoint of the 
management. It should be understood, 
also, that an annual report is primarily 
a review, and not a forecast. The 
readers of annual reports want to know 
how the management is preparing for 
the future, but they do not expect any 
executive officer to assume the role of a 
prophet.” 

In presenting an annual statement, the 
great needs are for clear explanation and 


———____ 


greater uniformity plus an improvement 
in the attitude of public and employes 
toward private enterprise, Mr. Smith 
said, adding: 

Three Varieties of Stockholders 

“It is not news that every corporation 
has three varieties of stockholders ang 
policyholders: (1) the active supporters 
(2) the indifferent observers, and (3) 
the unfair critics. The last mentioned 
class will have little to complain about 
while earnings are on the up-grade and 
dividend payments are reasonable, by 
when operations become less favorable | 
and dividends are reduced or deferred , 
then the critics will be heard. 
fluence of this aggressive minority 
which is often uninformed about the | 
plans of the management, can prove dis- 
astrous not only to the business jp. 
volved but to the best interests of all 
concerned. 

“On the other hand, managements en- 
joying a majority of ‘active supporters 
among their shareholders and_ policy- 
holders because they have explained 
their problems in full, will survive an 
earnings setback or dividend reduction, 
When shareholders have confidence in 
the ability and sincerity of the officials 
of their corporations, they will retain 
their holdings even during an extended 
business recession. The corporation's 
primary medium of information to stock- 
holders and_ policyholders—the annual 
report—continues to improve in effec- 
tiveness both as a forum for developing 
the confidence of the actual owners and 
as a medium for supplying opinion mold- 


(Continued on Page 39) 


Barnes Says All Type of Insurance 
Have Common Public Relations Goal 


Management and personnel in all 
branches of insurance—fire, life, prop- 
erty and casualty—have a common in- 
terest in the public relations problems 
and accomplishments of all parts of the 
business, Donald F. Barnes, director of 
promotion and advertising of the Insti- 
tute of Life Insurance, said in a talk 
before the fall meeting of the Insurance 
Advertising Conference in West Dennis, 
Mass., September 19. 

“To the public, insurance is widely 
regarded as a single, all-inclusive insti- 
tution,” Mr. Barnes said. “All too often 
members of the public do not differen- 
tiate between property insurance and 
life insurance. Consequently, what hap- 
ens either as a plus or a minus in one 
field of insurance is very likely to have 
a public relations effect in the other 
fields of insurance. 

“This is nowhere more clearly demon- 
strated than in connection with the 
United States Supreme Court decision 
holding insurance conducted across state 
lines to be interstate commerce. That 
was a fire insurance case, and only fire 
insurance was directly involved, yet life 
insurance found itself included in the 
consideration of the case and affected 
by its findings. 


Institute Benefits All Classes 


“The Institute of Life Insurance is 
operated by the life insurance business 
in the interests of life insurance policy- 
holders, field personnel and company 
management, and yet whatever it does 
is of benefit or has some affect on those 
engaged in fire and casualty insurance. 
Likewise, life insurance people are inter- 
ested in, and welcome every conscious, 
organized effort the property insurance 
managements and personnel may con- 
tribute towards better public relations, 
knowing that it is all a part of the job 
necessary to keep the public informed 
and friendly. 

“The phrase ‘conscious, organized ef- 





BARNES 


DONALD F. 


fort’ is used purposely, as there is one 
thing everyone working on public rela- 
tions sooner or later becomes familiar 
with—that good public relations does 
not just grow or happen by accident; 
it is the result of conscious effort, and in 
the case of management activities, con- 
scious, organized effort. Everyone asso- 
ciated with insurance in any of its spe- 
cial areas must be aware that conscious 
public relations efforts are a necessary 
part of modern business routine. If this 
is done, insurance, already in high 
standing with the public, should be as- 
sured continued and even higher stan 
ing in the years ahead.” 

Mr. Barnes described the work of 
the various divisions of the institute 
and related the organization's activites 
to all elements of the life insurance 
business. He emphasized the fact that 
acceptance of what an industry has to 
say is predicated on the public’s basic 
approval of that industry. 
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Model Annual Reports 


(Continued from Page 38) 


‘.¢ groups with facts about the business. 
“One aim of the annual report should 
be to disabuse the public mind of the 
notion that the owners and managers 
are the only beneficiaries of the enter- 
prise. It must be understood, and em- 
phasized again and again that their ben- 
eficiaries are: the employes the consum- 
ers, and the public. To this end, the 
function and need of the management 
‘s to be stressed. Its function is to or- 
canize and direct that combination of 
land, capital, and labor, which is the 
business Organization, and in doing so, 
to assume the non-insurable hazards of 
business. Thus, will the public learn 
that competitive profits are always 
earned, and are socially desirable. 

“With the aid of the annual report, 
corporations are proving that they have 
4 true social point of view. As each 
management recognizes its part in serv- 
ing society, as a responsible part thereof, 
it will be taking a social point of view. 
That is the surest way to make private 
enterprise hold its place in democracy. 
The sum and substance of the matter is 
that a good annual report is one that 
tells the truth, and tells it so that the 
average member of the society can un- 
derstand it. 

“But I would stress again that the use 
of baby talk and pictures in annual 
reports should not be used as an escape. 
Nor should any corporation think that 
such an escape can be found. Corpora- 
tion reports should be simplified, of 
course, but not ‘Simple Simonized.’ 

Are Negligent of Trust 

“Those corporations and financial in- 
stitutions which have not taken advan- 
tage of the opportunity of ‘modernized’ 
annual reports, have been negligent of 
the trust placed in them as the directors 
ff publically-owned enterprises. And 
this charge includes those that have pro- 
duced elaborate and colorful brochures 
without providing the necessary factual 
data and financial statistics that are 
asic in determining the value and pros- 
pects of an investment. We know, and 
they know, when an attractively present- 
ed annual report fails to provide the 
adequate information. The small] inves- 
tor, policvholder and employe may be 
misled for a while, but eventually will 





learn that he or she has not been ob- 
taming essential or complete informa- 
tion. 


“The annual report in its htmanized 
form is no stop gap or cure-all, but it 
is proving to be the keystone of the con- 
structive public relations programs of 
Many corporations and financial insti- 
tutions which are serving in the public 
interest. Properly handled, an attrac- 
tive and informative annual report can 
be a dynamic force in fostering a whole- 
some understanding of industry among 
all the elements on which a corporation 
depends. But most important—it is pro- 
viding a vital influence in counteracting 
the trend towards that philosophy that 
would like to overthrow our free enter- 
Prise system.” 


» ] 

Ely’s Work Is Commended 

Dwight P. Ely, conference president, 
Was properly the recipient at this meet- 
Ig of commendation for his construc- 
tive year jn office. With his characteris- 
‘cally quiet determination, Mr. Ely has 
accomplished real results in enhancing 
the prestige of the JAC. One of his 
contributions to this meeting was the 
oncial program, designed by him and 
Printed in the Ohio Farmers print shop. 





AL INSURANCE CO. 


loncaster, Po 





JOHN ASHMEAD’S REPORT 


Gives Impressions of National Board's 
Public Relations Work as Observer 
of IAC at Committee Meetings 
West Dennis, Mass., Sept. 19—The re- 
port by John Ashmead. assistant secre- 
tary of Phoenix of Hartford, as the 
ad conference’s observer at public rela- 
tions meetings of the National Board 
of Fire Underwriters read at the 
IAC annual business session here this 
morning. Mr. Ashmead reported that 
widespread endorsement has greeted the 
latest two national magazine ads of the 
National B and that they have 


Was 


Board 
received favorable reader attention. 
Pointing to public relations activities 
of the board in the past vear, he spoke 
of its exhibit of fire prevention litera- 
ture at the convention of the American 


Hospital Association. The leaflet, “Be- 
tween You and Fire,” was especially 
prepared for this meeting, Mr. Ash- 
mead said 


As to plans for the forthcoming Fire 
Prevention Week, October 8-14, the 
Ashmead report said that more litera- 
ture is available for distribution to the 
public during the special week than ever 
before. New motion pictures will als 
be released, featuring rural and school 
fire safety. 

Touching on the board’s radio and 
television activity, it was brought out 
that a good job is being done with spot 
announcements on various radio stations 


and that local agents are making tieups 
with such announcements. 
Mr. Ashmead’s over-all impression is 


that the friendly relationship which has 
existed between the Insurance Adver- 
tising Conference and the National 
Board’s public relations advisory com- 
mittee has been’ beneficial to both 
parties. IAC executive committeemen 
have been invited to attend the Novem 


ber 15 meeting of this committee. 


Tribute to Mrs. Ellson 


Mrs. Margaret C. Ellson, executive 
secretary of the Insurance Advertising 
Conference, made new friends at the 


annual meeting this week by her gra- 
cious, always cheerful personality and 
desire at all time to make everyone feel 
at home. Reference to her good work 
in the past year—her first in office— 
was made by Dwight Ely, Ohio Farm- 
ers, retiring JAC president, in his an- 
nual report. Mrs. Ellson, who is popu- 
larly known as “Maggie,” also took a 
bow at the luncheon which closed the 
meeting. She is assistant personnel di- 
rector of the Fire Association of Phila- 
delphia. 


Telegram to Jarvis 

Ronald Jarvis, Jr., editor of the IAC 
monthly bulletins during the past year, 
is one of the first, if not the first, mem- 
ber of the Conference who has returned 
to the armed forces. A World War II 
captain in the Marines, Mr. Jarvis was 
given his orders recently to report to 


Camp Lejeune, North Carolina. This 
meant that he could not attend this 
week’s annual meeting of the IAC. It 
was voted at the closing session to 
telegraph best wishes to him. He is 
now captain in the 6th Marines, 2nd 
Marine Division. His business connec- 


tion is with The Spectator Co. as adver- 
tising manager. 


















BURDICK TO SPEAK IN UN. 

R. A. Burdick of the Gene “C1- 
dent Fire & Life Assurance C and 
Potomac Insurance Co. will address the 
Insurance Women of New Jersey at its 
monthly meeting at the Military Park 
Hotel, Newark, September 28. Dinner 
will be preceded by cocktail party 
which the Home Insurance ( ill 


1 


be host. 








MONARCH 


A Winning Combination. . 
Non-cancellable Health and 
Accident Protection 


Participating Life Insurance 


MONARCH LIFE INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 





Companies Agree on 
Merger as Expected 

DEAL HAS BEEN CONSUMMATED 

Swiss Company Acquires Over 90% of 


Stock in American Casualty and Af- 
filiate; No Change in Management 


The Accident & Casualty Insurance 
Co. of Winterthur, Switzerl has 
acquired in excess of 90% of yut- 





standing stock of the Americ 
alty Co. of Reading, Pa., : 
a statement released by Haro 
Evans, president of the American 
alty. This stock I I 
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y under an 
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c € e Ss < esc 
C ip ies 

The United States \ 
dent & Casual s ense 
< es he Dis ( 
S he »p € 1c 
t comp: s United States 
ge S il] ene I es plete =a 
tiple e facilities Amer - 
pany ree of certai res S - 
posed United § s br es 
isurance companies. 

President Evans Reports 
nt ~* ns reported at the cy 


President | 








ne 2 CAl ye ile i c> 
nbe tor ft T S€ 
1e al funds he - 
oe ‘ eS = A 





LITTLE ROCK AGENCY 
Ita Insurance Company, Inc., West 













s TK Ss ries I 
corporati wit € Pa 
a I e R ck \ , 
cap stock at $25,000 

re Hugh Chalmers 
i 1 Fr x De g 





RCSA 
ROY CLARK SERVICE AGENCY 
Personalized Credit Reports 
Long Island—Metropolitan N. Y 


390 Hillside Ave., New Hyde Park, L. I. 
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West Va. Commissioner 
Addresses Claim Men 


SPEAKS AT WHITE SULPHUR 
Blanchfield, in Presidential Address, 
Predicts Reactivation of War Claims 
Liaison Committee 








Robert A. Crichton, Insurance Com- 
missioner of West Virginia, made the 
welcoming address before the annual 
meeting of the Internationa! Claim As- 
sociation at White Sulphur Springs, W. 
Va., September 18, following which the 
presidential address was delivered by 
John A. Blanchfield, assistant secretary, 
Aetna Life Insurance Co. 

Mr. Crichton stated he considers one 
of the most important duties of an In- 
surance Commissioner is to make avail- 
able to all the citizens of the state the 
services of the Insurance Department 
in understanding and_ settlement of 
claims. 

Problems such as multiple 
risk, installment premium 
plans, group definitions and = war 
clauses arise but the speaker did not 
believe they are as important as the 
proper settlement of claims coming 
mostly from people in times of anguish 
and emergencies . .. claims come at a 
time when the assured needs a friend 
most. Proper claim settlement cannot 
be emphasized enough. Settlement 
should be made in the meaning of the 
contracts. Companies should really be- 
lieve what they say when they make the 
statement “We always bend over back- 


location 
payment 


wards to pay our insured.” Further 
discussing claim payments, Mr. Crich- 
ton said that he did not believe that 
Insurance Departments should  substi- 


tute their judgment for that of insur- 
ance companies in matters of claim set- 
tlements or any other matters. 


The speaker urged the prompt ac- 
knowledgement of claims as soon as 
received, even though the company 


might not yet be able to take any ac- 
tion. Another matter which Mr. Crich- 
ton referred to was the necessity of 
keeping things simple and clear. He 
suggested that the companies try to 
avoid technical insurance terms in their 
correspondence, as these are frequently 
misunderstood. He said, “Keep it simple 
and clear, assume your claimant under- 
stands insurance only as well as the 
man on the street—for after all the 
claimant is Mr. Average.” 
Blanchfield’s Presidential Address 
Mr. Blanchfield, in making his presi- 
dential address, reviewed the activities 
of the association during the past year 
and expressed his appreciation for the 
complete cooperation he had received 
during his term of office. He stated: 
“There is something vitally impressive 
about this organization, a spirit which 
pervades it and which impels the repre- 
sentatives of the member companies to 
accept readily and discharge compe- 
tently responsibilities which involve the 
expenditure of much time and effort. It 
is a matter of personal pride and satis- 
faction to be regarded as one of you.” 
Mr. Blanchfield reviewed his oppor- 
tunity to observe the activities of the 
association through the depression of 
the 30’s, World War II and its post- 
war period, and observe how readily its 
members had adapted themselves to 
changing conditions of the World War 
II period and how well it had cooper- 
ated with the military, naval and mari- 
time authorities in arranging for the 
minimum information necessary to ad- 
minister the business and maintain high 
standards of claim service despite de- 
pleted staffs and other difficulties. 
He observed that since the last meet- 


ing, the world political situation has 
deteriorated markedly and there is 


grave apprehension that the nation is 
in the preliminary stages of another 
global conflict. Preliminary steps have 
been taken to reestablish liaison with 
the service authorities and it is antici- 
pated the incoming administration will 
take steps to reactivate the War Claims 
Liaison Committee of the World War 
II period. 


GRAHAM RETIRES AT CLEVELAND 





Hartford Steam Boiler Appoints Wat- 
kins His Successor as Manager; Cline 
Becomes Manager at Denver 

The retirement of A. F. Graham as 
manager of the Cleveland branch of 
the Hartford Steam Boiler Inspection & 
Insurance Co. and the attendant ap- 
pointments of H. M. Watkins as his 
successor at Cleveland and of John R. 
Cline as Mr. Watkins’ successor at 
Denver are announced by Vice Presi- 
dent F. S. Campbell. 

Mr. Graham’s service with the com- 
pany began in 1912, when he joined the 


that department and in 1934 was ap- 
pointed manager, which position he has 
relinquished upon the advice of his phy- 
sician after an illness of several months. 

Mr. Watkins had spent several years 
in insurance agency work before join- 
ing the company in 1942 as a special 
agent of the St. Louis branch. In 
December, 1947, he was named manager 
of the Denver branch. 

Mr. Cline, a graduate of the Univer- 
sity of Denver, had considerable expe- 
rience in teaching and selling before 
he became a special agent for Hart- 
ford Steam Boiler in 1940. He has 
been associated with the Denver branch 
since that time, except for two years’ 





Cleveland branch as an inspector. In service in the Navy during World 
1925 he was made a special agent of War II. 
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Report of the Committee | 


£ 
On Insurance Staty;! 

The report of the committee on jp.’ 
surance status of the American Bar | 
Association, of which John V. Bloy; | 
assistant general counsel, Life Ingyr. 
ance Association of America is chair. | 
man, states that the tempo of develop. | 
ments arising from the commerce sta. | 
tus of insurance was relatively slow | 
this year as compared to that of the! 
earlier years following the Supreme | 
Court decision in United States y | 
Southeastern Underwriters Association, 
322 U. S. 533: $8 L. ed 1140, 

The report states: 

“Appended are tables giving the 
current citations to the Commissioners. | 
All-Industry model legislation which | 
has been enacted in the various states | 
The changes this year reflect new Fair 
Trade Practices Laws in Georgia and | 
Kentucky and new enactments of the | 
Unauthorized Insurers Service of Pro. 
cess Law in Georgia, Kentucky and 
Massachusetts, in addition to several 
minor amendments to the rate regula. 
tory laws. 

“Last year’s decision by the United 
State District Court upholding the | 
validity and effectiveness of the Com- 
missioners - All- Industry model ate | 
regulatory law and the McCarran Act 
was affirmed by the Court of Appeals 
in an opinion by Judge Sanborn in 
North Little Rock Transportation Co, 
v. Casualty Reciprocal Exchange, et 
al., 181 F. 2d 174 (April 1950). Petition 
for writ of certiorari was filed with the 
United States Supreme Court. An op- 
posing brief has also been filed. 

“In another decision this year, which 
had been awaited with interest, the 
United States Supreme Court upheld 
the validity of service of process by 
registered mail on an unauthorized in- 
surer pursuant to the Virginia Blue-Sky 
Law. (Travelers Health Association, 
et al., v. Commissioner of Virginia, 94 
L. ed. (Adv. Op.) 835.) This latter 
decision, however, did not throw as 
much light on the effectiveness of the 
Commissioners-All-Industry model Un- 
authorized Insurers Service of Process 
legislation as had been hoped. 

“The Federal Trade Commission’s 
Rules for the Mail Order Insurance 
Industry, described in last year’s re- 
port, were finally promulgated by the 
Commission on February 3, 1950. 

“Attention should also be called to 
the exhaustive summary of develop- 
ments bearing on the Southeastern 
Underwriters decision, prepared this 
year by the Federal Trade Commis- 
sion. 





Actuarial Society Lists 


New Fellows and Associates 

The following associates of the 
Casualty Actuarial Society, having 
been successful in completing the ex 
aminations, will be admitted as fellows 
of the society as of the date of the 
annual meeting on November 17, at the 
Hotel Biltmore, New York: F. Har- 
wayne, W. J. Hazam, F. J. Hope, 
William Leslie, Jr, G. R. Livingston, 
G. Munterich. 








The following candidates, having 
been successful in completing the ex | 
aminations, will be admitted as asso- | 
ciates of the society as of the date of 
the annual meeting: J. H. Boyayian, 
D. Critchley, J. B. Haley, Jr, L. 
Longley-Cook, A. L. Mayerson, H. W. 
Menzel, T. E. Murrin, J. Ay W. Trist, 
J. C. Woody. 





FILES N. C. COMP. RATES 

Commissioner of Insurance Waldo C. 
Cheek of North Carolina has announce 
that the Compensation Rating & In 
spection Bureau of North Carolina, act 
ing on behalf of all companies writing 
workmen’s compensation insurance 1 
North Carolina, has made its annual fil- 
ing for revisions in workmen’s compen: 
sation rates. A public hearing on_this 
filing is scheduled for September 28 a 
Raleigh. The over-all effect of thé 
proposal indicates less than a 1% im 









crease in the rate level. 
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Institute Graduates Largest Class; 
Graduates Are Listed Geographically 


The Insurance Institute of America 
announces that the number of ‘graduates 
in May, 1950, is the largest since 1942, 
despite the fact that flood conditions 
in Winnipeg prevented students there 
from sitting for these examinations. 
In the competitive examinations con- 
ducted by the institute at the spring 
semester, for which there were 2,343 
registrations, 62 graduates completed all 
courses in one branch of insurance and 
their certificates for merit are now be- 
ing distributed to them. All are now 
digible for associate membership in 
the institute. 

The institute is also distributing 67 
certificates to students who successfully 
completed the course in inland marine 
insurance. 

The list of graduates, by geographical 
division, follows: 

New England 


Bertil Petersson, Hartford, marine; 
Malcolm A. Tarlov, c/o Harry Tarlov 
Real Estate & Insurance, South Nor- 
walk, surety magna cum laude. 

Middle Atlantic 
John M. Raymont, Atlantic Mutual, 
New York, marine, cum laude; Robert 


]. Soracoe, Royal-Liverpool Group, New 
York, casualty. 
South 


Robert E. Allen, Hartford Fire, At- 
lanta, fire; Truman J. Barber, Jr., Fire- 
man’s Fund, Atlantic, fire; Frank K. 
Brown, Fireman’s Fund, Richmond, fire; 
Frederick W. Brundick, III, Pacific Na- 


tional Fire, Atlanta, fire; ie | 
Cartledge, Seibels , Bruce & Co., Colum- 
bia, fire; Dale A. Crites, Harthord Fire, 


Amer- 
cum 
Bruce 


Atlanta, fire; Charles R. Gilmore, 
ican Casualty, Nashville, casualty, 
laude; Robert B. Holland, Seibels, 
& Co, Columbia, fire; Fred A. Hoyt, 
‘Ite. : Lewis & Co., Atlanta, fire; 
H. G. Kaminer, Seibels, Bruce & Co., 
Columbia, casualty; Jack Kaufmann, 
Seibels, Bruce & Co., Columbia, casu- 
alty; Charles M. Keefer, Jr., Seibels, 
Bruce & Co., Columbia, casualty; Alvin 
B. Nash, Jr., Hartford Fire, Atlanta, 
fire; Oscar E. Stewart, Jr., Hartford 
Fire, fire, cum laude; Frank P. Stubbs, 
Fireman’s Fund, Atlanta, fire; Carlton 
L. Thompson, Fireman’s Fund, Atlanta, 
fire, 
Middle West 


American In- 
fire; Gerald F. 
Rockford, fire; 


Dwight F. Alverson, 
surance Co., Rockford, 
Brophy, American, 

James E. Ealy, Farm Bureau Mutual 
Automobile, Columbus, casualty; Rich- 
ard K. Falstrom, Hartford Fire, Chi- 
cago, fre; David T. Hall, Farm Bureau 
Mutual Fire, Columbus, fire; Paul S. 
Mourton, Farm Bureau Mutual Auto- 
mobile, Columbus, casualty; Jewel B. 
Palewicz, Union Realty Mortgage Co., 
Chicago, fire; Joe B. Springer, Hart- 
ford Fire, Chicago, fire, cum laude; 
George C. Steacy, American, Rockford, 


fire, cum laude; George F. Whittier, 
American, Rockford, fire; Virgil D. 
Wolfe, Farm Bureau Mutual Automo- 
bile, Columbus, casualty. 

Southwest 
Kenneth E. Erickson, American, Lit- 


tle Rock, casualty and fire. 
Far West 
Elmer R. Burns, Phoenix-Connecticut 


moup, San Francisco, fire, magna cum 
laude; John E, Frazier, Oregon Mutual 
Fire, McMinnville, fire; Ronald E. 
olland, General Adjustment Bureau, 
San Francisco, fire; Wendell Holst, 
Oregon Mutual Fire, Salt Lake City, 
fire, magna cum laude; Albert J. How- 
ard, Fire Association of Philadelphia, 
San Francisco, fire; William A. Law- 
rence, St. Paul Fire & Marine, San 


Francisco, fire; Theodore W. Lehman, 
Oregon Mutual Fire, McMinnville, fire, 
cum laude; John G. Mather, Commercial 


Union, San 
McGuinness, Hartford 
demnity, San Francisco, 
seph H. McInerney, St. Paul Fire & 
Marine, San Francisco, fire; Lewis B. 
Rogers, Oregon Mutual Fire, McMinn- 
ville, fire, cum laude; Donald E. Schaef- 
fer, Oregon Mutual Fire, McMinnville, 
fire, cum laude; ag S. Whitney, Jr., 
Northern Assurance, San Francisco, fire. 
pen 

George M. Bower, Durham & Bates 
of Canada, Ltd., Vancouver, casualty, 
magna cum laude, and fire, cum laude; 
Thomas S. Collett, General of America, 
Vancouver, fire, cum laude; Alfred M. 
Ellis, agent, Vancouver, fire; William B. 
Howard, Royal, Vancouver, fire; Fred- 
erick P. Kendrick, Marsh & McLen- 
nan, Vancouver, fire; Richard R. Kirby, 
Canadian Fire, Vancouver, casualty; 
Dennis F. Moore, Blane, Fullerton & 
White, Vancouver, fire; Alan E. Nunns, 
Canadian Indemnity, Vancouver, fire; 
John F. Pudney, Parsons, Brown, Ltd., 
Vancouver, fire, cum laude; Frank L. 
Richardson, Robert S. Day & Son, Van- 
couver, fire, cum laude; Winton E. Scott, 
Harry Ablowitz & Co., Vancouver, casu- 
alty and fire; Griffith J. Smart, Pacific 
Coast Fire, Vancouver, fire; George H. 
Smillie, Pacific Coast Fire, Vancouver, 
fire; Harry Snider, Harry Ablowitz & 
Co., Vancouver, fire. 


fire; James B. 
Accident & In- 


casualty; Jo- 


Francisco, 





Insurance Speedwriting at 


McMillen Institute, N. Y. C. 


The McMillen Institute of 347 Madi- 
son Avenue, New York, announces a 
new course for insurance men and 
women in insurance speedwriting. 

Insurance speedwriting which utilizes 

the highly successful principles of 
speedwriting is a shorthand system 
which is based on the regular alphabet 
and does away with the need for learn- 
ing intricate symbols. It has been 
adapted for use in the insurance busi- 
ness by Abraham Epstein who will 
teach the course in consultation with 
Philip Gordis, vice president of the 
insurance firm, Clifford L. McMillen 
and Associates, Inc. 
A minimum speed of 100 words per 
minute is assured by the end of the 
15-week term. Classes are held on 
Tuesday and Thursday from 4:15 to 
6:15 P.M. at the McMillen Institute, 
347 Madison Avenue. Tuition for the 
course is $45. A brochure describing 
the new course is available upon re- 
quest from the McMillen Institute, 
MUrray Hill 6-5500 


Hartford A. & I. Expands 
South Dakota Operations 


president of the 
Insurance Agency, has an- 
expansion of the Hartford 
Co.’s South Da- 
Sioux Falls. This 





Denny P. Lemen, 
Queen City 
nounced the 
Accident & Indemnity 
kota service office at 
office will, as of October 2, be operated 
by the company rather than by the 
Queen City Insurance Agency. 

Mrs. E. F. Wheat will continue as 
manager. Mr. Lemen has informed the 
company’s agents that the enlarged or- 
ganization will be fully equipped to 
handle the company’s business in South 
Dakota and that Clifford B. Adams for- 
merly of the company’s St. Paul office 
has been appointed special agent. 


Conroy to Speak Before 
Risk Research Institute 


Edward E. Conroy, former special 
agent of the FBI in charge of its New 
York office, will be guest speaker at 
the luncheon meeting of Risk Research 
Institute September 28 at the George 
Washington Hotel, New York. His sub- 
ject will be: “Sabotage—a Threat to 
Your Business.” 


ABA Insurance Section 
Elects New Officers 


Washington, Sept. 20—New officers of 
the Insurance Law Section of American 
Bar Association are: 

Chairman, Clarence Heyl, attorney, 
Peoria, Ill.; first vice chairman, Franklin 
}. Marryott, Liberty Mutual, Boston; 
second vice chairman, Ralph H. Kastner, 
associate general counsel, American Life 
Convention; secretary, W. Percy 
McDonald, attorney, Memphis. 

Elected for three-year terms on the 
council: 

John V. Bloys, assistant general coun- 
sel, Life Insurance Association of Amer- 


ica; H. Beale Rollins, attorney, Bati- 
more. For one-year term: Stanley c: 
Morris, attorney, Charleston, W. Va. 


E lected section delegate to ABA House 
of Delegates: outgoing chairman John 
F. Handy, general counsel, Massachusetts 
Mutual Life. 


APPLEMAN 





HEADS FEDERATION 


Insurance Counsel Elect Robison Ex- 
ecutive Vice President and Hollander 
Continues as Secretary-Treasurer 
John A. Appleman of Urbana, IIL, 
was elected president of the Federation 
of Insurance Counsel at its a geen 

last week in Atlantic City, N. J. 
Appleman is author of several Te teas 
publications, including his set on Insur- 
ance Law and Practice. Charles B. Robi- 
son of the Chicago law firm of Ekern, 
Meyers & Matthias was elected execu- 
tive vice president. Samuel M. Hollander 
of Newark, N. J., was reelected secre- 
tary-treasurer. 

Other officers include W. Wright 
Mitchell of Memphis, Frederick L. 
Spear of Fremont, Neb., John W. Sweet 
of Seattle, James Dempsey of White 


Plains, N. Y., and John T. Hume, Jr., 
of Indianapolis. 

Elected to the board of governors 
for a two-year term were Henry C-. 
Walsh of Worcester, Mass., Frank E. 
Everett, Jr., of Vicksburg, Miss., and 


Kent H. Meyers of Cleveland, Ohio. 
Retiring President George Henry Tyne 
of Nashville, Tenn., assumed the posi- 
tion of chairman of the board. 





North America to File 
Multiple-Line in 44 States 


Insurance Company of North Amer- 
ica Companies will file for multiple-line 
policies in each of the 44 states in which 
pn line underwriting is legal, 
Tohn A. Diemand, president of the 
North America, says, following approval 
by the Pennsylvania Insurance Depart- 
ment of North America’s new multiple- 
line “package” policy for Pennsylvania 
home owners. 

The new policy includes fire, theft 
and liability all in one contract. Here- 
tofore, this pty for homes has 
been available only in separate policies. 

“Now that we have met the need of 
the small home owner,” said Mr. Die- 
mand, “we are already working on a 
companion policy, ‘homeowners’ compre- 
hensive policy—multiple form.’ This will 
be somewhat more flexible in its cover- 
age and the amounts to be made avail- 
able will be larger. Between them, 
these two policies will meet the needs of 
almost every home owner in the United 
States. 

“North America takes pride in pio- 
neering in multiple line insurance. In 
concept, we know that it is advan- 
tageous to the agent and insurance buy- 
ing public alike. In practice, we know 
that this concept will prove true.” 





General Brokers’ Dinner 
At Astor on October 25 


The 25th annual dinner of the Gen- 
eral Brokers Association of Metropoli- 
tan District, Inc., will be held at the 
Hotel Astor in New York City on 
Wednesday evening, October 25, Presi- 
dent Samuel Oberman announces. Res- 
ervations may be made for individual 
tickets or tables seating 10 or 12 per- 
sons by mail to the General Brokers’ 
Association offices at 123 William Street. 


CLAIM MEN ELECT J. W. AYER 
Bernhard Is Vice President; Graham, 


Secretary; Templeman, Treasurer; 

Berry Heads Executive Committee 

The officers for the ensuing year 
elected at the forty-first annual meeting 
of the International Claim Association 
at White Sulphur Springs, W. Va., 
September 18-19 are: President—John 
Ayer; assistant anon New Eng- 
land Mutual Life Insurance Co., Boston; 
vice president—Frederick T. Bernhard, 
claim manager,Home Life Insurance Co., 
New York; secretary—Louis L. Graham, 
vice president, Business Men’s Assur- 
ance Co., Kansas City, Mo.; treasurer— 
F. L. Templeman, manager, Accident 
and Health Department, Maryland Casu- 
alty Co., Baltimore. 

Newly elected members to the execu- 
tive committee are: chairman—Kenneth 
C. Berry, assistant secretary, Lumber- 
mens Mutual Casualty Co.; E. J. Bahne, 
assistant superintendent, claim depart- 
ment, Equitable Life Assurance Society; 
Lee Wilks, assistant vice president, 
Lincoln National Life Insurance Co. 





Robinson Addresses Aetna 
Sales' Course at Hartford 


W. A. Robinson, Ohio, Superintendent 
of Insurance, speaking September 13 
before the 117th session of the Aetna 
Casualty & Surety sales course at Hart- 
ford, stressed the direct relationship be- 


tween the progress of an insurance 
agent and his knowledge of the busi- 
ness. 


Mr. Robinson called attention to some 
of the difficulties which arise through 
lack of knowledge and said he was 
happy to note not only the serious edu- 
cational efforts being made by insur- 
ance companies and others but also the 
increasing number of agents who are 
taking advantage of these educational 
opportunities. 





Study Program Plan 


(Continued from Page 10) 


Supervisors Association of New York 
City and the New York Chapter CLU 
Harry Krueger, CLU, who is the secre 
tary of the Life Managers Association, 
is chairman of the school’s committee. 
Cooperating with Mr. Krueger are Rob- 
ert I. Curran, president of the Life 
Supervisors Association, and John H 
erg CLU, president of the New 





York CLU Chapter. 

What Course Covers 
Designed especially for - 
prospective general agents and agency 
managers, the study and examination 
program is divided into two parts, viz.: 
(1) Business Administration, including 
business organization and ee 
human relations and leadership, account- 
ing and agency finance, and business 
statistics; and (II) Sales and Office Ad- 
ministration, including sales manage- 
ment, market research and office man- 

agement. 

Students who now possess the Yar 
designation, or who have successful 
passed Part A, or who will take it con- 
currently, are eligible for the examina- 
tions. 

To qué ilify, candidates must me: 
up to the standards set by the American 


present 


usure 


Col lege of Life Underwriters and the 
Life Insurance Agency Management 
Association. They must be at least 
twenty-one years of age and of good 
moral character, and must submit cre- 
dentials in proper form respecti pre- 





vious education which shall be the lega 
equivalent, as a minimum, to graduation 
from an_ accredited f hig] 
school. 

Enrollment for these classes must be 
completed by — 13, sine l 
classroom instructions will 
week of October 16. "Registra ti 
pore a taken at the School 
m the fourteenth floor of 
Sereet, o wv York. For fu t] nrorma- 
tion, apply to A. Leshe Leonard, CLU, 
e educ: ition: il assistant, in the school’s of- 
ice; telephone . Digt oy 4-0410 


ur-year higl 
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ABA Speakers Probe Varying Types 
Of Health Insurance Programs 


Pink Calls Competition Between Blue Cross and Companies 
W holesome; Pilling Sees Adequate Private Industry Market; 
Whitehall Senses Change Toward Voluntary System 


Those who attended the joint round 
table session of the accident and health 
and compulsory non-occupational dis- 
ability benefits committees of the 
American Bar Association in Washing- 
ton September 19, heard the relative 
merits of so-called non-profit plans, 
private insurance and proposed Govern- 
ment programs argued by experts. 

Spokesman for the Blue Cross and 
similar plans was Louis H. Pink, for- 
mer Superintendent of Insurance of 
New York, now chairman of the Asso- 
ciated Hospital Service of New York. 
United States Manager Neville Pilling 
of the Zurich-American Group, repre- 
sented the insurance companies. Albert 
V. Whitehall, director, Washington 
Service Bureau, described the several 
Federal programs which have been in- 
troduced in the Congress. 

The three speakers were in accord 
in their conviction that the American 
people should and must have the best 
of health service. 





Louis H. Pink 





‘ 


Mr. Pink extolled the “service” fea- 
ture of the Blue Cross plan and said: 

“Blue Cross and Blue Shield are in 
direct competition with the insurance 
companies. The competition, always 
keen, is becoming intense as insurance 
companies try to match the benefits of 
the voluntary non-profit plans. But 
this competition should continue on a 
friendly basis for our common aim is 
to afford adequate protection to as 
many people as possible. The import- 
ant thing is that the people be ade- 
quately protected; the name or type of 
the carrier is secondary. With all our 
competition, which is wholesome, our 
principal obligation is to cooperate in 
spreading the web of protection against 
unnecessary suffering and disease over 
all the people of the United States. 

“At least as many people are cov- 
ered by Blue Cross as by all the other 
insurance companies put together. 
There are several reasons why Blue 
Cross hospitalization has outstripped 
the insurance companies in this field. 
This is due partly to the fact that al- 
though the insurance companies pio- 
neered in these coverages, they were 
not alive to the practicability and de- 
sirability of writing a large volume of 
hospital and medical protection until 
Blue Cross showed the way. Until re- 
cently, the companies considered it a 
difficult and rather unremunerative type 
of business. The reason the group in- 
surance companies write it today is not 
so much because they are deeply inter- 
ested in hospitalization or medical in- 
surance, but because as a competitive 
measure they want to provide a com- 
plete package. Competition has stiff- 
ened and the insurance companies are 
now much more on their toes. This 
competition is wholesome and will pro- 
duce better service and a_ broader 
product from insurance companies and 
the non-profit plans.” 


Compulsory Health Insurance 


With respect to immediate and fu- 
ture threat of compulsory health insur- 
ance, Mr. Pink said: 

“Because of the severe strain upon 
our economy caused by the drastic pro- 
gram for defense, it is unlikely that any 
material progress will be made towards 
compulsory health insurance for the 
next two or three years. Congress and 
even the President will not want to add 
another and. large unpredictable ex- 


penditure to the budget. But this should 
not be taken as a sign that the volun- 
tary plans can now relax and carry 
on in the usual way. That view may 
be politically opportune but it certainly 
is not statesmanship. Our preoccupa- 
tion with defense is temporary and 
gives us only an additional period in 
which to mend our fences, perfect our 
service, and broaden our coverage. 
Those who are content to drift will 
reap the harvest which they sow.” 

In his conclusion, Mr. Pink spoke as 
follows: 

“There should be greater cooperation 
between governmental and _ private 
agencies. In many fields the activities 
of Government and of the private agen- 
cies supplement each other and close 
cooperation is essential for the best 
results. In order to be effective there 
must be a genuine partnership in which 
each member has appropriate responsi- 
bilities. Less emphasis should be put 
upon hostility between the _ private 
agencies and the Government and more 
emphasis upon cooperation and _ the 
perfecting of the services of each. The 
American public has a right to expect 
medical care and hospital facilities of 
the highest quality. 


| Neville Pilling 








Mr. Pilling, whose companies have 
been markedly successful in connection 
with coverage under New York’s dis- 
ability benefits law, speaking of the 
state compulsory disability benefits 
laws and the Crosser amendment to 
the Railroad Unemployment Insurance 
Act, said: 

“As would be expected insurance 
companies have been giving thus sib- 
ject their very careful attention and 
consideration. Though insurers may 
differ as to whether they would prefer 
to see good compulsory state laws or 
no such laws at all, the speaker be- 
lieves that he voices the opinion of 
most insurers when he states that in 
his view the determination of that 
question is properly the prerogative of 
the state legislative bodies considering 
the program. 

“The insurance industry should stand 
ready, however, and I know it does, to 
be of such assistance as it can to any 
legislative body in determining first 
the need of legislation, and second the 
form such legislation should take once 
the need has been found to exist.” 

Mr. Pilling said that by no means is 
he able to conclude that the monopolis- 
tic state fund principle, peculiar to the 
present Rhode Island law and the Rail- 
road Unemployment Insurance Act, 
belongs in a set of sound principles 
in any future legislation and he ex- 
pressed the opinion that there is no 
excuse for Government to usurp a field 
occupied by private enterprise in an 
honest, efficient and proper manner. 
Neither, he said, does he believe in a 
competitive state fund, this belief being 
based on the assumption that private 
enterprise is willing and able to do the 
job required. 


Reluctance Is Dissipated 
“eT 


It is true,” he added, “that some 
insurers, until comparatively recently, 
have manifested a reluctance to write 
insurance for employers of small num- 
bers of employes because of the ex- 
pense involved. With the enactment of 
the New York law however I am 
convinced this reluctance largely has 
been dissipated so that today I’m com- 
pletely confident that there exists an 


adequate market in the private insur- 
ance industry for employers of this 
kind. In event there are those who are 
still doubtful as to this proposition, 
there easily could be included a pro- 
vision for assignment of such risks on 
a rotation basis to all companies writ- 
ing this kind of insurance.” 

Mr. Pilling said that despite his 
conviction that there is no need for 
any form of state fund, it seems pru- 
dent to consider the best means of 
making provision therefor in any fu- 
ture legislation which may be consid- 
ered and to this end he analyzed the 
competitive funds in California, New 
Jersey and New York. He expressed 
the belief that the New York law is 
much to be preferred. 

Declaring that it is a thin line that 
separates necessary regulation from 
regimentation and it is the same thin 
line that separates a Government of 
free people from totalitarianism, Mr. 
Pilling summed up his own philosophy 
as follows: 

“The insurance companies—and I do 
not intend to exclude other agencies 
like Blue Cross and Blue Shield—are 
a dynamic growing force in meeting 
the welfare needs of the American 
people. They have been constantly 
alert to adopt new methods, provide 
new coverages and extend new services 
to the end that group insurance bene- 
fits should be brought to all employes 
in a simple, direct and efficient manner. 
That the insurance industry can effec- 
tively fit in, when the state decrees 
that welfare needs of its residents 
should be cared for, was recently thor- 
oughly demonstrated in the state of 
New York. In the period of a few 
short weeks the needs of every em- 
ployer, who was required to insure his 
employes for non-occupational disable- 
ments, were met smoothly, efficiently 
and effectively by the insurance indus- 
try operating in the state with a mini- 
mum of inconvenience to the employ- 
ers, the employees and the insurance 
companies. I venture also the opinion 
that the administration of these benefits 
through the medium of private enter- 
prise will prove to be greatly more 
palatable to all concerned for the fol- 
lowing reasons which I believe argue 
successfully the advantages of a private 
enterprise form administration. 


Offers Higher Benefits 
“ey 


1. Lower cost—without exception so 
far, where state and private plans oper- 
ate together, the private carrier has 
offered higher benefits for the same 
amount of money.. Where merit or 
experience rating is a factor, we be- 
lieve that the privately covered plans 
are more sensitive in their application. 

“2. Better service—responsive to the 
needs of employe and employer alike 
insurance companies process claims 
with remarkable promptness. Payment 
is in the hands of the employe when 
the need is most urgent. This is based 
upon established organizations of cap- 
able, efficient personnel spreading into 
every community. 

“3. Experience—there is no substi- 
tute for the accumulated experience of 
the many thousands of people who 
have devoted the better parts of their 
lives to the establishment of smooth 
functioning organizations. The weight 
of experience and knowledge is on the 
side of the insurance industry and I 
suggest that you cannot legislate abil- 
ity or experience. 


Flexibility Is Essential 


“4, Flexibility—no one plan, however 
well conceived and executed, is accept- 
able to all employes. Pension pro- 
grams, payroll savings plans, salary 
continuance benefits and other supple- 
mentary provisions are important in 
any group picture. These factors 
should be taken into account as well 
as the nature of the industry, the eco- 
nomic levels prevailing, union agree- 
ments, etc. Thus, if human welfare is 
to be faithfully served, the program 
must be tailored to fit the circum- 
stances peculiar to the group. This is 
a paramount phase of private enter- 
prise operation and one wholly lacking 


in any governmental approach, 

“5. Human element—this is made y 
of such intangibles as good will, the 
competitive spirit, the personal contact 
between client and counselor, the exer. 


cise of the privilege of selection and | 


judgment, and the reward for meri 


and exceptional service. These things 
are difficult to define, but they are the | 
very lifeblood of our economy and ar | 
the vital elements so often missing jp | 


any compulsory, bureaucratic setup 


Contained here is the very essence oj} 


our agreement for private enterprise 


and to the extent we sacrifice these | 


rights or compromise these principles— 
to that extent we are sacrificing oy 
heritage as free Americans.” 





Albert V. Whitehall 





Mr. Whitehall said that compulsory 
health insurance is just one aspect of 
the whole broad Social Security ide 


“that has grown up in our generation,” | 


He pointed to the number of social 
insurance programs now in effect and 
said that workmen’s compensation in- 
surance was as bitterly fought over at 


the turn of the century as compulsory | 


health insurance is now. 


He added 


that H. R. 6000, amending the Social | 


Security Act, led to considerable dis- 
cussion of disability benefits this year, 

“Now,” he said, “compulsory health 
insurance falls into this part of the 
Social Security program. But that is 
not the real issue. 


E—) 
THES 





The real issue is | 


how we can best arrange the distribu- | 


tion of personal health services among 
our population. 
must analyze.” 


Mr. Whitehall said that the two 


This is the issue we | 


major approaches to the health problem | 


health insurance and 
programs and 


are voluntary 
governmental 


he ex-} 


pressed the belief that voluntary health | 
programs can do most of the job. He} 


said the issue 
“Government or voluntary”; that the 


is not so. simple as | 


real issue is “How much Government?” | 
This in turn, he said, raises a lot of | 
subsidiary questions such as “Which | 
Government—Federal, state or local— 


or what division of responsibility? 
Which beneficiaries—everybody or just 
the needy? How can Government f- 
nance the purchase of care without con- 
trolling its quality and administration? 
Or is such control desirable?” 


Describes Congressional Bills 


Mr. Whitehall described the numbers 
of Congressional bills and proposals in 
connection with health insurance and 
presented the following conclusion: 

“A general change has been taking 
place in the national attitude toward 
federal health legislation. This change 
seems to reflect a growing optimism— 
a reaffirmation of faith in the voluntary 
system. But there is a growing in- 
sistence that if the voluntary system 
is to continue to survive it must, con 
tinue to meet increasing responsibilities 
with increasing effectiveness. The 
American spirit is one of progress and 
freedom to change. We cannot st 
complacently upon our status quo, be: 
cause if we do, it will certainly be 
snatched out from under us. 

“Nor can we thunder against the 
inroads of Government and urge ignor 
antly that it has no place in our lives. 
As I pointed out in the beginning, 
Government has already moved into 
substantial areas of social security pro 
tection. We believe that it has definite 
responsibilities in the distribution of 
health services, particularly in the care 





of persons unable to meet the costs: | 


“What then must be our attitude 
toward Government? Government must 
be our servant not our master. It 
must be our friend, not our enemy. 
We can make Government do our bid 
ding if we work in the public interest 
with public awareness of our alms. 
This is what we believe in our demot: 
racy and we must practice it in practr 
cal ways. We must examine the ff 
sponsibility which we face and then we 
must allocate the Government only 


(Continued on Page 46) 
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Sergeant’s Sizeup of 
Evaluation of Claims 


HIS AMERICAN BAR ASSN. TALK 


Preferred Accident V. P. Stresses Value 
of Competent Adjusters and Local 
Counsel; Timing Factor Important 


The combination of the modern casu- 
alty claims man and the capable, com- 
petent local counsel removes many of 
the problems confronted in the evalua- 
tion and adjustment of personal injury 
claims. This was the conclusion reached 
by Charles N. Sergeant, vice president 
of the Preferred Accident of New York, 
in his address on this subject September 
19 before the Insurance Section of the 
American Bar Association in annual ses- 
sion at Washington, D. C. 

In 2 constructive approach to his sub- 
ject, Mr. Sergeant set forth the underly- 
ing principles of claim evaluation which, 
he said, are liability, the nature and 
extent of the injuries, special damages 
and the ability to prove or disprove 
liability. These basic factors, if not con- 
sciously realized, are applied subcon- 
sciously by most attorneys and claim 
men. At the same time, the speaker 
pointed to numerous other factors, both 
objective and subjective, which have a 
bearing on the ultimate evaluation. “Per- 
haps we are reluctant to recognize the 
existence of such collateral considera- 
tions, and the legitimacy of some must 
be seriously challenged,” said Mr. 
Sergeant. 

Lists Seven Incidental Elements 

Stressing that the importance of these 
incidental and subordinate elements will 
vary with a particular claim, the speak- 
er listed them as follows: (1) the method 
of adjustment; (2) the character, ex- 
perience, reputation, social and financial 
position of the claimant, policyholder 
and the witnesses, and the nature and 
characteristics of the community in 
which the parties reside and those of 
the place of trial; (3) the experience, 
knowledge, ability and the emotional 
makeup of the claim adjuster; (4) the 
status of the claim, whether in litigation 
or not; (5) the aptitude, knowledge, 
reputation and position of the respective 
legal representatives; (6) the capability 
and attitude of the judicial tribunal, and 
(7) the relation of the local defense 
counsel to the policyholder and to the 
insurance company. 

Mr. Sergeant warned that an exces- 
sive stress upon one or more of these 
elements, or the failure to recognize 
their operative affection, will lead to 
error and mistake. 

Approaches to Disposition of a Claim 
there are many approaches to the 
disposition of a claim, continued the 
speaker. Lt is recognized that the method 
of adjustment cannot be separated from 
the claim evaluation because the former 
trequently determines the latter. Mr. 
Sergeant explained that each claim de- 
partment executive has his own dis- 
unctive system and style which may 
vary with the claimant, the attorney 
and the claim itself, “depending upon 
his astuteness or capacity to realize 
the effectiveness of one method over 
the other.’ However, the more well 
known, if not the most successful, 
adjusters have a uniform approach which 
has become a habit and does not yield 
to the necessities of changing circum- 
stances, 

f “This constancy,” said the speaker, 

May prove advantageous to the com- 
pany when the results are viewed col- 
lectively but not if each claim is ex- 
amined individually.” 

Mr. Sergeant was frank in saying that 
only one of the characteristic approaches 
to the disposition of a claim can be 
strongly advocated. This is “the applica- 
tion of the principles of comparative 
negligence, involving a determination of 
the maximum evaluation and apportioned 
accordance with the extent of legal 
liability.” In passing, he described 
other approaches, such as the “bargain- 
ng’ system, the yard stick approach, 
Percentage method, the bludgeon mode, 
the “wear you down” style and the 


Affiliated Photo—Conway 
CHARLES N. SERGEANT 


“chiseling” plan. “Some of _ these 
methods,” he declared, “have been con- 
cocted by the employer to protect him- 
self against the inexperience or the 
incompetency of the adjuster, or to 
produce collectively a satisfactory re- 
turn with no great importance being 
placed on the policyholder’s responsi- 
bility for the loss.” He also remarked 
that absence of flexibility in the past 
has been a patent fault of the casualty 
insurance industry, and said: “This, 
probably, is attributable to the lack of 
widespread and systematic education of 
claim personnel.” 

Adjuster’s Remarkable Metamorphosis 

This brought the speaker to a 
scrutinizing consideration of the claim 
adjuster—his personality and ability to 
evaluate claims. Mr. Sergeant was glad 
to say that over the years the 
adjuster has undergone a_ remarkable 
metamorphosis. Law school graduates 
are now attracted to the casualty insur- 
ance field because of the sound, practical 
training offered by most companies. 
The days of “sign ’em up” McCloskey, 
he said, are over and his counterpart, 
the modern claims man is well trained, 
alert, intelligent, knows his job and is 
better compensated. 

To achieve his greatest usefulness, the 
claim adjuster should be made into a 
self-sufficient entity with freedom of 
thought and subject to general super- 
vision alone. His personality, more often 
than not, enters into his computation 
of a claim’s value. For this reason the 
speaker recommended that the adjuster 
approach the evaluation in an emotion- 
ally disinterested fashion. In this con- 
nection Mr. Sergeant said: 

“He should be familiar with the avail- 
able facts. If not experienced, he 
should rely upon those who are. He 
should avoid hasty conclusions and ex- 
ercise his judgment with equity and 
fairness. He should not become too 
complacent and self-satisfied. Above all, 
he should not rely upon exaggerated 
minimization or falsehood in an effort 
to compromise a claim settlement.” 


Importance of Local Defense Counsel 


As to the local defense counsel, the 
speaker said that he is a most im- 
portant factor in the ultimate evaluation 
of the claim and its adjustment. He is, in 
fact, mandatory to the insurance com- 
pany. He lives in the particular com- 
munity, knows community, knows its 
feeling, has watched and analyzed the 
trend of court decisions, and realizes 
the motivating spirit behind the course 
being pursued. “Therefore,” said Mr. 
Sergeant, “he should prognosticate with 
some certainty what will happen to a 
particular case. Since it is not feasible 
for an insurance company, generally op- 
erating in many _ states, to engage 
salaried attorneys, it must rely upon local 
counsel. Furthermore, “the company 
must be impressed with the exactitude 





Robison Forecasts Close of Era of 
Uncontrolled Mail Order Insurance 


Declaring that the day of unfettered, 
uncontrolled mail order insurance is at 
an end, Charles B. Robison, associate, 
Ekern, Meyers & Matthias, Chicago, 
addressed the Federation of Insurance 
Counsel at Atlantic City, September 15, 
on “Regulation of Unlicensed Insurers.” 
Mr. Robison is a member of the board 
of governors of the federation. 

Mr. Robison traced the history of un- 
authorized insurance practices and court 
decisions in connection therewith. He 
said that state jurisdiction over un- 
licensed insurers has been predicted on 
whether the foreign insurer was “doing 
business” or “transacting business” in 
the particular state; that “in searching 
for a definitive answer to this question 
one can easily become bogged down in 
the morass of decisions and come up 
with nothing but a headache for his 
efforts.” 

Concepts Are Enlarged 

While the original concept seems to 
have been that by doing certain acts 
within the state the foreign corporation 
then impliedly gave its consent to the 
jurisdiction there, he said, this concept 
gradually gave way to one of “corporate 
presence,” wherein the foreign corpora- 
tion was thought to be carrying on busi- 
ness relations in the state in such a 
sense as to manifest its presence there. 
Both of these concepts, he continued, 
have now been enlarged by the test of 
the reasonableness of the exercise of 
the jurisdiction asserted by the state. 

After citing a number of decisions 
relating to his subject, Mr. Robison 
pointed out that recently 16 states have 
passed the so-called model Insurance 
Commissioners unauthorized insurer’s 
process act which, he said, goes far be- 
yond the previous laws on the subject. 
After describing the uniform act, Mr. 
Robison said: 

“The possibility of securing uniform 
regulation through interstate compacts 
was advanced by Insurance Director 
Stone of Nebraska in a subcommittee 
report submitted at the last June meet- 
ing of the National Association of In- 
surance Commissioners. Further con- 
sideration of this proposal is on the 
agenda of the All-Industry Committee 
meeting to be held next week in New 
York City. Some persons believe that 
such compacts might be made by the 
states under existing Congressional sanc- 
tion through Public Law 15, while others 
insist that specific Congressional consent 
would be necessary for any particular 
compact. 

Congressional Consent Preferable 

“Congressional consent for general 
compacts on insurance matters would be 
preferable. With such consent, states 
might be easier induced to enter into 
compacts on any specific subject rather 
than to pass legislation in each individual 
state. Perhaps the development of this 
idea might bring about a strengthening 
of the central office of the National 
Association of Insurance Commission- 
ers, with full-time, well-trained techni- 
cal consultants to assist in drafting com- 





of counsel’s judgment so that it cannot 
be held negligent.” 

In closing Mr. Sergeant referred to 
the factor of timing as most essential 
to effective adjustment. “It is the 
quality,” he emphasized, “which is 
capable of recognizing that the occa- 
sion has presented itself for an advan- 
tageous disposition of the claim. 
When the collective influence and weight 
of the favorable factors in a claim’s 
evaluation have been impressed upon 
the claimant or his attorney, that is the 
time to adjust with the least cost. A 
premature effort, caused by over-anxiety, 
or a delay or hesitancy permitting the 
claimant to rehabilitate his position, does 
not tend to facilitate the satisfactory 
disposal of the claim.” 


pact proposals. Of course, a compact 
would bind only those states entering 
into it, and unless widely accepted would 
be of little use.” 

With respect to Federal regulation, 
the SEUA decision and Public Law 15, 
Mr. Robison said: 

“The impact of the SEUA decision 
that insurance between states is inter- 
state commerce and Public Law 15 leaves 
the interstate features of the insurance 
industry almost entirely subject to Fed 
eral regulation to the extent not regu- 
lated by the states. The Federal Trade 
Commission has taken a growing interest 
in insurance activities. 

Federal Jurisdiction Not Conceded 


“The National Association of Insur- 
ance Commissioners has at no time con- 
ceded Federal jurisdiction over the busi- 
ness of insurance where the industry 
has been regulated by state law consist- 
ent with Public Law 15, nor that the 
Federal Trade Commission has power 
to judge the quality of state regula- 
tion. Nevertheless, a special committee 
of the NAIC met with the FTC in 1949 
on proposed trade practices rules for the 
mail order industry, and the result was 
the promulgation by the FTC on Febru- 
ary 3, 1950, of some 24 mail-order in- 
surance rules of conduct applying to 
advertising and sales promotion of all 
kinds of insurance offered by companies 
selling without agents licensed in the 
state of sale. 

“These rules of the FTC came about 
as a result of several mail fraud charges 
against certain mail order insurance 
companies. These charges resulted in 
three sets of indictments by a Federal 
grand jury in Chicago which spent 18 
months investigating alleged insurance 
frauds. Convictions were secured against 
officials of one company, who have 
appealed. Another case was dismissed 
last month against one company and its 
officers because of faulty, duplicitous in- 
dictments. In these cases the charges 
were that the companies had sent out 
misleading advertisements on sickness, 
accident and hospitalization policies and 
had rejected two-thirds of the claims. 

Congress May Reverse Stand 

“Although Congress has invited the 
states to take over the job of regulat- 
ing the business of insurance there is no 
assurance that Congress may not subse- 
quently decide that certain aspects of 
regulation may better be handled by the 
Federal Government. 

“Back in 1935, 1941 and 1943 the 
Hobbs bill was presented to Congress 
which would have made it unlawful to 
use the mails to solicit, negotiate or 
effect insurance in states where the 
insurer was not licensed. These bills 
were defeated, but a similar proposal 
for Congressional action has recently 
been advanced as the ‘non-permitted 
insurance enforcement act,’ to prohibit 
the use of the mails or any facility of 
interstate commerce for the furtherance 
of the issuance or sale of non-permitted 
insurance. 

“Future activities of the Federal Trade 
Commission in the insurance field may 
also be forthcoming. The mail order 
insurers point up the complexity of the 
problem and the overlapping jurisdiction 
of the states and the Federal Govern- 
ment. However, for the time being, 
both Congress and the states are com- 
mitted to the principle of state regu- 
lation.” 

Cites Cases of Past Decade 


Mr. Robison brought up a few cases 
within the past decade to show the 
extent to which state regulation of for- 
eign insurers has been upheld and en- 
larged and said that the path charted 
by these decisions may well lead to 
upholding the validity of the NAIC in- 
surer’s processing act. He said it should 
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SEEK RETROSPECTIVE RATING 





Texas Casualty Interests Form Com- 
mittee to Modernize Compensation, 
Auto and Liability Statutes _ 

The board of directors and committee 
chairmen of the Texas Association of 
Insurance Agents at their fall meeting 
in Austin last week, affirmed their sup- 
port of the efforts of the Texas insur- 
ance committee and others interested 
in sponsoring legislation to amend the 
casualty rating laws. Hollis F. Danvers, 
president of the agents’ association, had 
previously appointed two members of 
the association to the committee. _ 

The objective of the proposed legisla- 
tion is to modernize the Texas stat- 
utes to make available to Texas policy- 
holders the same advantages and bene- 
fits that are available in other states. 
Particularly, it would apply to work- 
men’s compensation, automobile and lia- 
bility insurance and authorize the Board 
of Insurance Commissioners to approve 
retrospective rating plans for these lines, 
singly or in combination. 

Retrospective rating has been author- 
ized by the Board of Insurance Commis- 
sioners for workmen’s compensation for 
more than 10 years but the right of the 
board to authorize this plan has been at- 


tacked. It has not been introduced in 
automobile insurance because of legal 
doubts. Those attending the Austin 


meeting are interested in preserving the 
present plan and in extending it to other 
lines. The retrospective rating plan is 
almost universally in use in other juris- 
dictions. 

The Texas insurance committee was 
organized in the summer by persons 
and groups interested in this progres- 
swe program. Those constituting the 
committee are: Chairman, R. B. Moses, 
Houston, manager of the Travelers In- 
surance Cos.; C. C. Gorsuch, Dallas, 
manager, Fidelity & Casualty Co.; Ham- 
lett Harrison, Dallas, vice president of 
Trinity Universal Insurance Co.; Karl 
Vasen, Fort Worth, president of Com- 
mercial Standard Insurance Co.; Joe 
Moore, Greenville, former state sena- 
tor; Forrest Pearson, Austin, Harrison- 
Wilson-Pearson, insurance agency; and 
Cruger T. Smith, Dallas, Cruger T. 
Smith and Co., insurance agent. 





GEORGE R. WENTZ DIES AT 63 


St. Paul-Mercury Secretary Widely 
Known as Author of Books on Fidel- 
ity Bonds and Suretyship 
George R. Wentz, nationally known 
figure in the fidelity and surety bond 
business and secretary of the St. Paul- 
Mercury Indemnity Co., died in his office 
in St. Paul of a heart ailment Septem- 

ber 13. He was 63. 

Mr. Weatz started his career with the 
Fidelity & Deposit Co. of Maryland in 
1904 and in 1924 went with the De- 
troit Fidelity. He joined the St. Paul- 
Mercury Indemnity in 1931. 

Mr. Wentz was particularly known 
for his books entitled “The Handbook 
of Fidelity & Surety Bonds” and “Fi- 
delity and Surety Bonding.” 

Survivors include his wife, Daisy Eliz- 
abeth Wentz; and his mother and other 
relatives who reside in Baltimore. Serv- 
ices and interment were at Pikesville, 


Md. 





OHIO CO. IN REHABILITATION 

Upon the request of the board of 
directors ef the Midwestern Indemnity 
Co., of Cincinnati, the Ohio Division of 
Insurance went into court and asked for 
authority to take the company over for 
rehabilitation. The request was granted 
and W. W. Schneebeck, former presi- 
dent of the company, was named as 
special Deputy Superintendent to han- 
dle the rehabilitation efforts. Numer- 
ous conferences were held with the Su- 
perintendent of Insurance in an effort 
to make up an impairment, but the ef- 
fort was unsuccessful. An examination 
of the company as of December 31, 
1949, showed that the capital of $100,000 


was impaired. 


California Bank Hold-Up 
Loss Paid in Record Time 


At 9:25 a.m. on Friday, September 1, 
the First National Bank of Tustin, Cal., 
was held up and robbed by a lone 
bandit. The loss was reported to 
National Surety Corp.’s Los Angeles 
agent, Seyler-Day Co., at 10:00 a.m. 


Arden Day notified National’s claim 
office immediately. Mr. Day and W. H. 
Braden, National claim attorney, ar- 


rived at Tustin, 45 miles from Los 
Angeles, within the hour. 

The investigation and proof of loss 
were completed at 12:15 p.m. A little 
over two hours after the loss had been 
reported, Mr. Day handed National 
Surety’s draft for $7,199 in full pay- 
ment of the loss to A. Vance, 
president of the bank. 


Portland, Ore., A. & H. Men 


Fight Compulsory Insurance 

The Portland, Ore, Accident & 
Health Managers Club met for the first 
fall luncheon and business meeting on 
Monday, September 11, 1950. In addi- 
tion to handling the general business of 
the meeting, F. C. Thomas, president of 
the club, brought before the group a 
resolution to give whole-hearted sup- 
port in opposition to having any Fed- 
eral or state agency write any type of 
compulsory group insurance to cover 








disability benefits through Federal or 
state funds. 


This resolution was passed unani- 
mously and the members of the club 
have taken a stand to support every 
medium in the fight against compulsory 
health insurance as it has been proven 
that private industry can more ade- 
quately and conscientiously take care 
of all group and individual needs with 
hospital, surgical and disability insur- 
ance which is now available at a price 
to meet every pocket-book. 





SALES IDEA 
roy ea ae te) ba’ 





Dishonesty losses are rising. Are your sales of blanket 
fidelity bonds rising, too? They should. 

Bond costs are lower than ever before. Prospects 
are plentiful. They include not only large businesses, 
but also small ones where employees have access to 
cash, securities, or materials. Many do not have this 
coverage simply because they have never been ap- 


proached. 


Explain to your bond prospects the ‘“‘salvage re- 
covery” feature of Zurich-American claim service— 
an important ‘‘extra”’ when a dishonesty loss exceeds 





> AURIOH- AMERICAY ¢: 


INSURANCE COMPANIES 





the value of the bond. Better still—write adequate 
amounts of dishonesty insurance. 

Your Zurich-American field man will gladly ex- 
plain the experience credit rating plan—and how it 
can help provide more protection for your clients 
and more business for you. 


( 


\é 
Ses 


Zurich General Accident and Liability Insurance Company, Ltd. 
American Guarantee and Liability Insurance Company 
HEAD OFFICE 135 S. LA SALLE ST. CHICAGO 3, ILLINOIS 





Casualty-Surety Executive 
AVAILABLE 


Progressive insurance executive with over 25 years of 
experience in production, underwriting, claim management and 
branch office supervision is interested in either a large general 
agency or home office position. New York territory desired. 
Ready to furnish best of references. 


All replies will be held strictly confidential. Address Box 
1963, The Eastern Underwriter, 41 Maiden Lane, New York 
7, MY. 








Justice Captivates Lawyers 


With Paper on Shakespeare 

A unique paper, “Shakespeare and 
the Common Law” was delivered by Jus- 
tice J. Keiller MacKay of the Court of Ap- 
peals, Supreme Court of Toronto, Canada, 
before the recent Atlantic City meeting 
of the Federation of Insurance Coun- 
sel. While the Justice disclaimed being 
a Shakespearean scholar, he admitted 
that he is a student of Shakespeare. 





Although Justice MacKay quoted at | 


length from the words of Shakespeare, 
he said: “I have quoted but a few of 
the 486 legal references found in Shake- 


speare’s 37 plays and 25 in his shorter | 


poems. The Justice captivated his law- 


ver hearers with his renditions of the | 


Shakespearean lines. 





DECKER IS HOUSTON MANAGER | 





Goes to New Office of Standard Group, 


. Under Jurisdiction of Dallas Branch; 
Was Home Office Agency Manager 





Howard E. Decker has been appointed 
manager of the new Houston, Tex., office 
of the Standard of Detroit Group. He 
was formerly manager of the agency de- 
partment at the group’s home office in 
Detroit. The Houston office, will be 
under jurisdiction of the group’s Dallas 
branch. 

Mr. Decker came with Standard Acci- 
dent in 1925 on graduation from the Uni- 
versity of Illinois. He enrolled in the 
company’s home office training school 
and on completion of the course was as- 
signed to special agency work in the Co- 
lumbus office. In 1928 he was made 
assistant manager of Standard’s Cleve- 
land office and in 1930 was transferred 
to the home office and made assistant 
manager of the agency department. In 
1942 he was made manager of the agency 
department which position he held until 
his present appointment. 





ALBERT WALKER IS ADVANCED 





Maryland Casualty Appoints Him Man- 
ager of Home Office Bonding Divi- 
sion; Was Formerly Ass’t Mgr. 

Albert Walker has been appointed 
manager of the home office bonding 
division of Maryland Casualty Co. 

Mr. Walker, who for the past yeat 


has been assistant manager of the bond- | 


ing division, will continue as genera 





assistant to E. Kemp Cathcart, vice | 


president and director of bonding. 

Mr. Walker, who came with the com- 
pany in 1938, has had wide experience 
in the production and underwriting ° 
bonding business. For a number 0 
years he served as a fidelity and surety 
underwriter and as assistant manager 
of the bonding department of the com 
pany’s Boston office. 





BUFFALO AGENCY : 

A business name has been filed_im 
the Erie County, N. Y., clerk’s office 
for Bona & Thomas Insurance Agency, 
277 Delaware Ave., Buffalo, N. Y. by 
Frank J. Bona and Joseph J. Thomas. 





Th 


September 22, 1950. 
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As promised last week, we are running 
a poem sent us by Charles C. (London 
Life of Canada) Johnson, written by 


“EP.” and published in “Toronto 
Saturday Night.” The poem was 
prompted by a Canadian Press item 


which read: “United Nations Trustee- 
ship Council condemns marriage customs 
of the Fon of Bikom, who has 110 
wives.” 

THE FON OF BIKOM 
Far to the south in the land of the palm 
4 kingdom exists, and they call it Bikom; 
They've also a throne, and installer thereupon 
Isa potentate known by the label, “the Fon.” 


With never a qualm and with perfect aplomb, 
He sits and he governs, the Fon of Bikom, 


The U.N. trustees live monogamous lives 

And they deem that the Fon is redundant in 
wives; 

In the interests of celibate Bikomese men 

They intend to cut down on his hundred and 
ten. 


The Fon of Bikom, the Fon of Bikom— 
He hears their decision and gives not a dom. 


This intent might be deemed as a little bit late, 

For his age is the product of ten and of eight; 

But, the climate, you know, in the far 
Cameroons, 

Reacts like a year of perpetual Junes. 


‘Twill be twenty-odd years ere they need 
to embalm 
The Fon of Bikom, the Fon of Bikom. 
* * * 


We've often wondered about the 
“beep-beep” we hear when making long 
distance calls, but an article in a recent 
copy of Telephone Review explains it in 
this way: “Actually, the tones ‘dialed’ by 
long distance operators are alternating 
currents of different frequencies which 
are generated by vacuum tube oscilla- 
tors.” Why we never thought of that 
simple explanation ourselves, you will 
never know! 

* x 

During our last weeks in North Con- 
way, we were pleased with the visits of 
Thomas G. (Associated Agency, Inc., 
Greenwich, Conn.) Boone and Mrs. 
Boone, who drove a mere 150 miles 
round trip just to say “hello,” even 
though we are sure they must have had 
more desirable things to do in and 
around Concord, N. H., where they were 
staying. Also, the annual pilgrimage of 
Wallace L. (Associate Editor of The 
Eastern Underwriter and Guardian An- 
gel of Testinourlane) Clapp and his very 
nice Missus. Wally took advantage of 
some spare time in North Conway by 
visiting the plant of “The Reporter 
Press” local newspaper about which we 
do plenty of kidding from time to time. 
He was interested to find that they do a 
hig college catalogue and other printing 
business, and that the newspaper part 
of the plant is also making money. 

* * 


Chicago’s own “Eyeful Tower,” Cath- 
erine (Loyalty Group) Meade has had 
an influx of requests for the end of 
that joke,” and she will shortly com- 
ment on the power of (The Eastern 
Underwriter) press. 

x * * 


Speaking of North Conway, as we 
Were a while back. we enjoyed a sign in 
the Carroll Reed Ski Shop, swank pur- 
vevors of quality merchandise in that 
town and elsewhere. At the staircase 
leading to the basement. they displayed 
a4 sign reading: “Specially priced items 
We are tired of looking at.” 

* * * 
_We know a fellow in radio who is a 


singer from way back. The producer 
a ae 





Ray Morgan, Jr., well-known insur- 
ance agent of Osceola, Ark., has been 
elected president of the newly organized 


South Mississippi County Safety Coun- 
1, 


won't let him get near the microphone. 
* * * 


In 1747 Poor Richard said: “Strive to 
be the greatest Man in your country, 
and you may be disappointed; Strive to 
be the best and you may succeed; He 
may well win the race that runs by 
himself.” 


—MERVIN L. LANE. 


Employers’ Promotes Harris 


Richard E. Harris, who has been resi- 
dent manager of the Employers’ Group’s 
northern Ohio department since 1944, 
has been appointed superintendent of 
underwriting for the group’s western 
department in Chicago, according to an 
announcement by W. A. Eakin, manager 
of the western department. 

Mr. Harris, who has been with the 
Employers’ since 1937, has had wide ex- 
perience in underwriting matters. Ex- 
cept for two years as office manager 
from 1941 to 1943 and the period as 
resident manager, he has been con- 
cerned exclusively with underwriting. 





Behind the Scenes With YOUR INSURANCE COMPANY 


In our files are countless cases which would have resulted 
in real tragedy but for the protection which our companies 
provided. The case below shows how a far-sighted husband planned 
so that his wife would have this protection after he was gone. 


His “Best Friend” 
ROBBED HIS WIDOW... 


Walter Brook left an estate of $80,000 


in trust for his wife, to provide her 
an income for life. He chose his 
closest friend, a man of the highest 
reputation, to be his executor 

and trustee. 

For eighteen years the income 
checks came regularly, and then the 
trustee died. It turned out he’d 
embezzled most of the estate—leaving 
practically nothing! For the widow 


and her daughter—who will ultimately 


inherit the estate—this might have 
been the bitter ending. But Walter 
Brook had wisely required in his will 
that the executor and trustee give a 
surety company bond. This repaid 
the loss to the estate, proving that 
“WHERE THERE'S A WILL, 

THERE'S A Way To Protect It.” 









There’s a lesson for every one of us. A surety company 
bond costs littlkk—misjudging your executor’s integrity or ability 
can cost your heirs your entire estate! However, when your estate is pro- 


tected by a surety company bond, it not only is safeguarded from 


embezzlement but your executor or trustee also has at his disposal 


the company’s many years’ experience in estate matters. 


When you have your own will drawn, 
be sure to be as wise as Walter Brook! 


One of an educational series appearing in general and business magazines. 


AMERICAN SURETY GROUP 


AMERICAN SURETY COMPANY 
NEW YORK CASUALTY COMPANY 
SURETY FIRE INSURANCE COMPANY 


100 Broadway, New York 5, N. Y. 


FIDELITY + SURETY + CASUALTY + INLAND MARINE - 









GURASH IS VICE PRESIDENT 


Reilly, Hawk and McFarland Also Fig- 
ure in California Staff Changes at 
Pacific Employers Insurance Co. 

President Victor Montgomery of the 
Pacific Employers Insurance Co., Los 
Angeles, announces the election of 
John Gurash, for the past three years 
manager of the Southern California dis- 
trict, as vice president of the company. 
Mr. Gurash has been with the company 
since 1944, having previously been with 
the American Surety Co.’s Los Angeles 
branch for 14 years. He is a native Cali- 
fornian and a graduate of Loyola Uni- 
versity. 

Mr. Montgomery also announces the 
following changes in the company’s 
California staff: 

Joseph G. Reilly, manager at San 
Diego for the past five years, has been 
named manager of the Los Angeles 
metropolitan office. He will assume the 
administrative duties of Thomas Mc- 
Dermott, manager of the metropolitan 
office and resident vice president. Mr. 
McDermott will continue as_ resident 
vice president and in that capacity will 
have executive supervision of the Los 
Angeles metropolitan office. 

Succeeding Mr. Reilly as manager of 
the San Diego office will be Preston M. 
Hawk, who has been manager at Fresno, 
while Marshall E. McFarland, who has 
heen superintendent of production of 
the Los Angeles office, will succeed Mr. 
Hawk as branch manager at Fresno. 





BABYLON JOINS STANDARD 


Thomas Babylon has been named field 
representative at the Washington, D 
C., branch office of the Standard of De- 
troit Group. Previous to his Standard 
connection, he was an insurance pro- 
ducer for the Golden Insurance Agency 
in Arlington, Va. He also served seven 
years with the Royal-Liverpool Group 
as a special agent in its Washington 
office. 


Dineen-Bohlinger Dinner 


(Continued from Page 23) 





joined American Mutual Alliance as as- 
sociate general manager; J. Austin Car- 
roll, Rhode Island, who is doing a grand 
job as vice president and secretary of 
the Providence Washington Insurance 
Co., and James M. McCormack of Ten- 
nessee, now doing examination work 
All were warmly welcomed by Colonel 
Stoddard. 

One aspect of this testimonial which 
was particularly pleasing to the ban- 
queteers was the part played in its 
success bv staff employes and deputies 
of the New York Insurance Depart- 
ment. Mabel Parrell, chief clerk, who 
had charge of dinner arrangements, sat- 
isfied everyone. The six Deputy Super- 
intendents of Insurance who now sur- 
round Al Bohlinger and who are a bul- 
wark of strength to him. were called 
upon for short talks. Playfully Col- 
onel Stoddard advised them “limit your 
tributes to two minutes,” and they did 
Those who spoke were Raymond Har- 
ris, Walter F. Brooks, Thomas J. Calo- 
gero of the Albany office, Roy C. Mc 
Cullough who was in Mr. Dineen’: 
Syracuse law office before joining the 
Department; George H. Kline and Wil- 
liam C. Gould. 

It was evident from their remarks 
that there was never a dull moment in 
the Dineen administration: that thev 
had a keen appreciation of his ability 
as a State official, and that they are 
eminently satisfied that Al Bohlinger, 
will do a fine job as New York Super- 
intendent. 

The Department’s examiners were 
also in the picture and their spokesman, 
Sol Bendet, speaking on behalf of the 
Association of New York State Insur- 
ance Department Examiners, gave an 
intimate sizeup of the guests of honor 
—and of the deputies. In closing he 
presented Mr. Dineen with a gift cer- 
tificate. 
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Mary Donlon on Prompt 
DBL Claim Payments 


SPEAKS BEFORE CLAIM MEN 





Calls Sound Underwriting and Coverage 
and Good Claim Settlements Essential 
to Private Enterprise Survival 

Encouragement of social insurance 
within the private enterprise system is 
of vital concern to every citizen .today, 
said Mary Donlon, chairman of the New 
York State Workmen’s Compensation 
Board, in her address before the meet- 
ing of the International Claim Associa- 
tion at White Sulphur Springs, W. Va., 
September 18. 

The major portion of Miss Donlon’s 
address was devoted to the subject of 
claim settlements in connection with the 
New York disability benefits law, of 
which she is administrative officer. In 
connection with Miss Donlon’s address, 
there was a showing of the documentary 
film, “So You Work in New York,” 
produced by “The March of Time” for 
the compensation board. It describes the 
operation of the New York compensa- 
tion and disability benefits laws and is 
now available to trade associations, 
labor and management groups, insur- 
ance and other organizations. It is ob- 
tainable from the supervisor of the 
Film Library, Motion Picture Unit, New 
York State Department of Commerce, 
40 Howard Street, Albany 7, N. Y. 


Cites Obligation of Industry 


Citing the obligation of the insurance 
industry to maintain the highest level of 
performance in connection with privately 
provided disability benefits laws, Miss 
Donlon said that sound underwriting, 
satisfactory coverage and good claims 
administration are essential if private 
enterprise provision of social insurance 
is to be encouraged. 

“That is a result prayerfully to be 
sought for by us all in these difficult 
years of global struggle for survival of 
the free institutions which alone nurture 
and cherish our individual freedoms,” 
Miss Donlon said. “Responsibility for 
good administration of disability benefits 
under the New York law takes on new 
and heightened significance in the light 
of that struggle. It is a matter of con- 
cern to us all as citizens. Will claimants 
be satisfied with claims performance 
under privately provided disability bene- 
fits programs, such as we have in New 
York? We believe they will, but this 
challenge is even more to the carriers 
than it is to state administration. 

“If the pressures for good claims per- 
formance within the industry are as 
strong as are the pressures for enact- 
ment of this type of legislation, no one 
can doubt the result. We shall have 
avoided, fortunately and with beneficent 
consequences extending far into the 
future, the expansion of socialized 
schemes. We may then all rejoice to- 
gether in a return to private enterprise 
social insurance programs.” 


Needs Prompt Payment 


Discussing in detail New York State’s 
new disability benefits law, which went 
into full operation last July 1, Miss 
Donlon stressed the vital importance of 
good public relations. The average 
citizen, she said, may not be aware of 
the intricacies of claims performance, 
but he is immediately aware of his own 
personal need for prompt and fair pay- 
ment of his claim. 

“This is the prime concern today of 
every sick and injured worker in our 
great Empire State,” Miss Donlon con- 
tinued, “It will continue to be the con- 
cern of all the hundreds of thousands 
annually who fall sick or are injured. 
Payment of benefits to them, promptly 
as required under the law and fairly in 
accordance with the terms of the pro- 


vision of benefits made by their em- 
ployers, is the sole purpose and the 
end-result of our new program.” 

Saying that matters affecting claims 
administration under the New York 
State disability benefits law must be 
viewed and discussed frankly in their 
relations to the social and political prob- 
lems of the times, not merely as a 
matter of good business, Miss Donlon 
continued : 

Concern Transcends Competition 

“Advocates of private enterprise with- 
in the insurance industry now have a 
concern that far transcends their proper 
competitive concern to give good value 
and to serve well those whose benefits 
they provide, in order that business may 
be got and kept. They have a concern 
now, not yet well enough understood 
by enough people in the industry, to 
serve well so that everyone’s oppor- 
tunity of doing business may be per- 
mitted to survive. We stand or will 
fall together, in the fight for private 
enterprise and for the unregimented 
freedom of employers and employes to- 
gether to build, as they do in the matter 
of wages, above the statutory base. 

“This new slant on the responsibility 
of the insurance industry has come as 
a novel and unwelcome idea to a few 
companies. The life companies, and those 
in the accident and health field who do 
not have a workmen’s compensation line, 
have not been used to the right of 
government to insist on good claims per- 
formance, nor to government review and 
determination of disputed claims. The 
casualty companies have worked with 
this concept of government and so are 
better adjusted to cooperate with it. 
This same cooperation the other com- 
panies are already showing, for the most 
part. It is cooperation that is essential 
and should be volunteered by all with- 
out the necessity of resort to compul- 
sion.” 





Mail Order Insurance 
(Continued from Page 43) 


be borne in mind that what insurance 
lawyers are primarily interested in is 
state regulation of insurance; that the 
Congress by Public Law 15 has given 
this power to the states and the Federal 
courts have upheld that law. 

Saying that the states have been given 
the green light on regulation of the 
business of insurance, Mr. Robison pre- 
sented the following conclusion: 

“As counsel for insurance companies 
we can and must take a leading role in 
setting the pattern of state statutory 
enactments, as the All-Industry Com- 
mittee has already done in several in- 
stances. In the consideration of such 
legislation the insurance companies and 


Dorsett on Increased 
Demand for Security 


SPEAKS AT SOUTH BEND, IND. 





Says Government Programs Make Public 
Insurance Conscious; Business 
Operates in Public Interest 





Indiana and Michigan insurance agents 
were urged by J. Dewey Dorsett, gen- 
eral manager of the Association of 
Casualty & Surety Companies, to meet 
the increased public demand for se- 
curity and to give the public the true 
story of the achievements of insurance 
companies in order to stem government 
infiltration into the insurance business. 
Mr. Dorsett spoke at the South Bend- 
Mishawka Insurance Day dinner at 
South Bend, Ind., September 14. 

The speaker pointed out that Federal 
and state Governments now write 23 
different kinds of insurance and_ that 
other coverages are being considered. 
Noting that seven states have even for- 
bidden private companies to write work- 
men’s compensation insurance, he em- 
phasized that Government has no legiti- 
mate right to offer its insurance facili- 
ties to the public in any case where pri- 
vately operated, tax-paying companies 
meet the people’s needs efficiently and 
at a fair price. He cited the fact that 
private companies offer workmen’s com- 
pensation coverage at rates and under 
conditions which have been approved by 
the states themselves and declared, 
therefore, that it cannot be claimed the 
companies are excluded because of ex- 
cessive rates or inadequate protection. 

Public Is Insurance Conscious 

Observing that Government insurance 
programs have made the public insur- 
ance conscious, Mr. Dorsett stated that 
the people are demanding added secur- 
ity from their employers as part of 
their wages. He saw a golden opportun- 
ity for the insurance business by pro- 
viding this kind of coverage. 

Mr. Dorsett expressed confidence that 
a public whose insurance needs are fully 
met and whose opinions about the in- 
surance business are based on adequate 
and accurate information will assure full 
continuation of the free enterprise sys- 
tem, of which insurance is an essential 
part. No business, he said, has operated 
more sincerely in the people’s interest, 
both as to protection and price. 





the states alike must keep in mind the 
paramount interest of the people, so 
that no legislation unduly restricts their 
freedom of choice ot insurers, nor the 
ability of the companies to provide, 
through their own competitive methods, 
adequate insurance coverage at a rea- 
sonable cost to the public. In our 
own states we must each watch care- 
fully to see that no legislation gets on 
the books that goes beyond the legiti- 
mate interests of the state in the activity 
sought to be regulated. 
Should Present Clear Argument 
“Should we have occasion to attack 








It’s Easiest 


ACCIDENT 
Lifetime Indemnity for Total 
Disability 


SURGICAL 
Complete Schedule From $5 to $300 


to 


PERFECTED PROTECTION 


HOSPITALIZATION 
Choice of Five Plans From $5.00 to $12.50 per day 


Coverages on Individual, Franchise and Group Basis 
Including Family Policies 


NATIONAL CASUALTY COMPANY 


DETROIT 26, MICHIGAN 


Sell the BEST 


HEALTH 
Two Years—No House Confinement 
Required 


MEDICAL 
At Home—Doctor’s Office—Hospital : 




















A. & H. Managerial Opening 
in New York 


A midtown New York agency is inter. 
ested in securing an aggressive, highly 
qualified accident and health man to 
manage its Casualty Department. This 
man must develop his own agency force 
and brokerage business but will inherit 
a reasonable amount of business in 
force, office space and clerical help. 


He will also have direct contact with 
a field that has produced in the past 
a large volume of new business. Com- 
pensation will be salary and participa. 
tion based on volume. In reply give all 
particulars in strictest confidence. 


Address Box 1968, The Eastern Under- 
writer, 41 Maiden Lane, New York 7, 
N.Y. 











a state statute as exceeding the bounds 
of constitutional propriety, we should 
present a clear and convincing argu- 
ment on the merits of our cause and not 
rely too heavily on old discredited cases 
—look what happened to Paul v. Virginia 
—nor on past conceptualistic legal fixa- 
tions. Rather, we had better have sound, 
practical, realistic, social and economic 
arguments to buttress our legal consti- 
tutional arguments against the asserted 
power of the state, or we are likely 
to lose our case. The courts will close- 
ly examine the interest of the state 
in protecting its citizens and if the ac- 
tivity is one that needs regulating, the 
constitutional issues are likely to be 
decided on the basis of whether the 
attempted state regulation reasonably 
meets the existing problem, rather than 
on purely legalistic concepts. If there is 
an evil in the insurance business to be 
corrected, reasonable state remedial leg- 
islation will undoubtedly be upheld. 

“There is bound to be more regula- 
tion of the insurance business. The day 
of unfettered, uncontrolled mail order 
insurance is at an end, and the time may 
soon come when mail order selling of 
insurance will no longer be permitted, 
and when all insurers must be licensed 
in each state in which they solicit in- 
surance. If the states are not successful 
in dealing with the problem of adequate 
regulation of mail order insurers, the 
Federal Government will have no alter- 
native but to take over, for the public 
will demand and receive from Govern- 
ment —state or Federal — protection 
against the evils attendant with un- 
authorized insurance.” 





NAMED SAFETY CONSULTANT 

Floyd E. Frazier, Chicago, has been 
appointed industrial safety consultant on 
the staff of the accident and fire preven- 
tion division of the National Association 
of Mutual Casualty Companies, effective 
immediately, it is announced by Associ- 
ation general manager A. V. Gruhn. 





Health Insurance Programs 


(Continued from Page 42) 


those things which only Government can 
do. But we must also remember that 
the American people know what good 
health care is. They have learned that 
it is a procurable commodity. They be- 
lieve that health protection is an insut- 
able risk. If the voluntary system does 
not provide such protection wit 
imagination and speed, our people are 
going to turn to Government for those 
things we fail to provide. Never be- 
fore has there been a greater chal- 
lenge.” 


SREY 3g 























